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Leader’s Recessed Trofferlites with curved Holophane Controlens* 
were chosen for installation in the new, modern Ottumwa Hospital, 


Ottumwa, lowa. These fine fixtures provide abundant, high quality 
light, with absence of glare and minimum shadows. The intensively 
controlled light pattern puts light where it is needed, and at the 

same time furnishes sufficient ceiling brightness for pleasing background 
lighting... Many hospitals throughout the country, as well as other 
institutions, business, and industry, are finding that it pays to 

look to Leader for the solution to their lighting problems. 


THL Series Specifications 


Channel and housing of steel. Interior finished in white high-gloss 

baked enamel, exterior in aluminum gray baked enamel 

Furnished in regular or shallow depth for two or three 40-watt 

lamps or Slimline lamps in lengths from 48” to 96” Curved Holo- 

phane Controlens.* Install individually or in continuous rows 
*Copr. The Holophane Co. 


Sold and installed by the better electrical 
wholesalers and contractors 





y YAW” Suvces Ne / Lighting Equgpnant Manifactiuer 


ee LEADER ELECTRIC COMPANY «+ 3500 North Kedzie Avenue, Chicago 18, Illinois 
Leader Electric — Western * 800 One Hundredth Avenve, Oakland 3, California 
Campbell-Leader, Ltd. — Brantford, Ontario * Canada 





Because you use the same 
“ECONOMY De-Lay” Cartridge over and over 
again. 


You renew a “blown” 
ECONOMY Fuse by simply inserting an inex- 
pensive "ECONOMY DE-LAY” Renewal Fuse Link 
in the old Cartridge. 


You reduce “lights out” and 

“machine down time” because 

“ECONOMY De-Lay” Fuse Links are replaced 
in a few seconds. 


Your investment in 

“ECONOMY De-lay” Fuse Links is much 
smaller than the investment required if you 
use non-Renewable Fuses for each fuse 
replacement. 


Ask for the ECONOMY Catalog and Price List. 


rw 


CWEWnBLE CARTRIDGE FUSES) 


Your Electrical Wholesaler has “ECONOMY DE-LAY” Renewable Fuses 
ond Renewal Links in stock. 


ECONOMY FUSE AND MFG. C0., 2717 creenview ave, cuicaco 14, 1LLINoIs sermcsexrarives, oy 


ELECTRICAL WHOLESALERS—It's ECONOMY for you, too, when you “save” sales and 
profits that might otherwise be lost, by carrying an omple stock always of “ECONOMY 
DE-LAY” Renewable Fuses and Renewal Links. 
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EATKA PROFIT for you---with 
PACKAGED FITTINGS 


look for this label when you buy 
fittings. It is your guarantee of 
uniform quality. 


...You WIN AMMYS 


@ Easy to inventory 

@ Accurate Count in filling orders 
@ Eliminates damage to fittings 
@ Unit sales are increased 

@ Stacked cartons save space 

@ No extra cost to you 


@ Your customers prefer Conduit of COLUMBUS 
fittings in cartons 








SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


PE NIPPLES + ELBOWS, RIGID & 5.M.! 
 @OOSENECKS + WALL PLATES 
My, ta eee Ag. get 8 » ; AA a e: 


sbdisidaliiedin decisis Pw 
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breeze through 
summer in 


FAN-MOBILE 


The one fan with practically every wanted 
feature. For exhaust or intake—can be 
used for one room or entire average home 
or apartment. Completely and easily port- 
able and adjustable. The handsomest 
mobile fan on the market. Finished in lus- 
trous ivory. 16-inch model. ListPrice $69.95 


ij Salesmaken” —FREE! 


Handsome, color- 
ful, wood display 
tnat holds 2 of 3 
window fans of 
different sizes 
ready for instant 
demonstration 
YOURS FREE with 
minimum stock of 
fans. Ask your 
jobber or write 
for details 





Ask your jobber or write for fully illustrated catalog to 


BERNS MFG. CORP. 


3050 NORTH ROCKWELL STREET CHICAGO 18, ILL 


SULUAD 
FANS 


March, 1953—ELECTRICAL WHOLESALING 


Na Electrically Reversible WINDOW VENTI 


NEN 


a ll tt te en let tet 


= 
2 SPEED MODELS 


New Berns Air King models with ali the power, style and efficiency you'd 
expect from the originators of reversible window ventilators. Twe speeds for 
both Exhaust and Intake. Precision engineering for amazingly quiet oper- 
ation yet cools an entire small home or apartment in minutes. Shaliower 
design and lustrous ivory baked ename! finish achveve unequalled style-appea!l 
Completely adjustable. Full 1 year guarantee. In 16-inch and 20-inch models 
Priced to list at $54.95 and $59.95 


Also 10-inch and 12-inch Manually Reversible Window Ventilators 
handsomely styled as illustrated above. 2?-Speed in 12-inch model only 
10-inch—-$29.9§ 12-inch single speed $33.95 12-inch, 2 speed —$37.95 


DRI-AIRE ELECTRIC DEHUMIDIFIER 


— 


i id f 


4idbil iy 


Beautifully designed into smart, compact unit measuring only 13° x 18° « 20° 
high. Finished in rich Mahogany with chrome grill front. Dehurmidifies up to 
10,000 cu. ft.; removes ? to 3 gals. every 24 hours. Removable 3 gal. drawer-type 
container. Equipped with non-marking rubber covered casters. Petectly priced 
to meet the demand of this fast growing market lest $139.95 


Available with Automatic Timer that starts Dehumidifier once each 24 
hours and operates it for the selected number of hours. Optional and extra 


ECONOMY. FLOOR CIRCULATOR 


America’s biggest value now smartly styled to appeal to every prospect. Blades 
accurately pitched and balanced to operate efficiently in horizontal position 
Rubber mounted legs. 3 speeds. Finished in rich Mahogany. 12-inch model 


list price $29.95 


WINDOW SIDEWALL CEILING 
VENTILATORS FANS FANS 
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right: 
Class 2510 
Basic Starter Mechanism ( 


a Vesivty of Cnolosnes — — 








DESIGN LEADERSHIP 
IN THESE FEATURES: 


k contact mechanism 


vA Quick-make, quick-brea 
/ Single or double pole construction 
/ Double break contacts of fine silver 
ao Modern styling 


o Straight-through wirin 
terminals—generous wire space 


o/ Dependable melting alloy type 
overload protection —trip-free 


of Definite trip indication 


f/f Interchangeable overload relay un 
accessible from the front 


g with convenient 


its 


can be used with 


v Open type starter 
box and flushplate 


standard switch 
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RATINGS 
os Double pole 
1 HP. 115- 
230 volts 
AC. of D.C 
Single pole 
1 HP. 115 
j 230 volts A.C 
P and % HP. 
General purpose Water - tight and Water-tight and dust-tight Explosion-resisting Flush mounting. Basic starter 115-230 
enclosure — with of dust-tight with pilot light enclosure. For hazard mechanism can be used with volts 0.C 
without pilot light enclosure ous locations ~ Class | standard switchbox and flush 
Group D and Class " plate — of with flush plate only 
Groups E, F and G tor machine tool cavity mounting 
Milwaukee 12, Wisconsin. 


Write for Bulletin 2510A. Ad 
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Prosperity in the U.S.A.: How Wealthy Are We? 


The Problem of Rising Costs ... 


ceeeens Howerd J. Emerson 


MEETING IT STARTS AT THE EXECUTIVE LEVEL 


IT MUST BE MET EVERYWHERE IN THE HOUSE 


A unique photostory on what State Electric Supply is doing to cut costs. 


How a Top Salesman Organizes His Work 


And Tristate's Bill Herzog does it with a minimum of paper work 


How To Set Up a Sales Interview ; 
Five preliminary steps to follow before you can talk business with a prospect 


Maddening Mannerisms ..... 


Nine negative behavior habits than can kill customer interest— 


He Sells All Fans to All Markets All Year-‘Round 


He's Butler Electric's George Eichanauer, a full-time fan specialist-salosman 


Getting Set for Fan Selling ..... 


B. M. Tower Co. does it by creating a demand before the hot spolls arrive 


Where To Sell Fans When the Weather Isn‘t on Your Side 


A rundown of 45 year-‘round markets, along with a story for each 


Relighting Main Street—Part II 


Big things are in the making as a result of the September 


Lamps: Progress Aplenty ...... 


A review of recent developments in 3 major lines 


The Personal Side 


A "must" for every traveler—how to pack a suitcase 


SEWA Faces the Future 


A report on the Southeastern Electrical | Wholesalers’ two-day convention 


Gesco’s New Milwaukee Plant .. 


This $600,000 supply branch is the latest thing in electrical distribution 


Lightolier’s Self-Selling Showroom 


It offers some new ideas for merchandising lighting fixtures 


DEPARTMENTS 

Washington Straws .. seeeuee Te 
Business Index 43 and 44 
Times and Trends ... oe 


Calendar of Events 


News Notes from NAED 


New Products 


benefit 


G. D. Farley 


Extown 


—filament, mercury, fluoresce 


News of the Industry 


137 
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49 
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74 
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89 
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97 
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119 
121 


126 
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PERFORMANCE, 


Chester ENGINEERED plastic insu- 
lation, laboratory and field tested to 
more than meet specifications provides 
both easier working qualities and 
longer service life. These rugged plas- 
tic coatings offer maximum immunity 
to abrasion, weather, oil and most 
chemicals. Smooth and pliable, they 
pull through channels and conduit 





easily and offer excellent appearance 
in open wiring. Chester single or multi- 
conductor wires and cables are avail- 
able for electrical, electronic, TV, 
radio, telephone and many other in- 
dustries. Call or write for illustrated 
bulletins, today! 
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BUILDING WIRES . ie; CORD 


WEATHERPROOF 
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OFFICE AND 
BELL WIRES 
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THERMOSTAT 
CABLES 


TELEPHONE 
WIRES 


SS" 


ALARM AND 


FLEXIBLE CORD SIGNAL WIRES 


Saas 


FIXTURE ; NEON SIGN OIL 
WIRE ; IGNITION CABLE 
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To see how it’s done, turn the mast J 


splice — | “4 





“SCOTCHLOK” 


Electrical Spring Connectors 


are the toughest, tighest-gripping connectors 
ever made, ‘“‘Snap-off” winding stem for easy 
application. They will not shake loose, thanks 
to spring tension. Packed 100 to a box, 10 boxes 
to a carton, P 


{ 
y, 4 
Vy, 

“4 


Sa) / 
a 1h “shat f 
LON 
1 i) ~, 


ESS 


a wT Ge 
*. al SWE ph 
at il y “uy 7 
, - 
> pp» | 


Ag 
“A 


A sauittianiet . 
( Uj, RS 


ony 


—, 


my, 
4 


New 1-2 splicing method...a real 
profit opportunity ! 


1.Connect wires with "SCOTCHLOK" like this... 


Watch your sales climb with this 
new twist in splicing—‘‘Scotchlok” Elec- 
trical Spring Connectors. And watch your 
sales climb, too, with the natural team-mate 
for “‘Scotchlok”—‘‘Scotch” Plastic Electri- 
cal Tape No. 33. 

Together, these two ‘‘Scotch’’ 43 ®& 
brand products make the world’s safest, 
most compact splice. It’s a simple 1-2 meth- 
od: twist on “‘Scotchlok’’, wrap on the tape. 


Pull winding stem down- 
ward to break it off 
easily. No soldering, no 
tools, no needless bulk! 


. 6 


Twist over stripped 
ends of wires until wires 
are flush with small end 
of connector, 


National advertising will carry the 
news and bring the customers 

to you. Be ready for business 

by putting in a good stock 

of “Scotchlok”’ and 


Make the “pants” by 
starting tape as shown. 
Bring forward between 
the wires and begin 
wrapping at the large 
end of ‘‘Scotchlok"’ 


2. Protect wires with '‘SCOTCH” 33 like this... 


Wind tape on connect- 
or until it extends 2 
inch beyond small end. 
Fold the extension over 
and wind tape back 
towards large end, 
Quick and neat! 


‘2 99 96 connector, 
“Scotch” 33 today! 


“SCOTCH” 
Electrical Tape No. 33 


is the plastic one-tape insula- 
tion. Excellent outdoor aging 
properties. In %4-inch x 20-foot 
“Job Size’”’ Rolls packed 12 to 
a sturdy screw-top container, 
and %-inch x 66-foot rolls in 
individual metal containers. 


ne . 


a 


P nine 
SCOT 


Electrical Tape 
fo I 








The term “Scotch” and the plaid design are registered trade- 
marks for the more than 200 pressure-sensitive adhesive tapes 
made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, 
Minn.—also makers of “Scotch’’ Sound Recording Tape, “‘Un- 
derseal”’ Rubberized Coating, ‘Scotchlite’’ Reflective Sheeting, 
“Safety-Walk"’ Non-slip Surfacing, "3M" Abrasives, “3M"" Ad- 

. hesives. General Export: 122 E. 42nd St., New York 17, F 
In Canada; London, Ont., Can. 



































For many years Contractors from Coast to Coast have used 
Briegel All Steel Indenter Fittings. U. L. approved as 
concretetight and for general use, B-M Indenter Fittings 
are faster, easier to use and neater in appearance. 


O Installation is simple and less expensive. Two quick 





squeezes sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


“Sn” PO METHOD 
«  BRIEOEL 
(6M) 00. 


Distributed by GALVA,* ILLINOIS 


The M.B. Austin Co., Northbrook, Ill.; Clayton Mork & Co., Evanston, Ill.; Nikoh Tube Co., 5000 South Whipple St., Chicago, Ill.; Clifton Conduit Co., Jersey City, N. 3.3 
The Steelduct Co., ¥ gstown, Ohio; Columbia Cable & Electric Corp , 255 Chestnut St., Brooklyn, N. Y.; Pittsburgh Standard Conduit Co., Pittsburgh, 
Penn.; Wagner Malieable Products Co., Decatur, Ill.; J. R. Richards Co., Carnegie, Penn; Kondu Mfg. Co., itd., Presten, Ont, 
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and MONEY! 
NEW apususrasie 


NO-NOTCH BAR HANGER 
Ne. 560-12” to 18”; No. 561—18” to 26” 
a, 
% ~y 7 
\ a 
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NO BOLTS! 
NO SCREWS! 
NO NUTS! 


TO LOCK IT... JUST FLIP IT! 


‘NO NOTCHING— 
_ FASTER, EASIER INSTALLATIONS 


FEATURES THAT SELL 


® Only three simple parts © No screws, nuts, or 
bolts to adjust or loosen ® Profitable for use on 
new or old work © NO notching or cutting into 
beams ® Perfect alignment © Two ADJUSTABLE 
sizes for ALL outlet boxes; from 12 to 18 inches 
& 18 to 26 inches between joists and wall studs. 


You profit when you offer your customers Blackhawk’s new ad- 
justable No-Notch Bar Hanger. 
A multi-purpose hanger used primarily 


Eliminates notching, speeds in- 
stallations. for shallow 
or deep boxes in new construction. Adaptable to re-wiring old 
work, too. A 3-in-1 bar hanger backed by an unconditional guar- 
antee to save time and money. You'll get plenty of repeat busi- 


ness and profit from this item. Once it’s tried it’s always used! 





VAM Vi A MAM 























Insert stud from inside of 
outlet box thru center hole. 
NOTE: Threaded part and 
both lips of stud will then 
be on inside of outlet box. 


Insert female bracket be- 
tween stud uprights on 
outside of outlet box. 
Slide male bracket into 
female bracket. 


sPpeciFY B-] WHEN YoU BUY 





Position assembled unit be- 
tween joists so right angles 
of bracket are flush with 
joist ends as illustrated. (See 
inset.) Bracket ends are 
notched so points will hold 
assembly in place for nail- 
ing. Drive nails at 45° angle. 


Slide box into desired po- 
sition. Press flipper down 
until secure on bracket 
arm. NO OTHER bar 
hanger gives you this 
quick, no-notch perma- 
nent’ installation! 


WRITE TODAY 
FOR PRICES 


BLACKHAWK INDUSTRIES, ovsuvaue, iowa 


Entrence Coble Fittings . Staples . Yerd Lights . Sill Pletes . Locknuts end Bushings . Wire Holders 
Fluorescent Breckets . Cable end Conduit Streps . Connectors . Bex Supports . Conduit Entrence 


Cops . Grounding Assemblies 
Mengers . 


Beem Clamps . 


Grounding Clemps . 
Mechine Screws . 
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CERTIFIED 
“Past performance” is a good indication of the continued 
quality of a product. Certified ADVANCE BALLASTS’ brii- 
liant past is your assurance of superlative achievement 
and a “Bright Future” for your Fluorescent Lamps. 
Engineered and Designed by the World's Largest Manu- 
facturer devoted Exclusively to the production of 


TRANSFORMER 


co t CABLE ADDRESS: 
“ ADTRANS 


L122 W. CATALPA AVE., CHICAGO @8. tae. U.S.A, 


= 


~ 
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T-27 INDOOR-OUTDOOR time switch: de- 
signed for up to 10 ON-OFF jobs daily. 





T-47 INDOOR MODEL: does up to two ON. 


OFF operations during every 24-hour period. 


T-471 CORD AND PLUG model: inexpen- 


sive, portable, quick and easy installation, 


Six Reasons Why G-E Time Switches are Easier to Sell 


STOCK PLAN 


You get repeat business, rapid turnover, low in- 
ventory, and maximum profit by adopting General 
Klectrie’s Recommended Stock Plan. The six time 
switches included in the Plan make up 80 per cent 
of total general purpose time switch sales. Full 
credit Is piven if recommended stock does not move 
in six months. 


18-MONTH EXCHANGE PLAN 


hype T-47 time switch is now offered with an 18- 
month guarantee. Under the new exchange plan the 
customer gets over-the-counter replacement service: 
your 


vou give customers quicker, more reliable 


and hence, more satisfying service. 


SALES, ADVERTISING AIDS 


\ comprehensive advertising program backs up your 
sales effort! A continuous space advertising program 
in Lt different magazines supplements counter dis- 
plays, wall banners, and other point-of-sale items 
supplied without charge. Promotional literature is 
sent upon request, 


Gee CORR fle fou confidence tn 


4. comPLete LINE 


6. 


time 
time 
above) 


All of have money-saving 
switch applications. 
line (which 
provides on-off control for machinery, street-lighting, 
store and shop-window lighting, plant floodlighting, 


electric 


customers 
The 


inh ludes 


your 
General Purpose 


switch those shown 


air conditioning and heating units, 


Signs, 


and many other jobs requiring efficient on-off control. 


SUPERIOR FEATURES 


Outstanding features of G-E time switches include 
silver, Pelechron® synehro- 
nous, self-starting, permanently lubricated movement: 
simplicity of design; clearly marked terminals for 
ease of installation: rugged construction. 


Snap-action contacts; 


NEW LOW PRICE 

The new low price of only $11.50* on the Type T-47 
time switch makes these models easier than ever to 
sell. For more twformation on the complete general 
purpose time swits h line contact your nearest G-E 
Apparatus Sales Ofhee—or write for Bulletins GEC- 
535 and GEC-578, Section 603-148. General Electric 
Company, Schenectady 5, New York. 


*Mfgr's. suggested retail price 


GENERAL @@ ELECTRIC 
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Anoth 
er ina 1 
series of Tri 
Triangle advertisements sh 
showing 
your cus 


tomers h j 
ow it poys t 
o do business with Triangl 
gle—through 
you 


Waex you're working oF the wiring Spee sheet 
remember one word S rriangle—¥ll take 

care of the vast majority of your needs. Triangle 
makes all three of the most essential paths for 
electricity —WiFe> cable +e including: 
Feeder ¢ able, Branct ding Wire: 


Cable, 

jac keted Cable for « yurial OF aera 

use, EMT, Rigid Condutt, Armored Cable 

you name tt, Triangle, through 1s natwnu ide 
network of top distributors, * an supply it 

Ask your distributor about the advantages ol 
buying all your WITE> cable and conduit from the 
same manufacturer Deliverie are suret there § 
less paper work and you 1 sling, of conh 
dence right dow? the line 


You'll like doing business 

with TRIANGLE Hundreds and hundreds of America ® most um 
portant contractors, power companies and 

industrials always specify hig ality angie 


across the board 


TRIANGLE CONDUIT & CABLE CO., INC. 


Tiros oundsville: w. Va- 


New Brunswick: N. 
When fia Duele n of Garry! ng Llectrical Prucer Specy y TRIANGLE 
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where space 
is limited 


INSTALL 





SWITCHBOARDS 
front-connected 


Like all ( Switchboards, these space-saving 
boards are built from standard, pre- 
assembled units that fit readily together to 


form one complete assembly. 


Designed for floor mounting against wall, 
they are constructed of standardized unit 
type sectional enclosures with integral pull 


boxes at top and bottom. 


The @ Switchboard, Front-Connected illustrated here 
is 54” x 96” x 14%” and contains two (2) 60 Amp., 
one (1) 100 Amp., two (2) 200 Amp., and one (1) 400 
Amp. 3 P. Shutlbrak Switches; also space for two (2) 100 
Amp. and two (2) 200 Amp. future switches. 


@ Switchboards, Front-Connected are 
available in the following types and capacities: 


SHUTLBRAK 30 to 1200 amperes, 250 : 
volts AC or DC and 600 volts AC. Rotary type Want to know more about these light and 


operating handles furnished on 30 to 200 é ‘ : . 

ampere capacities. Straight handles on all power distribution units? Your nearest ( 
others. 

KLAMPSWITCHFUZ — 30 to 600 amperes, representative, listed in Sweets, will be glad 
250 volts AC or DC. 

SNUFARC — 30 to 200 amperes. 600 volts AC. to give you complete information. 


Frank e(dam Glectric Co. _ 


P.O. BOX 357 ST. LOUIS "3, MISSOURI Yeor 


Makers of BUSDUCT © PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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Everything but the box... 


AND WE EVEN ASSEMBLE THAT! Yes, all Gedney fittings are completely — entirely 
produced in Gedney’s own plant... everything under one roof! 


Gedney fittings are unbreakable malleable iron —special hot dip galvanized for 


maximum life. All Gedney fittings are machined and threaded with utmost accuracy. 
What's more, Gedney makes a complete line, and many items have 

special features. On your next order specify Gedney 

fittings — today's best buy. Gedney fittings are 


always quickest and easiest to install 


—longest-lasting on the job. 





GEDNEY 
FITTINGS 
FIT! 


RKO BLDG. - RADIO CITY - NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn 
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The new “Lo-Loss” Feeder Bus was designed for the 
transmission of electric current up to 4000 Amperes 
at 600 Volts or less. Ideal for welding and other 
low power factor loads. 


EFFICIENCY —Insulated copper bars mounted on 


close centers provide low reactance, low voltage drop, 


minimum temperature rise. 


TOUGHNESS -—+#12 gauge channel frame support- 
ing insulators makes it toughest in the business. Recent 
independent, unbiased tests prove “Lo-Loss” can take 
it—100,000 RMS Amperes at 440 Volts! Details 
on request. 


COMPACTNESS —Composite drawings compar- 


ing size of ‘‘Lo-Loss’”’ with other busways prove why 
it is ideal for remodeling jobs where space is at a 
premium, 


FLEXIBILITY —can be installed in any position 


with bars in vertical or horizontal position. Readily 
adaptable to industrial or commercial installations. 
Approved for vertical mounting when used for risers. 


INSTALLATION EASE—Factory built, ready for 


installation 


Write for new Busway Catalog and Sample Specifications 


“Lo-Loss"’ Feeder Bus with offset to lift 
bus above travelling crane level. 





“Lo-Loss” with parallel runs of 
standard I.F.B. Feeder Bus. 
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1.P.1. Bus showing side 
mounting of plug-in devices. 


as a vertical 
riser 





NATIONAL ELECTRIC 
1. P.1. “PLUG-IN” BUS 


All bar ends bent outward at 45 
angles to facilitate joining. Vertical 
mounting supports assure perfect 
alignment. 


“Plug-In” Bus is an enclosed busbar 
system for distributing electrical 
power. Consists of standard 10 ft. 
lengths complete with ells, tees, 
crosses, feed-in and tap-off fittings, 
expansion joints and closers. Plug-in 
openings, Staggered on two sides, 
permit insertion of devices convenient 


Full length side view “‘Lo-Loss"’ Feeder to equipment, 
Bus cutaway shows insulator section. 











EVERYTHING IN WIRING POINT > 
Listed by 


ee ~ | im 
‘ i s * 
neon: National Electric Products | 

Sold through eu | IT 
leading electrical PITTSBURGH, PA. 


wholesalers. 3 Plants * 7 Warehouses « 34 Sales Offices 
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“Everything New except 
the Catalog Number” 


10 AMP. PaS,DESPARD 
SWITCHES 


For Moderately Priced 
Installations 


Rating — 10 Amps., 125 Volts 
5 Amps., 250 Volts 


Available in Single Pole and Three-Way Types 
— Brown and Ivory 


A part of the 


MODERN ... PRACTICAL . . . DEPENDABLE 


P&S Despard Line 
® 


The line which permits installation of two or 
three switches, outlets, pilots or night lights 
under a good-looking, one-gang plate. 


A line on your letterhead will bring you cata- 
log information on the complete line of P&S 
Wiring Devices. Address Dept. W. 


PASS & SEYMOUR, INC. 


New York Office 
71 Murray St. New York 7,N.Y. 


Features 


PLASTIC CUP AND COVER 


TOTALLY ENCLOSED 


EASY END-WIRING ... WITH 
LARGE HEAD BINDING SCREWS 


COVER LATCHED SECURELY 
AT FOUR POINTS 


MODERN STYLED 
“EASY ACTION” HANDLE 


COMPACT DESIGN 


(1-21/32 x 1-1/8 x 29/32”) 


SYRACUSE 9, N.Y. 


Chicago Office 
605 W. Washington Blvd. Chicago 6, Ill. 
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PREFERRED BY LEADING ELECTRICAL MEN 


For maximum sat- 
isfaction and top 
performance of all 
fluorescent fixtures, 
specify Jefferson Bal- 
lasts. A complete line 
of normal and high 
Types are available for indoor or outdoor power factor ballasts with types available for operation of all 
lighting and multiple or series circuit standard sizes of fluorescent lamps. 
street lighting... Designed and manu- Single and two lamp high power factor ballasts are available 
factured by transformer specialists with for the operation af all types and sizes of Slimline lamps. In- 
over 35 years continuous experience. .. cluded are SERIES-SEQUENCE and LEAD-LAG Ballast designs. 
Engineered to coordinate exactly with LEAD-LAG Ballast for two 40 watt Rapid Start Lamps is the 
specifications of the lamp manufacturers latest addition to the Jefferson Line. Light weight, small size, 
--- Assurance of correct starting and oper- low watt loss, independent lamp operation and protection of 
ating performance for long-life, high efficiency lamp good lamp and ballast when one lamp fails are several of many 
operation. Jefferson features. Bulletin mailed on request. 


Single and two-lamp—normal and high TRANSFORMERS 

power factor—transformers. Plus and 
minus taps are provided on the primary 
side to permit exact matching to the line 
voltage. A design for every installation 

So is a en te Complete The ONE Jefferson Universal-Mounting WIZARD Bell Trans- 

: former for operation of door bells, buzzers, annunciators and 

door openers replaces THREE models. The pat- 

ented mounting feature for clamping to the 

edge of a knock-out provides for installation on 

an outlet box or cover or cabinet—mounting feet 

TRANSFORMERS s make surface mounting feasible. Chime trans- 

formers with greater voltampere capacity and 

° with the same constructional features are also 

available. 


, THERMAL, —SAF-T-LAG 

_ RENEWABLE, —SUPER-LAG 

_ RENEWABLE, — JEFFERSON-UNION 
, NON-RENEWABLE 

_FUSTATS =. PLUG FUSES 


Select the type for your particular needs 


The Jefferson SAF-T-LAG is a heavy-duty Thermal 
Non-Renewable Fuse with an extra Safe-Time-Lag 
to protect equipment and machinery,—it acts posi- 
tively on dangerous overloads yet prevents premature and un- 
necessary blowing on harmless, temporary overloads. The copper 
clements used have much lower resistance than conventional 
zinc elements providing 50°7 lower watt loss and cooler operation. 
Jefferson SUPER-LAG Renewable Fuses with the long time 
lag for motor loads and UNION Renewable 
luses for circuits where voltage surges are not 
a factor. A minimum number of parts permits 
quick and easy renewal. 
Where overloads are not a frequent occur- 
Jefferson Power rence, as for lighting circuits, the Jefferson 
Circuit Transformers Non-Renewable Fuse is the choice for eco- 
to provide the 110-115 nomical, dependable service. 
volt service for lighting, The Jefferson Fustat prevents tampering or 
controls and portable equipment in over-fusing. It has a built-in thermal cutout 
plants or buildings where higher which provides a long time lag. Made in capaci- 
voltage circuits (230, 460, 575) are ties of .3 to 30 amperes, for 115-volt circuits. 
employed. Save copper, manpower Plug Fuses, well-made of strong molded in- 
and steel. Write for Bulletin 501-15. sulation,—3 to 30 amperes, for 115-volt circuits. 


Save time on 
new plant 
wiring and re- 
wiring. Install 


JEFFERSON ELECTRIC COMPANY, Bellwood, Illinois 


In Canada: Canadian Jefferson Electric Co., Ltd., 384 Pape Avenue, Toronto, Ontario 
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compli s with 
modern J-wire 


systems 


approved. 3-wire 


convenience 


Sheol 


impact resisting 
moulded phenolic 


handk 


model 151-CA 
Lamp changer 


model 3006 
Vaporproof 


now! 


M G L L offers 


you a complete line of 
GROUNDED 


PORTABLE LIGHTING 


completely insulated \ 


\ and shockproof 


model 5025 SLRG 


You can now have the safety 

and convenience of a completely grounded 

lamp guard equipped with an approved 3-wire 
convenience outlet. The McGill 5000-G 

Series portables give you all the light you can 

use and in addition provide a ready connection for 
grounding drills, soldering irons, saws or other 
power tools quickly at the working area... 
without extra extension cords. 

McGill grounded guards are 

available with either the standard closed end cage 
and reflector or with an open end cage with concen- 
trating end lens (as pictured) to beam light — 

and rotary reflector. Other models are available with 
or without convenience outlet, switch, and 25’ to 50’ 
of red 16-3 SJT Thermoplastic cord and plug, 


model 5500-SRG 
Grounded, no outlet 


closed end cage 
model 7000-SR 


Reflector and Switch 


model 650-M 
Rubber hook handle 


all are MSGILL ‘ely 


: 
Send for the new McGill catalog No. 49-A MSG i LL 
describing the complete line of McGill - 


Lamp Guards, Sockets and Switches. electrical specialties 


McGILL MANUFACTURING COMPANY, INC. 250 N. Campbell St., Valparaiso, Indiana 
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= "* ‘“ 


SR. famous Type 28: Two-bolt Clamp — Ideal for Coppers 
r tapping large stranded wire and cable Ground _ 


Hi-Strength ' if eo dna eal copper 
ote ( sine — also excellent for dead ending 
Sit Connector—now pletely 


erms even better be steel cones 
new CFC process. lent rod 
pendable 
source 


Type GG: A quality 
Ground Rod Clamp 

pressure pad protects 
ground wire and 


i: Lugs — Strong, 
. neatly designed, 
wt in the low price range. 


aligns it with rod 


Type GP-100; 
Bottom Ground 
WN: Service Entrance Embossed fi ” 
br—Most econom- . . ity and ease of st 
‘ee 
ib for connecting house ing. Has str 
§ fo service drops pendable wire! 
Is best on the 


FITTINGS FOR 
ALUMINUM 


"It's sure easy 

to sella 

Quality Line like 
eee we ~=BLACKBURN! " 


HOIST 


oe 
Sgt 


” 


seeeteete 
ended 


— says this Wholesaler’s Salesman 
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GUTH 
INCANDESCENTS 


CATALOG #49 


No one fixture solves every 
incandescent lighting problem— but the 


complete GUTH Line does! 


ye send you a copy? 


IT’S FREE! 




















NVew 


BATTLESHIP GREY 


COLUMBIA 


NON-METALLIC SHEATHED CABLE 


TOUGHER —*"~ CLEANER TO HANDLE 


re 
SMOOTHER eZ \— EASIER TO PULL 


Electricians & Contractors are Insisting on this New and Improved Columbia Flex 


Approved by Underwriters Laboratories 
Serving the Electrical Wholesaler Since 1912 


e 
GS) Cohurnbia 3:2: cre som 


Brooklyn 8, N. Y. 


NON-METALLIC SHEATHED CABLE FLEXIBLE STEEL CONDUIT E. M. T. A.B.C. ARMORED CABLE 


Sales Representatives in Following Cities: 


Denver, Colo. 
Boston, Mass. Detroit, Mich. 
Chicago, Ill. Glassport, Pa. 
Dallas, Tex. 


Atlanta, Ga. Minneapolis, Minn. St. Lovis, Mo. 

New York, N. Y. Sean Francisco, Calif. 
Philadelphia, Pa. Seattle, Wash. 

Los Angeles, Calif. Portiand, Ore. Thornwood, N. Y. 
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“Ampyrol is a type of wire more 
and easier to install than rubber 
It’s the best kind we can get for 


says NORTON COMPANY, world-famous meuebieinees of 


@ Norton Company has very definite ideas about product 
quality. They’ve found, for example, that many of their 
customers use the same machine for 30 years, and these 
customers expect that kind of service from any product 
that bears the name “Norton.” 

They’ve found, too, that a great percentage of their 
customers are leaders in their fields, and these industrial 
giants simply cannot tolerate down-time due to machine 
failure. 

As a result, Norton will accept nothing but the best 
in design, manufacture, or component parts quality. A 
good example is their insistence on U-S-S Ampyrol or 
equivalent quality for the machine tool wiring. For in- 
stance, the Norton 10” x 36” type CTU grinder uses over 
300 feet of this high quality oil-resistant wire. 

In Norton’s own words, “This type of wire is far better 
than rubber. It retains its insulation value and creates far 
less shock hazard. It seems to be completely impervious 


“Thin jackets allow compact control panels.” 


At STANDARD Coble for every 


> paper & varnished cambric cable 





» asbestos wire and cable 
> aerial, underground & submarine cable 


AMERICAN P» shovel & dredge cable 


MGys/ U-S-S AMERICAN ELECTRICAL 
2 
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durable, less bulky, 
insulated wire. 
our machines.” 


grinding machines and abrasives 


to oil, as well as water conditions. It does not leave a sur- 
face smudge and is very clean to work with 

“It is easy to pull through conduit because it’s so thin, 
and it has allowed the design of more compact electrical 
control panels because it doesn’t take up so much room. 
The jacket is so tough that cable lacing doesn’t bite into 
it like it does with rubber insulation.” 

You may be able to replace several types of wire with 
U-S:S Ampyrol. The clean, casy-to-strip jacket is prac- 
tically impervious to oil, grease, salt spray, industrial 
fumes, ozone and ultra-violet rays. Send the coupon and 
get the complete story on this all-purpose insulation 


AMERICAN STEEL & WIRE DIVISION, 
UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





‘ 


“Easy to pull through conduit.” “Electrician can trace circuits at o glance.’ 


SEND THE COUPON 


SPECIAL Sob if : American Steel & Wire Division 


Room pE-33, Rockefeller Building, Cleveland 13, Ohio 





Please give me more information on US'S Ampyrol 
> mold cured portable cord 


Have representative call 


Nome 


» machine tool & building wire 


> special purpose wire & cable eee 


i 
| 
| 


Company 
Address 


WIRE & CABLE © 
| oe Cao’ D STALE SS 63 eee | 


March, 1953—ELECTRICAL WHOLESALING 





ABOLITE 


_ FIRST TO DESIGN 
wm, A REFLECTOR WITH 


7 AUTOMATIC 
AIR CIRCULATION 


Abolite engineers designed this new reflector, based on 
the principle that a “heat source,” properly ventilated, 
automatically sets up its own air circulation. The lighted 
WHITE REFLECTS MORE LIGHT lamp in the Abolite reflector automatically starts the air 
Abolite reflectors are made with gen- circulation cycle. Heat, generated by the lamp, attracts 
uine Titanium type porcelain enamel colder air which circulates around lamp and thru vent 
to give that whiter than white appear- slots of reflector. lhis air circulation keeps lamp at reason- 
ance and long lasting reflecting value. ably low operating temperature thus providing maximum 
In addition to standard green shell, lamp life. Airborne dust, dirt and grime has no chance 
Abolice reflectors are available in on to become motionless and settle on reflector surface but 
all white — whiter than white, chip is carried out thru vent slots. Reflector stays cleaner — 
proof, porcelain enamel, — good for longer. No dirt-fogging, discoloration. Result — high 
a lifetime. lighting efficiency — low maintenance costs. These are 
features your customers will like! 





Orher ABouiteE (Wwe, . 


THE THE BROODER 


OUTLET BOX cot ted 


FARM-UTILITY 
REFLECTOR JIFFYLITE REFLECTOR 


LIGHT 


Sat 



































SOLD ONLY 


THROUGH ; LITE 
ELECTRICAL i in aR DIVISION 
WHOLESALERS : 


THE JONES METAL PRODUCTS CO., West Lafayette, O. 
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Four Steps That Mean 
Easier, Quicker, Safer Installation of 


CRESCENT 


ABC ARMORED CABLE 


FF — = ~ ——— 
’ 7s 
—~ <m, : 


FILE OR SAW INSERT INSULATING 
GUIDED BY CUTMARK BUSHING 


NOTE CUTMARK on the fourth turn from right on armor of cable above. This cut- 
mark (at 114” intervals) shows the location of a prefabricated breaking line inside the 
armor. Only a few strokes of a file or saw guided by the cutmark are required to cut 
through one outer ridge, and a bend by hand severs the armor. This results in a clean 
separation with no sharp edge—a safer, easier and faster job. The prefabricated break- 
ing lines are so designed that there is no reduction in tensile strength, bending quality, 
crushing resistance and electrical conductivity of armor. 

NOTE BOND WIRE UNDER ARMOR which is in contact with the under side of each 
convolution. This provides permanently low armor resistance. It is furnished in sizes 
No. 14 and 12 AWG Cable. 

GENUINE A B C CONSTRUCTION provides for easy insertion of the insulating bushing 
because the paper under the armor readily unwraps from under both ends providing 
space to insert the bushing. 

ALL GLASS BRAIDS protect the rubber insulated conductors, and are flame, moisture 
and rot proof. The use of ALL GLASS braid results in a cable with smaller diameter and 


lighter weight, being easier to handle and install. 


CRESCENT ~ 


WIRE & CABLE (oie 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, N. J. 
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> 
» 


When the ultimate in Service Station Lighting equipment is wanted Electrical Distrib- 
nce to nd station 


utors as well as marketers a opefators insist on the 
REVERE line—not only for its completeness, but because of its originality and far- 
sighted engineering advancements. Revere oe gern has contributed much to make 
service stations prvi, . . the Hinged Pole, the Island Lighters, Cluster Lights, 
Pylon Lights, Business Building Sign Standards, Horizontal Fluorescent Island Lights, 
adescuep-Veguas Island Lights, etc., are a few of the many examples. 


Always remember, when Revere equipment is installed, the Service Station has an 
increased volume potential from the start . . . plus a a in installation cost and 
ultimate maintenance expense. You'll do your customer a favor when you promote 
Revere . . . and your sales will be more profitable, too! 


REVERE ELECTRIC MANUFACTURING- CO. 
6011 BROADWAY * CHICAGO 40, ILLINOIS 


: — of 
ble) coy UD 


WE COVER THE FIELD WITH A COMPLETE LINE OF ...SERVICE STATION e AIRPORT e 
SPORTS ¢ STREET e OUTDOOR THEATRE e MARINE AND INDUSTRIAL LIGHTING EQUIPMENT 
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cast bronze 
ground clamps 


All Weaver Ground Ciamps are cast of Bronze! 





This is very important to your customers since 
Weaver Ground Clamps will not rust or corrode 
and they are equally adaptable for use on copper 
tubing or galvanized pipe. Their design makes for 
easy installation and their construction provides 
maximum strength without sacrificing current car- 
rying capacity. 


Weaver Ground Clamps are furnished in three 

types, J, JA, and JP, for use in grounding with 

bare wire, metallic or non-metallic sheathed 

cable, or for use with rigid conduit. All types are 
1 


furnished in sizes to accommodate pipe from '4” 
to 4”. Conduit types will accommodate rigid con 





duit from 2” to 1” 


Weaver Ground Clamps are lower in cost! 
They provide your customers with clamps that 
are in the low price range but are of highest qual 
ity—and they provide the wholesaler a good 
profit margin. 


All Weaver Ground Clamps are listed under the Reex- 
amination Service of Underwriter’s Laboratories, Inc. 


FOR ALL YOUR GROUND CLAMP NEEDS SPECIFY WEAVER 
CAST BRONZE GROUND CLAMPS! 


WEAVER PRODUCTS ARE PRODUCED COMPLETELY IN OUR OWN 
MODERN INTEGRATED FOUNDRY AND FACTORY FACILITIES 


3. A. WEAVER VISIT US WHEN YOU ARE IN ST. LOUIS 


ee 2110 HOWARD ST. © ST. LOUIS 6, MO. 


f 


A 


f 


TELEPHONE CEntral 0881 
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16” SIZE 


12” SIZE 


8”’ SIZE 


ELECTRICAL WHOLESALING—March, 1953 





LAMPS NOW 


IN 16 SIZE 


New size joins 8" and 12" Circlines 


to expand your sales opportunities 


in stores, offices, homes! 


NEW sales-building partner has been 
A added to General Electric’s family of 
Circline lamps. It’s the new 40-watt 16” 
Circline, a bigger version of the popular 
G-E 8” and 12” Circline lamps, that gives 
more fluorescent light in the same decorative, 
compact form. And the 16” Circline is a 
Rapid Start lamp—an important advantage 
in this new size. 

The new G-E 16” Circline will be used 


in home ceiling fixtures as well as in stores, 


offices, hotels, restaurants and other com- 
mercial establishments — a new, expanding 
market for you and your customers! 
General Electric’s new Circline lamp has 
been enthusiastically received by fixture 
manufacturers. Many of them are design- 
ing fixtures to accommodate it. Be sure 
to let your customers know about this new 
G-E 16” Circline, and the bigger fluores- 
cent lighting market it opens up. It’s sure to 


pay off in bigger sales for them— and you! 


You can put your confidence in 


GENERAL @@) ELECTRIC 
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YOURS— Built-In | 
MAXIMUM SAFETY — ~~». 


ON THE BURLINGTON’S pe hs 


NEW Kansas City ZEPHYR 





GRUJ" Universal 
Fitting 
@eeeeeoeaeeee@ 


wy 
” 
re” 


yu 
“EFU" Fluorescent . 


Lighting Fixture X-Ray Film liluminator 


om 


® 


—_ 


o 


“AA-51" Vented 
Lighting Fixture 
@eeeeeaoeoeoee@ 














Hospital Pilot Light 
and Switch Unilet 
@eeeeeseaene02cded 


fe yy; 

i a /a\ 

rm) } (QO 

Hospital Dead End 
Receptacle 


Dead End Receptacle 


Interlocking Type 
Safety Switch and 
Plug Receptacle 


aud —MAXIMUM SAFETY Everywhere with [eae 


Interior of ZEPHYR Parlor-Dome Observation Car. 
Current Tap with 


Feed-in Plug 
@eeeeseeaee2ee@ 


APPLETON COUPLINGS 


For Use with THIN-WALL Electric Tubing a 
® Grip like a vise @ Speedy in fitting "EFSC” Switch 
@ Concrete-tight @ U-L approved @ Rain-tight ™ 


Pilot Lights 


@eeeeeeeeeoeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeees 


Sold Through Electrical Wholesalers Everywhere There 


APPLETON ELECTRIC COMPANY APPLETON 


1734 WELLINGTON AVENUE ° CHICAGO 13, ILLINOIS 
mee «€60—Explosion-Proof 
| Fittings 
for Every 
Requirement 


“VSU" Visible 
Sealing Unilet 
@eeeeeoeaeoeaeoe@ 


MSSS" Motor Sentry 


Hospital Receptacle 





) 


‘ona | 
se 
(4 ‘ 
WW , 
yiLyT we 


GRU" Junction 
Box Fitting and Plug 


i 
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Washington i 
STRAWS 23 


FEDERAL CONSTRUCTION CONTRACTS e Sen. Harley M. Kilgore (D., W. Va.) has in- 
troduced a bill (S. 848) that would require general contractors to name mechanical 
specialty subcontractors and their prices in bids on federal construction projects; on cost- 
plus contracts, the general contractor would be required to subcontract to independent 
qualified mechanical specialists, if he was not qualified to perform the work himself. Eight 
other senators have sponsored the bill, and five similar house bills have been introduced. 
Advocates of the bill are the trade association of electrical contractors, master plumbers, 
and heating, piping and air-conditioning contractors, with strong endorsement by sheet 
metal and roofing contractors and interested AFL building-trades unions 

Object of the bill is to encourage the use of specialty contractors and to eliminate such 
practices as “bid peddling” and “bid shopping,” which allegedly are widespread on 
federal building projects. The associated general contractors are opposed to the bill and 
claim that codes can be enforced voluntarily. 

A similar bill was introduced last year, but never came to a vote. Advocates of the bill 
are optimistic about passage this year. The mechanical specialty contractors are more 
effectively organized this time and have more time to marshal their arguments before 
Congress. 

The Senate Judiciary Committee will start hearings within a month. Observers believe 
the bill will not be passed. The major reason: The U. S. Public Building Service, the 
Army engineers, and other government agencies concerned with construction are either 
opposed to the bill or just lukewarm in their support. The agencies claim that passage of 
the bill would increase costs and make management of a general construction job more 
difficult. 

A change in attitude by interested government agencies would change things, of course 
The mechanical specialty contractors are trying to obtain support of electrical wholesalers 
and their other suppliers. They argue that competitive pressures brought on by bid 
peddling and bid shopping are passed on to the suppliers. 











STATUS OF CONTROLS e From a consumer's point of view, controls on materials have 
been virtually removed after more than two years of government restriction. Price controls 
have been eliminated, and only on such scarce alloys as nickel, cobalt, molybdenum, 
columbium, tantalum, and titanium is there any real allocation control 

But restrictions on producers and distributors are still on the books. The National 
Production Authority continues to keep its eye on output of steel, copper, and aluminum 
ingot and fabricated shapes and forms by issuing production directives to the mills 
Warehouses are able to replenish stocks only in accordance with NPA regulations; but 
these have been liberalized considerably. 

This is the best guess on how the limited priorities and allocation system will look after 
June 30, when the Defense Production Act expires: Priorities will be issued to defense 
contractors for procurement of steel, copper, and aluminum—with other industrial con- 
sumers scrambling for remaining supplies. Allocations of the scarce alloys will be con- 
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tinued. To assure priority for military and atomic energy contractors, some sort of check 
will be kept on metals producers. 

Still to be decided is just how far to go with priorities. Steel producers say they should 
go only to direct Defense Dept. and AED contractors and subs. This would force the 
so-called defense-supporting industries—like electric power, petroleum, and railroads— 
to scramble for metals with manufacturers of civilian-type products. The defense-support- 
ing industries and their government claimant agencies are howling mad at this proposal. 
They want the same treatment as the military and AEC. 

Top defense mobilization planners recognize the needs of the defense-supporting indus- 
tries. But they hesitate to get bogged down in the establishment of bands of relative 
essentiality for competing industries. It was this type of problem that wrecked the old 
defense-order rating system before the elaborate Controlled Materials Plan came in. 


COPPER SITUATION e CMP has been “open-minded,” which means consumers can now 
buy all the steel, copper, and aluminum they can get—provided that authorized April-June 
allotments have been already filled by suppliers. But Washington officials are not sure this 
will make much extra copper available for the time being. The copper situation is still 
too muddled for any accurate forecasting on how plentiful the metal will be. 

Here's the rub: While controls are off brass mill, wire mill, and foundry products, 
NPA still allocates refined copper to the mills and foundries, and will probably keep on 
allocating for another month or two. And many fabricators would just as soon have allo- 
cations continued until they're assured that refined copper supplies are really adequate. 

Before price controls were dropped, monthly refined copper allocations were running 
about 10,000 tons shy of requirements. Price decontrol is expected to boost supply by at 
least 5,000 tons a month. Domestic and foreign copper output is scheduled to increase by 
as much as 10 per cent during 1953. But copper demand could be terrifically inflated if 
U. S$. Government stockpile buyers step into the market in a big way. Since the stockpile 
program is now far behind schedule, this is a definite possibility. 


HOUSING PROGRAM e The White House wants to keep the housing boom going, but is 
figuring how it can be fitted in with its over-all policy of tighter credit, higher interest 
rates, and a more stable dollar. The fight over 5 per cent loans by the VA is political. All 
hands agree that a 414 per cent interest rate would attract more mortgage money. But no 
one wants to take the political rap that comes with favoring higher charges to veterans. 

A wide-open market in FNMA would insure against a housing slump. But the cost 
would be high. Low-interest rate mortgages would come right back to Fannie Mae. This 
would conflict with the administration's purpose of letting government financing meet 
the supply-demand test of the money market. So while a more liberal FNMA is talked 
about, nothing will be done soon. 


POWER EXPANSION PROGRAM e¢ The Defense Electric Power Administration reveals 
that the power expansion program is badly behind schedule. New capacity coming in this 
year and next will not be enough to increase power reserves for electric utilities; reserves 
are now about 50 per cent of the desired level. 

Under the expansion program, total capacity will increase from 75 million kw. in 1951 
to 117 million kw. According to original plans, the 42 million kw. increase was to be 
achieved in early 1955. Now it looks more like six months later, at least. During 1953, 
only 6.1 million kw. of additional capacity was installed; the goal was 9 million kw. The 
goal for 1953 is 11 million kw.; less than 9 million kw. will be actually installed. Major 
reason for the delays is the materials shortage that plagued manufacturers of big turbines 
and generators—all long lead-time equipment—during 1951. 


( Washington, D.C —March 4, 1953) 
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7 APPLETON 
P ARLLEABE 


UNILETS 


You can be sure that when you sell Appleton MALLEABLE 
ee - IRON Unilets for conduit installations, the wiring will endure 
Precision Engineered to Install Easily throughout the life of the structure. 

--- Save Time! Cast, unbreakable, MALLEABLE IRON makes these fittings 
stronger, but lighter. Special Appleton finish insures positive, 
long-lasting resistance to rust and corrosion. Available in both 

Smooth Finish . . . Clean Threads. . re threaded and no-thread types. 
Greater Wiring Room The complete Appleton line includes every fitting needed 


for smooth, on-schedule, high quality electrical instaliation. 


On every job, sell Appleton—The Standard for Better Wiring. 
APPLETON ELECTRIC COMPANY 


— 1734 Wellington Avenue °¢ Chicago 13, Illinois 
Sales Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 €. Grand Bivd. © CLEVELAND, 1836 
Euclid Ave. © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, JOON 


Santa Fe Ave. © ATLANTA, 724 Boulevard, N.E. * BIRMINGHAM, 809 Brown-Marx Bidg. * MINNE 
APOUS, 305 Fifth Street, S. © PITTSBURGH, 317 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St 


BOSTON, 226 Ruggles St. © PHILADELPHIA, 231 South 20th © CINCINNATI, 608 American Bidg ; 
HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No.9 * SAN JUAN P.R._No. 6 O'Donnell St 
DENVER * DALLAS « INDIANAPOUS ¢ KANSAS CITY * ORLANDO «© MILWAUKEE « NEW ORLEANS 
SEATTLE © PORTLAND, ORE. 
Gapert Representatives: international Standard Electric Corp, 50 Church St. New York 7, N.Y. 









VW Nese of Unbreakable Malleable Iron 
Lighter . . . Stronger 


Sold Through Electical Wholesalers 






n light all the way with... 


CURATE 


=— for easier, faster 


siper taping jobs! 


ACCURATE is the choice for every electrical 
application. For regular wiring or heavy duty insulation, 
ACCURATE Standard and Specification Grades 

exceed required standards. Made of the finest raw 
materials, carefully compounded by tape specialists, 
every foot of Accurate Tape is inspected and tested by 
methods proved by experience gained in 30 years of tape 
manufacture. Specify ACCURATE for positive 
electrical and mechanical protection. 


RCUUR avi 


mL. 


ACCURATE FRICTION TAPE 


High grade carefully compounded 
rubber with finest cotton base pro- 


vides maximum mechanical protection. 


Standard and A.S.T.M. grades. 


ACCURATE RUBBER TAPE 


Features high elasticity, excellent 
cohesion, high dielectric and super 
aging qualities. Available in Standard 
and A.S.T.M. — A.A.R. grades. 


ACCURATE PLASTIC TAPE 


Offers a bulk-reducing combination of 
thin caliper, good mechanical and 
dielectric strength. Recommended for 
use wherever plastic tape is practical. 


NEW TAPE CATALOG! The 
handy guide to tape selection 
for contractors, electricians, 
maintenance engineers and 
purchasing agents. Call or write 
for your copies today. 
Accurate Mfg. Company, 
Garfield, New Jersey. 


YACCURATE 


YOUR BEST BUY IN TAPE 


MORE THAN A QUARTER CENTURY OF TAPE SPECIALIZATION 
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~~ rg’ 

PROVEN BES! 
IN MILLIONS OF ELECTRICAL 

© NSTALLATIONS . . . EVERY DAY! 


aca 


ISLAND 


’ RHODE 
lasulated Wile 


COME TO RHODE ISLAND FOR YOUR 
INSULATED WIRE REQUIREMENTS. 


QUALITY: Rhode Island Insulated Wire is proven 
best every day in millions of products for 


factory, field and home. 


PERSONALIZED SERVICE: Rhode Island maintains 
branch offices with factory trained personnel 


in every section of the country. 


RESEARCH: Complete research facilities at your 


Write today for disposal for the development of specialized wires. 
illustrated catalog. 


RHODE ISLAND INSULATED WIRE CO., INC. 
50 Burnham Avenue, Cranston, Rhode Island 
National Sales Offices: 624 South Michigan Avenue, Chicago, Illinois « HArrison 7-6050 
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Look Like 


Volume and 
Profit Producers 


for You 


Lamps — Incandescent and Fluorescent Lamps — everybody buys 
‘em — everybody sells ’em. The lamp replacement business is sure 
and steady month in and month out. 

That’s why it’s so important to get your customers’ lamp orders 
and keep on getting ’em. 

CHAMPION Lamps give you a new crack at those desirable lamp 
accounts. 

The Champion Lamp reputation for good and lasting lighting 
value has been thoroughly established for fifty years. Once you sell 
Champions you're in. Their quality and dependability wins the re- 
peat orders. 

Champion Lamps are easier to handle, easier to sell — no red tape, 
no inventory reports, no consignment detail — just a fine product 
in a fine package at the right price and profit margin. 

Why not look into Champion Lamps — see what they can do to help 
you build new, profitable and steady volumes? 


Simply get in touch with 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 


ONE BIG HELP 


Champion Lamp Distributors 
offer their customers the 
Champicn Maintenance Man- 
ual, an invaluable guide to the 
finest lighting at the lowest 
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ne can’t do two or three 


hout compromising 
performance 


one li 
jobs wit 
price and 





90,000 line designed for 
residential, commercial an 
other applications where 
price is limiting and the serv- 
ice factor is not great. 
INDUSTRIAL 
40,000 line designed for 80,000 and 50,000 line 
general industrial OF institu- designed for mass production 
tional and commercial appli- industries where price is sec- 
cations where the service ondary to continued perform- 
factor 1s greater and price is ance under conditions of 
an important consideration. severe service and maximum 
MEETS BOTH GO MENT AND safety. The 50,000 line is ¥ 
NEMA SPECIFICATIONS FOR where space is limited. BOTH 
~ TYPE A SWITCHES. ARE TYPE A but go far beyond 
those requirements. 
a a & L} db 
Hip: 195 3 
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Blackhawk Hydraulic 


ease, speed and 





Work oat Work 
all over-head 
angles 





These BENDERS are just plain 
handier and really portable 


There’s a tremendous difference in pipe benders and 

the big differences are caused mainly by the design 

of the hydraulic unit! With a Blackhawk “Porto- 

Power” Bender, you're not stuck with having to 

rene cer a ' ; . pump from one spot. The hydraulic pump is sep- 
nae . . arated from the ram by a flexible safety hose... 


or other equipment : 
——— . allowing the operator to stand anywhere. 

Neco ia - , a2 a 

eee 0; =, The Bender works in any position — on its side 

oi . a _ 

oder s> ELIMINATES HAND PUMPING! or upright . . . on table or floor . . . on existing 

pressure uf a aa n 
a a re oe ey runs. A man can move around, jockey the pipe 

P.182 Porto-Power Hydraulic Pump en, portable P-182 pump can with one hand — sight along it if necessary ... 

ludes a-c of d-c motor, valves, ° ° A 9 ss 

oil reservoir replace a hand pump on benders without stopping the pumping. You can get 
or other hydraulic equipment. It Blackhawk Benders to handle all popular sizes of 

effort, ¢riples output. Especially effective for repetitive conduit — rigid and thin-wall. 











cuts manual 


bends or heavy pipe. Users report labor costs less than 25% of charge 


for factory bending 
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Tools bring spectacular 
protit to electricians 








Blackhawk | Standard 


“Pull ram Knock-Out 7 Porto Powe 
Punch . i @ Hydraulic Jock detaches 
from pipe benders, et< 


Cut round, 


clean holes for \ 
Vy to 4” conduit DRIVE KNOCK-OUT or PULL PULLEYS, LIFT 
—even thru PUNCHES THIS HYDRAULIC a MACHINERY, LICK 1001 


32” mild steel 
labile WAY! horness rom to push, pull, clamp, b JOBS 

















Look! No wrench to swing. No knuckle busting. No more dis The same “Porto 
torted boxes. Now the amazing “Porto-Power™” hydraulic jack also Electrician's Equipmer 
drives knock-out punches. It’s 60% faster! Conduit openings are Wipes out score 

Is. And 


re tor thei 


workmen are happier, safet dies last up to six times metho 


Low-cost kits. im 
Out Punch kit 


longer 





Speed-minded contractors and crews 
Get your share of this volume 
First, remember what you see here is only part of 


are changing to BLACKHAWK 


Contractors discover that men are happier when they have sadusery. In the electrical Gelds you can sell these 

Blackhawk Hydraulic Equipment. It’s no secret that crews who outstanding Pipe Benders and Knock-Out Punch 

have choice of all types of benders, prefer Blackhawk. Work- Drivers principally to VY 7 trical Contractors, 

° ° ¢ . ) ) rili . 

manship is better, too. One good job can more than pay for (+) : -—< <a ae og a talitic a 

any one of these Blackhawk Hydraulic Tools, Sold by leading The Benders are also popular among ship buil 
: . : : / Ave . ers, with installers of radiant heating and others who 

Industrial Supply Distributors and Electrical Wholesalers. bend pipe 

Use specialized Folder 50-B (show PLACKH AW, 


here) to tell you t ‘ = te 
and other hydraulic ‘ t nd dan ee ony 
plications are sho ‘ Ni ‘ a 

SOP and he por f haw isms a 
HYDRAULIC co IDEA BOOK. _—— { ‘ a 
ic f ts HAND TOOLS \ Dept. p.4433 Milwauk \\ m 


41 
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EXPLOSION-PROOF 
and DUST-TIGHT 


YLETS 


Pa LID7AY 


For added safety in hazardous locations specify 
from this rapidly expanding quality line of 
explosion-proof and dust-tight Pylets which 
the Pyle-National Company is constantly de- 
veloping to meet the growing needs of industry. 

All explosion-proof and dust-tight Pylets are 
designed in accordance with Underwriters’ Lab- 
oratories requirements and are classified in 
their list of approved electrical appliances for 
hazardous locations as defined in Article 500 of 
the National Electrical Code. 

The substantial construction and high qual- 
ity of materials and workmanship insures added 
safety, uninterrupted service and long life. 

Consult your Pylet Catalog 1100 for comptete 
listings of Explosion-Proof and Dust-Tight 


Pylets sold through electrical distributors. 


THE PYLE-NATIONAL C 


1352 NORTH KOSTNER AVENUE, CHICAGO 


District Offices and Representatives in Principal Cities of th 
SINCE 1897 Export Department: International Railways Supply Co, 30 Ch 
Canadian Agent The Holden Co, Ltd , Montr 


PLUGS AND RECEPTACLES «+ FLOODLIGHTS + TURBO-GENERATORS «+ GYRA 
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January-February Projection by ELECTRICAL WHOLESALING 


Data: Bureau of the Census 


Electrical Wholesale Distribution 
DECEMBER 1952 


SALES December sales of electrical goods wholesalers (all 
classes of houses combined) reporting to the Bureau of the 
Census climbed 17 per cent over the November level and 
were 11 per cent higher than December 1951 sales. Cumula- 
tive sales for 1952, however lagged 5 per cent behind sales 
for 1951. 

Considering each class of house separately, Decembet 
sales indicated the following levels: 

© Full-line wholesalers showed the greatest month-to 
month gain of the three classes—20 per cent over Novem 
ber. (As a result, ELECTRICAL WHOLESALING’s Business 
Index climbed to 578, the highest sales mark since January 
1951's 580.) Compared to December 1951, sales were up 10 
per cent. Cumulative sales for the year, however, dipped 5 
per cent below 1951's record level. 

® Wiring supplies and construction materials distributors 
indicated gains of 12 per cent over the previous month and 
15 per cent over December 1951. They wound up the year 
with cumulative sales approximately the same as those for 
1951. 

© Appliances and specialties wholesalers showed in- 
creases of 6 per cent over November and 15 per cent over 
December 1951. But they finished out 1952 with cumulative 
sales lagging 5 per cent behind 1951. 

Total sales of all electrical goods wholesalers, estimated 
by the Office of Business Economics, amounted to $547 
million as compared with $494 million for November and 


$476 million for December 1951. 


(Business Index: December 1952—-578; December 1951——-537) 


Other Figures of the Month 


Housing Starts (in thousands) 
Private Expenditures for New Construction (in millions) 
Public Expenditures for New Construction (in millions) 


INVENTORIES Ac the end of December, inventories 


(valued at cost) of electrical goods wholesalers, all classes 
of houses combined, dropped 5 per cent from the November 
level and were 17 
1951 


Using these same two months as yardsticks, December 


per cent under the level of December 


inventories of the three classes of electrical distributing 
houses measured up as follows 

e Full-line wholesalers showed an inventory decline of 
7 per cent from the November level. ( As a result, the inven 
tory index dipped below the sales index for the first time 
in 1952 


were brought into closer and closer balance. See graph.) 


winding up a year in which sales and inventories 


Compared with the stocks on hand level of December 1951 
inventories dropped 20 per cent 

e Wiring supplies and construction materials distrib- 
utors indicated a 2 per cent decrease from the November 
inventory level. In contrast to the other two classes, how 
ever, they continued to show a gain over year ago levels 
The increase over December 1951: 4 per cent 
© Appliances and specialties wholesalers were the only 
level ot No 
they 


Class to report a gain-—4 per cent—over the 


vember. Compared with December 1951, however, 
showed no change. 

Total inventories of all electrical goods wholesalers were 
estimated at $651 million by the Office of Business Eco 
nomics. This compares with estimates of $658 million for 


November and $717 million for December 1951 


(Business Index: December 19° ; December 1951 


Latest 
Month 


71.0 
$1,623 


Yeor 
Ago 
64.9 
$1,517 
$657 


Preceding 
Month 
760 
$1,789 
$724 


Average 
1946 
55.9 
$803 
$197 


January 
January 


January $685 


Coming Next Month: a new Business Index page with graphs for three 


classes of houses, all based on 1947-49 sales and inventory averages 
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Electrical Wholesale Distribution 


REGIONAL ANALYSIS 


ASED on the sales of full-line wholesalers, all nine re 

gions reported whopping increases in December over 
November levels. The range was from up 13 per cent for 
the Pacific area to up 30 per cent for the Mountain division 

Compared with December 1951, all regions but onc 
showed sales gains. Highest was the Mountain area, with 
sales up 26 per cent. The Middle Aclantic division reported 
no change 

Three regions showed cumulative sales higher in 1952 


than in 1951. The gainers were: East South Central, up 7 


per cent; West South Central, up 4 per cent; South Atlantic, 


up 2 per cent. Regions whose cumulative sales slipped from 
1951 levels were: New England, down 9 per cent; Middle 
Atlantic, down 10 per cent; East North Central, down 7 per 
cent; West North Central, down 11 
down 5 per cent; Pacific, down 9 per cent 


per cent; Mountain, 

All regions reported declines in stocks on hand from 
November levels. The range: from down 2 per cent for the 
East South Central area to down 13 per cent for the Moun 
tain division 

A comparison with December 1951 inventory levels also 
shows declines for all regions, ranging from 9 per cent foi 
the East South Central area to 29 per cent for the Middle 
Adclantic division 


KEY TO MAP 
States comprising Geographic Regions: New England (1 Me., 
Vrt., N. H., Mass., R. I., Conn.; Middle Atlantic (2)—N. Y. 
N. J., Pa.; East North Central (3) —Ohio, Ind., Ill, Mich., Wis.; 
West North Central (4 Minn., Iowa, Mo., N. D., S. D., Neb., 


a4 


DECEMBER 1952 


Figures in this table apply to the 
geographical divisions as outlined and 
numbered in white on map above. 
The percentages below relate to full- 
line electrical wholesalers only and are 


compiled by the Bureau of the Census. 





SALES INVENTORIES 
December 1952 December 1952 


Compared in % with; Trading | Compared in % with 
Nov. Dec. | Region Nov. Dec. 
1952 1951 | (See Map)| 1952 1951 


|+-24 7 27 
+-19 29 
20 
24 
10 

9 
16 
27 
16 


| 
| 
| 


WCOONAUIS WN — 











Kan.; South Atlantic (5)—Del., Md., D. C., Va., W. Va., N. C., 

S. C., Ga., Fla.; East South Central (6)—Ky., Tenn., Ala., Miss.; 

West South Central (7)—Ark., La., Okla., Tex.; Mountain (8) 
Mont., Idaho, Wyo., N. M., Colo., Ariz., Utah, Nev.; Pacific 
))—Wash., Ore., Calif 
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CLARK "CY" 


starters have 


No trick mounting problems 





No crowded wiring spaces 
No lack of concentric knockouts 
No installation troubles 
No parts back-removable 
No tools needed for inspection 
No loose screws in contact arm 
No single-break contacts 
No carbonizing in arc chamber 
This string of positive ““NO’s” is 


No overload difficulties supplemented by a long list of 


affirmatives that make CLARK 


No burning in steel arc space Type “CY” STARTERS the ideal 


line for Distributors to stock. 


No openings in top of arc shell 


So-when you buy, you’d better try CLARK rvee“CY” 


rH#e CLARK CONTROLLER co. 


/ 
NEERED ELECTRICAL CONTROL = 1146 EAST 152N° STREET, CLEVELAND 10, OHIO 


C 
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Upper left~Smooth finish and flexibility of 
RoMarine-RoPrene and RoZone-RoPrene light- 
ing cables make working and pulling easier. 
Clean stripping insulations facilitate splicing. 


Lower left—High-quality heat and moiswre- 
resistant insulations plus over-all protective 
Neoprene compound sheath permit these cables 
to be plowed direct in earth. 


Upper right—Base for boundary light—termina- 
tions are quick, easy with simple manual con- 
nections or with pre-applied molded terminals. 


Lower right—Boundary lights, the guardians of 
safe night landings, require dependable cables 
—RoMarine-RoPrene and RoZone-RoPrene. 
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In selecting or recommending cables for air- 
port lighting it pays to be sure that you are 
right. And you can be sure with RoMarine- 
RoPrene and RoZone-RoPrene airport lighting 
cables. They are the established leaders in the 
field. Both were the first cable constructions 
to be fully approved by the Civil Aeronautics 
Administration for airport lighting and contro] 
circuits under specification L-824. 

This approval resulted from the high quality 
of Rome's cable constructions as attested by 
independent laboratory tests. 














Protects against heat, moisture 
Ro-Marine-RoPrene is approved as Type A, 
Style RR, covering single and multiple conduc- 
tors for 600, 3000 and 5000 volt services. Excep- 
tional protection against heat and moisture re- 
sults from its RoMarine (specially compounded 
rubber) insulation. An over-all protective Ro- 
Prene (Neoprene compound) sheath resists 
heat, moisture, acids, alkalies and sunlight. 
















aur 
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TORRANCE 





D You're sure you're right with 


RoMarine i RoP ren — A) 
and RoZone x RoP FONE (cram B) 


Airport Lighting Cables 


It Costs Less to Buy the Best 


Lr ROME CABLE 


Coyporation 


ROME °° NEW YORK 





CALIFORWNIA 


THE ESTABLISHED LEADERS 
IN THE FIELD 





RoZone-RoPrene is approved as Type B, 
Style ROR, covering 3000 and 5000 volt ratings. 
Its superior oil-base insulation is the ultimate 
in quality. And it has the same all-resistant 
RoPrene sheath. 


Save money in several ways 

Both cables are recommended for inventory 
reduction, two-way installation. They can be 
plowed direct in earth, or placed in under- 
ground ducts or conduits. They cut labor costs 
and installation time, too. Lighter weight, 
smoother finish and flexibility make them eas- 
ier to work and pull. Insulation strips clean for 
rapid splicing. Termination can be made with 
simple manual connections, eliminating pot 
heads or stress cones. 

Get the facts on RoMarine-RoPrene and 
RoZone-RoPrene .. . the airport lighting cables 
that you can install with confidence. Mail the 
coupon below today. 












ROME CABLE CORP., Dept. WH-3, Rome, N. Y. 


Catalog.” 





Name 





Company 
Address 





City 
















Please send me the Rome “Power and Control Cable 



















































ALL-STEEL EQUIPMENT Inc.— 800 Kensington Ave., Aurora, Illinois 
""A BOX FOR EVERY NEED" 
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A MESSAGE TO AMERICAN 


INDUSTRY * 


ONE OF A SERIES 


PROSPERITY IN THE USA: 
How Deeply in Debt Are We? 


How prosperous are the people of the United 
States? Previous messages in this special se- 
ries have answered this question in part by 
recording the progress — relatively slow prog- 
ress—we have made in increasing both the 
income and the wealth per person in the USA. 

This fourth and concluding piece of the 
special series deals with the extent to which 
our prosperity should be discounted because 
it has been accompanied by an increasing vol- 
ume of debt. Many correspondents have sug- 
gested to us that an individual or a nation can 
temporarily increase prosperity by borrowing, 
but in so doing lives on both borrowed goods 
and borrowed time. Our purpose here is solely 
to throw light on the question of whether or 
not we are now in that unenviable position. 

On January 1, 1953, the total debt of the 
United States government and of its citizens 
was $627 billion, as shown in the table below. 
On its face, a debt of this magnitude, which 
represents about $3,900 of debt for each per- 
son, suggests that we are heavily debt-ridden. 


TOTAL DEBT — PUBLIC AND PRIVATE 





Federal government debt. . .. $267 billion 


State and local debt 30 " 


Private debt 


Corporations . - 


Individuals ..... 135 * 


$627 billion 
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The burden of our debts, however, does not 
depend simply on their size. It depends in 
much more decisive degree on our capacity to 
carry the load successfully. This capacity, in 
turn, is partly a matter of attitude, and atti- 
tudes defy objective measurement. A commu- 
nity that gets very jittery about its debts has 
less capacity to carry its burden successfully 
than one that does not. But the accurate 
measurement of jitters, present or prospec- 
tive, still remains to be mastered. 


Capacity to Carry the Debt Load 


Nonetheless, it is possible to throw some 
light on our capacity to carry the debt burden 
by studying key economic elements that can 
be measured with some degree of accuracy. 
The following paragraphs indicate how some 
of these key economic elements stand. 

Compared with our national income, the 
total volume of our debts, public and private, 
is still well below the level of 1929, when it 
proved to be too big for the good of the coun- 
try. Our total debt is now 113% greater than 
the national income whereas in 1929 it was 
146% greater. 

There are several other cheering facts about 
our debts. One is a sharp decline in interest 
rates which makes the cost of carrying our 
debts relatively much less than it was in 1929. 
It took 8% of our total national income to 
carry our debts in 1929; it takes only about 


c 


5% of the income today 





More Cheering Facts 


We also have much more ready cash now 
than in 1929. Today individuals and corpora- 
tions hold a total of $269 billion in cash or 
its equivalent which is almost twice as much 
as the portion of private short-term debt 
(about $140 billion) that is subject to sudden 
demand for payment. 

Many students of the subject cite the rela- 
tively low cost of carrying our debts and the 
large volume of cash on hand, and reach the 
comfortable conclusion that our debt burden 
is nothing to worry about. In further support 
of this view they emphasize the fact that no 
important part of our debt is owed abroad. 
Hence, they reason there is not the danger, so 
conspicuous in Britain since the end of World 
War II, that our economy will be upset by the 
necessity of making heavy debt payments to 
other countries. 


Some Dangers of Present Debt 


However, the nature of our debts presents 
dangers that it would be foolish to ignore. 
This is true of both the debt of $267 billion 
owed by the federal government to its citizens 
and the $330 billion in private debts owed by 
some citizens and corporations to others. 

Public debt can be a dangerous kind of debt 
because government has the power to print 
money or to create its equivalent by expand- 
ing bank credit. Of the $215 billion that the 
federal government borrowed during World 
War II, over $90 billion was borrowed from 
banks. This was the largest single contributor 
to the inflation of prices that since the war 
has robbed the dollar of about half of its pur- 
chasing power, and thereby robbed the buyers 
of government bonds of about half the pur- 
chasing power these bonds were supposed to 
represent. 

If, as is quite possible, a new emergency 
should again require the federal government 
to borrow heavily while its debt remains so 
high, it is doubtful that the public would be 
avid to buy its bonds. Hence, the government 
might again be forced to resort to the infla- 
tionary process of relying on bank credit. 

Private debts can be dangerous if the people 


take on new debts more rapidly than is 
justified by the growth of business or by their 
ability to repay. Last year bank loans were 
increased by the imposing sum of about $612 
billion, which represents an increase of about 
11% in total loans outstanding. This is almost 
twice as much as the increase in the volume 
of business over the same period. Installment 
credit for consumers increased by $3 billion 
last year, again an increase in debt about 
twice as great as the increase in business 
volume in the fields where the credit was 
used. It is also the fastest rate of such growth 
in our history. 


Constructive Use of Credit 


So long as the expansion of credit does no 
more than keep pace with expansion in the 
volume of business, the expansion is construc- 
tive. Also, when credit is expanded to acquire 
resources and equipment that will enlarge the 
volume of business a little later, that use is 
clearly constructive. But when private credit 
expansion begins to run ahead of business 
growth, it is time for us to be heads up. Such 
credit expansion courts price inflation. It also 
creates a forced draft under business so that, 
if credit is cut off, there may be a painful 
drop. 

To give a summary answer to the question: 
Is the level of debt in the United States a 
danger to our prosperity? —the answer seems 
to be, “Not at the moment.” We owe nothing 
abroad. The interest burden on present debt 
is relatively small, and we appear to have the 
resources to handle the short-term debt. Yet 
both the total amount of debt and the recent 
rapid increase in total private debt, especially 
the latter, are enough to signal for caution. 
We need restraint on the part of business and 
consumers to avoid expanding private borrow- 
ing at an excessive rate. The federal debt needs 
to be reduced and put in more manageable 
form. If these things are done, we can proceed 
to build a sound prosperity. 


McGraw-Hill Publishing Company, Inc. 


ELECTRICAL WHOLESALING—March, 1953 











LZ ‘Money-Making Idea by Nufone 








NuTone RECESS 


















peeeeeeees 


peeeeeer oj 
peeeeeees 
x i 






pee eee eee eeeees 


PPA OLLI 
ee eee eee ee eee eee eens 





pee ee ee eee reeeeeent 
CeCe HEHEHE EEEEES 
peeeereeeeeanees 

pe eee eee eeeeeet 
pee eee ee en eeereeen' 



































PAAR OOOO 
SOOOCOOOL OOO 


bese 





CONTEMPORARY DESIGN . . . In Keeping with Recessed Lighting Fixtures 


BUILDERS ASKED FOR IT!—ARCHITECTS 
DESIGNED IT!—And it was an instant hit 
at the National Home Builders Show in 
Chicago! Now NuTone’s Model K-15 
Recessed Chime is ready to make money 
for you and your dealers! 


Nothing else like it . . . the NuTone K-15 
Recessed Chime blends with any decora- 
tion. NEW rugged BOX TYPE construction 
—easier to install. NEW DOUBLE RESONA- 


VENTILATING FANS DOOR CHIMES 


NuTone, Inc., 


TION—+or louder tone. NEW ENCLOSED 
POWER UNIT — protects mechanism — 
ONLY $9.95 list. 


Powerful 4-color advertising on inside 
covers of leading national builders’ and 
architects’ magazines. Dramatic 4-color 
metal counter displays. Special display 
assortments for your dealers. Write or wire 
—NUTONE, INC., Dept. EW-3, Cincinnati 
27, Ohio. 


SPECIAL DISPLAY OFFER 


---to 


| Dept. EW-3, Cincinnati 27, Ohio 
| Rush FREE details of special NU-15 Display Assortment 


Name 
| Firm 


Address 


| City 
| 
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You sell comp/efe motor protection 


a : repr ety gree x — 
BNP SIMS Ra eta om Sak te OF PS hep ie Wi iko dies eMac § 


THERMAL-MAGNETIC PROTECTION FOR SHORT CIRCUIT PROTECTION 


the ET “F’’ frame circuit breaker when used the ETI “F” frame circuit breaker with 
in conjunction with a motor protective device externally adjustable instantaneous magnetic 
provides additional protection on each phase trip feature is designed for use in motor 
plus instantaneous short circuit protection. circuits and combination starters where short 
Thermal time-delay trip guards against damaging circuit protection only is required. Used in 
sustained overloads. Magnetic instantaneous combination starters, it serves in conjunction 
trip action assures split-second opening on witha motor protective relay to offer complete 
short circuits protection. Adjustable for specific application 


ENCLOSED LOW-VOLTAGE 
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...When you sell ITE Circuit Breakers 


Don’t let your customers gamble produc- 
tion on inadequate motor protection. Sell 
them the complete protection that will 
prevent costly downtime and motor repairs 


—dependable I-T-E Circuit Breakers. 


Depending on application, you can 
supply a thermal-magnetic circuit breaker 
to protect against heavy overcurrents and 


short circuits—or an adjustable instanta- 


short circuit protection. Both types are for 
use in conjunction with overcurrent pro- 
tective devices. Each type incorporates all 
the quality features of I-T-E Circnit 
Breakers—to assure maximum protection 


as well as maximum continuity of service 


Guard your customers well. Recom- 
mend dependable I-T-E Circuit Breakers. 


It pays—in customer goodwill and satis- 


neous magnetic trip circuit breaker for faction as well as extra profits 


There are I-T-E Circuit Breakers 


and enclosures for every application 


BOTH BREAKERS OPERATE ON THE 
COMMON TRIP PRINCIPLE — PREVENT 
POSSIBLE SINGLE-PHASING OF MOTORS 


— indoor and outdoor—with auxili- 
ary and tripping devices fit 


each job 


Suppose there’s a fault on one 
phase of a multiphase motor Ratings from: 
The circuit breaker tripping 


bar (arrow), common to all 10 to 6000 amperes 


poles, releases the latch to 


open all poles simultaneously 


up to 600 volts a-c 


up to 250 volts d-c 
There’s no chance of single- 


phasing. sA your 1-T-E representative for details 


AIR CIRCUIT BREAKERS 


1-T-E CIRCUIT BREAKER CO. + 19TH AND HAMILTON STREETS + PHILADELPHIA 30, PA. 
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look 


what 
you 
get 
when 





you 
buy 


TN 


If you're looking for a longer-lived, more weather-resistant, 
more dependable service entrance cable — take a good long 
look at what Silvaline* Type SE with true URC Weatherproof 


protection offers you. 


GENUINE URC SATURANT — not an inferior substitute — makes Silvaline’s 
durable fibrous covering indefinitely resistant 
to weather. 


TOUGH NEOPRENE TAPE covers each individual conductor — 
increases resistance to moisture and weather .. . in 
2 colors, black and red — gives the preferred means 
of conductor identification. 


OVER-ALL MOISTURE-SEAL TAPE AND BRAID COVERING provides high 
resistance to deterioration and adds life to the covering. 


SILVER-FINISH COATING provides clean handling and an attractive surface 
... makes greatly improved base for house paint — 
permits use of URC saturant and finish without 
discoloring externally applied paints. 


Silvaline will sell itself to vour customers, once you show it to the right cable for the job 


them. If vou aren't already familiar with this outstanding 
service entrance cable, just ask your Anaconda Representative 
to demonstrate its features to you. Then you will see how easy 
it is to convince your customers. Anaconda Wire & Cable 


Company, 25 Broadway, New York 4, N. Y. eininas 


WIRE AND CABLE 
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TIMES and TRENDS 


Approaching A Distribution Problem 


Some of the observations made during a recent round 
table discussion with a group of distributors deserves at 
tention in this column. The talk around the table had 
resolved into a discussion of the best way to approach 
business problem 

Stated simply there are two major courses open to the 
businessman when he tries to cope with a difficult prob 
lem. He can barge into it with gusto, bowling over objec- 
tions and attempting to straighten out a difficulty through 
sheer force. Sometimes this procedure clears up the situa 
tron and sometimes the problems become even more 
muddled 

The second method is the scientific approach wherein 
each piece of the problem is se parated trom the mass, care 
fully studied, and replaced in proper relationship to th« 
other parts of the problem 

The confusion that is apparent in the channels of dis- 
tribution for electrical supplies and appliances is unneces 
sary and exists because of a general lack of knowledge. A 
better understanding of the functions of the electrical dis 
tributor by himself and by his suppliers would clarify 
much of the present disorder. 

It is all very well to talk about a general lack of knowl 
edge but where are the specific weaknesses. Suppose we try 
to list the outstanding subjects that should be considered 
in a discussion of distribution today. 

In studying the responsibility of manufacturer to dis 
tributor we would list: Absence of a well-defined, clear-cut 
policy; lack of direction; failure to recognize value of the 
listributor’s recommendations. 

A list of weaknesses in considering the distributor's 
responsibility to the manufacturer would include: Failing 
to stock and make items immediately available to custom 
ers; Campaigning to move goods rather than build cus 
tomers; failing to provide manufacturer with knowledge 
of what the local market demands 

It is assumed that a policy of distributing goods through 
the wholesaler has been established after due consideration 
of the following factors. 

The manufacturer has made a complete study of th 
product and its potential markets. He realizes that broken 


lots and small orders are characteristics of this product and 
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therefore the wholesaler can ofter genuine service. He 
has determined that the wholesaler will make possible a 
lower selling price 

The manufacturer has learned that the product must 
reach thousands of customers in thousands of locations 
He has considered the possibility of maintaining a ware 
house in each major marketing area. However, in most 
instances, he has found that this means a heavier invest 
ment than the product can stand. Also, he discovers that it 
would be impossible to maintain a warehouse in every area 
where he wants his product available 

Can the manufacturer carry the number of accounts 
necessary to service all his customers direct? Again, the 
Cost ot an accounting organization large enough to main 
tain books for every individual customer would be pro 
hibitive 

Once the decision is made and the product is scheduled 
for distribution through the electrical wholesale distrib 
utor, the manufacturer must be prepared to build solid 
acceptance and support by his wholesaler outlets 

A clearly-defined policy provides an understanding be 
tween the manufacturer and the distributor. There is no 
competition for sales between the manufacturers sales 
force and distributor salesmen when the boundaries are 
drawn and understood. The wholesaler salesman’s calls arc 
uneconomical for the manufacturer's salesman, just as the 
manufacturer's salesman’s call cannot be handled by 
distributor salesman 

The manufacturer is expected to give assistance to his 
distributors—not as customers—but rather, as extended 
arms of his own sales organization. This means that thet 
must be some direction from the manufacturer. His di 
tributors can function best if they know something about 
the manufacturer's overall problems, plans and goals 

It is not necessary to report further details of the dis 
cussion. We believe that much serious thought is being 
given to the question, “Where Is the Distributor Headed?’ 
Faced with a competitive market, high operating costs and 
a slim margin of profit, the distributor has a number ot 
vital decisions tO make In order to choose the be st cours 
and continue to hold his place as an economic factor in 
the distribution of electrical products, he must have the 


support and assistance of his partners—the manufacturers 


Barto Meegon 


EDITOR 





INSIDE KNURLING”’. . . another ELECTRU- 
NITE exclusive. By actual tests makes 
wire-pulling easier. 


\ 


METAL TUBE PLASTIC ARMOR 


A NEW ITEM TO SELL...a door-opener 
for your salesmen . . . longer-lasting 
ELECTRUNITE “‘Dekoron®-Coated” E.M.T. 
for severe-corrosion locations . . . an 
ELECTRUNITE exclusive. 


INCH-MARKING*. . . an exclusive sales 
feature that teams up with the ELECTRU- 
NITE Bender for easier fabrication and 
installation. 


*In the 2”, 34” and 1” sizes. *In the V2", %4” and 1” sizes. 


BENDING INSTRUCTIONS .. . for 
your customers’ convenience ...an 
ELECTRUNITE extra. 





ACCEPTANCE .. . first in preference by 
brand-name in unbiased surveys... an 
ELECTRUNITE feature. 


can get you plenty..push these ELECTRUNITE E.M.T. 


Exclusives 


These 5 exclusive features of Republic ELECTRUNITE 
E.M.T. make telling selling points with electrical 
contractors, maintenance men, and journeymen. It’s 
easier to sell raceway and other wiring supplies for 
a job when you point out the trouble-saving 
tuffers advantages of Republic ELECTRUNITE E.M.T. 
cove aut 


i ro- 
istributor P 
Dis ronal mailings: 


Be sure your salesmen and countermen know the 
exclusives of Republic ELECTRUNITE E.M.T.... 
Republic “Dekoron®-Coated” E.M.T. for extra- 


corrosive locations. 


STEEL AND TUBES DIVISION 
REPUBLIC STEEL CORPORATION 
215 EAST I3lst STREET © CLEVELAND 8, OHIO 





rints © 
oweats Catalog * 


for your distribution. 


tors, 
and spe 





ELECTRUNITE E.M.T. 
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When Al Rockwell, Pacific Coast mgr. for Appleton, visits .. . 


SP PES Be 


he hears that distributor management's __ is that of costs hitting the sky .. . while volume is only this much ahead. 
biggest problem today .. . 


It's a tough job, Perl says, but... we at State Electric are making a try. I'd like to show you what we are doing 
here to meet... 


The Problem of Rising Costs } 


Photostory by Howard J. Emerson 
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“We couldn’t attack the problem unless we—partner Wally “And we have to realize that economy starts topside with 
Ahnstrom (center) and |—have good records and keep our- close attention to what we as executives spend. This expense 
selves alert to the relation of costs to volume, as we are doing check Wally is getting out for an NAED convention is bud- 
here with the help of comptroller Hal Boeger.”’ geted like all our executive outlay.” 


The Problem of Rising Costs: Meeting 


“Centralizing our office service instead of having each depart 
ment doing its own has cut down on a very costly operation 
by keeping a smaller staff busy.” 


“We've found that by using good office machines—but not 
complicated ones—anyone in the office can use them as 


needed, and we avoid costly specialized machine operators.” “Unnecessary paper work is the most common waste in any 


7 se as office. We've found the multiform order pad, which makes 
the five copies George Geis (top) has here will take care 
of 80 per cent of our invoicing record needs. They serve 
for pricing, ‘compting,’ invoicing and posting (center). Then 
the carbon can be mailed to customer as his invoice (bottom) 





1 eeeere 


eeneeen aa dy 


ncentrate that need 


“Costly executives should « 
That require delegating 


“We believe that all executive positions should be evaluated 
Take one like assistant sales manager. Harry But their knowledge and 
authority whenever possible, a 


hans responsibility for planning a wareh 


experience 


regularly 
here when | gave Bob Bur 


ler justifies his position through periodic reporting to us on 
the operations of his department.” 


It Starts at the Executive Level 


use Change 


1 

“To cut down on ba eldom profitat le 
of duplicate operation 

stock before ordering 


his men make an ex 


k up date fir r" 


‘And to prevent back order result ; nr udden large 


on our supply f fast moving item 


tock 


rders, we keep an eye 

- like these switches and be sure we keep a large 
“The cost of inventory contro! easily could get out of hand 
if we attempted the ideal system instead of a compromise : 
For us this is a continuing physical inventory by our stock be 
men (top). Record sheets like these go to our purchasing 
agent, Carl Geis (center), who checks them against his pur- 
chasing records, which are kept on a Kardex (bottom) 











The Problem of Rising Costs: It Must 





“One such good housekeeping practice is a centralized order 
distribution center which saves time and money by enabling 
supervisor Bob Burhans to regulate the flow of work.”’ 


“With the high cost of labor, the warehouse becomes a must “And to cut the cost of filling orders, there’s nothing better 
spot for all of us wholesalers to look for savings in costs than easily reached, readily identified bins like these we use 
Here we've realized savings by good housekeeping practices.”’ for miniature switches and other tiny parts 


‘We've found that the best available warehousemen, paid the “And we provide them with adequate, but not necessarily the 
top salary, actually are a saving to the distributor. We train most expensive, materials handling equipment like this con 
them and then keep them up to date at impromptu meetings.”’ veyor to speed and ease their work.”’ 


60 ELECTRICAL WHOLESALING—March, 1953 





aving practice has been to consoli 
a 


“One very important cost sav 
date shipments, saving until late several large 
ntractor may pt 


‘You'd be amazed at how shipping and delivery costs can eat 
into the wholesaler’s margin. We were con in the « the 
study of them.”’ ders a large c 


assigned a junior executive to make a 


3 little iter Al, can mean 
backed ship 


We u Ci ’ 
of 


handling 


“We've been comparing our truck 
against common carriers. Now we delve av 
olitan area, use ove ping label 

) ame cust 


for the rest 


“Right now we're paying a lot of atten- 
tion to freight classification to get lowest 
possible rates. This coffeemaker and mix- 


er get different rates, you know.’ 


only in the met 
met 


night carriers, parcel post 


rt 
WV 
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~< 
everyone takes for granted without And now that you've seen how we're meeting rising costs, 

unnecessary phone calls. Last I'll buy you a lunch. But remember, Al, such a lunch is one 
I'll have to look into that r uf ' nm our budget!”’ 


r 


“Then there are service 
considering the cost, such as 


month our bill wa wow !—$54 
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Bill Herzog, one of Tristate Electrical Supply’s most successful outside 
salesmen, fills out his next week's itinerary and call report from his 


customer account file. List gives a sales plan of action 








SALESMAN'S DAILY lis 4ERARY & CALL REPORT 


SALESMAN 


“ADDITIONAL CALLS ~—~*«|- Apron. | 
+ Amt. of 
| Onder 





— — 
CALLS PLANNED DID YOU CALL? 
No Customer's Name City 


Customer's Name 





+ + 
| 


+ + 





— a 
Calle Today - Total 


* List approzimete amount of order Snide tinainn tats 


alls for Month - Total 








ITINER 
trial and error. Questions are 
right is for office accounting use only 


basic, uncomplicated. The box in lower 
f 


er appointment post cards with 


call date and time are written from 


itinerary. Cards are mailed on Friday 


TRISTATE ELECTRICA~  paltimore 16, Md 
@ lee Bore 
ILL BE SEEING 
You-.- esoorerr= 


ADVANCE POST CARD—Use of these 
advance appointment reminders is op 
tional, but they have opened door 


ow a Top 


By George D. Farley 


APER WORK, a constant source 
of annoyance to many a salesman, 
can be reduced without sacrificing 

its basic knowledge-collecting function 
Tristate Electrical Supply Co., Balti 
more, Md., has a system for cutting 
salesmen’s bookkeeping to a minimum 
yet keeping sales records straight, in 


formative, and helpful 
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own time-saving 
eliminates 


Herzog makes out 
sheet. This 
travel in traffic-congested Baltimore area. 


route needless 


Following sales call, Herzog fills in re- 


ults on call report and makes more in 


formation note m customer file card 





has worked out his own customer call and record method based on 


One of Tristate’s best outside sales 
men, Bill Herzog, has even developed 
his 
ideas as a base. With little effort, he can 
up 180-odd 


glance. He knows their likes, dislikes, 


own system, using the company’s 


SIZE his accounts at a 
praises and gripes. Here's how the Tri- 
state sales record system works and how 


Herzog makes it work for him 
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Checking sample information on cus 


tomer's file card, Herzog 


sample in case before starting on call 


| 
Office worker checks Herzog’s itinerary 
entering calls and re 


unt file 


and call report 


ults in a master Kardex ac 





the company's system. Result: more calls that 





At the end of each week, Herzog 
and all the other outside salesmen fill 
out five copies (for the five days in the 
the and cail 


next week) of itinerary 


report; the carbon copies are used as 


itinerary sheets with which the sales 


man be located in a matter of 
minutes, no matter how far away 


The form itself is simple. It is 


can 


places new 





Bef 


han 


Operator for 





ager 


ate 


Salesman Organizes His Work 


With a minimum of paper work, Tristate salesman Bill Herzog 


make more sales 


blocked and Spaced for 

e Planned calls 

e Customers name, city 

@ Did you call?—Yes-No? (To be 
checked 

* Additional! calls 

e Approximate amount of order 

Ihe forms for the week to come 





ore leaving Tristate 
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Preliminary cultivation of a prospect can start weeks 
in advance of the actual interview. The least ex- 
pensive method of assuring a place on a prospect's 
visiting schedule is to telephone beforehand and 
make an appointment with his secretary. It can save 
much time and travel expense if he knows exactly 
at what time he will have the interview. The small 
expense involved in mailing interview-seeking let- 
ters and advance cards or in offering samples is also 
amply repaid in time saved in securing interviews. 


1. Pave the way for the interview 


How To Se 


EFORE you can get an interview with a prospective 
buyer you must first gain admittance into his office— 
something that’s often easier said than done. 

Getting face to face with buyers by simply asking for 
interviews is becoming less and less commonplace these 
days. Unknown salesmen experience a natural opposition 
in securing sales interviews with prospects. Salesmen of 
intangibles and services find it more difficule to gain 
entrance to a prospect's office than do salesmen of tangible 
goods. 

Many prospects are so busy with business or persona! 
affairs that they naturally resist any untoward interruptions 
from the outside office. A prospect who is not conscious 
of his need for a product or service is naturally reluctant 
to listen to reasons why he should buy something that he 
doesn't know he wants. 

Stemming from this natural resistance to salesmen is 
the practice used by most buyers to protect their privacy 
through subordinates—receptionists, telephone operators, 
information clerks, secretaries—who act as clearing agents 
for the outer office traffic. It’s their job to conserve the 
time of their superiors by admitting only those salesmen 
whom they think are worthy of an interview. 


« 


2. Cultivate barriers 


Too little consideration is sometimes given to a pro- 
spect’s secretary, telephone operator or receptionist, 
unmindful perhaps that these people are often the 
most important factor in determining whether or 
not the salesman gets to see the buyer. Instead of 
overriding barriers with bluff, sarcasm and flattery, 
wise salesmen greet barriers with courtesy, friendli- 
ness, and by pleasant persuasion, they win their aid 
in establishing contact with a buyer. They also se- 
cure their cooperation in getting future interviews. 


Up a SALES 


Part of a salesman’s preliminary routine in seeking a 
sales interview is to cultivate these barriers. The successful 
salesman shows respect for receptionists Or secretaries by 
courtesy and consideration. He calls them by name, ex- 
plains to them briefly the merits of his product in a frank 
and pleasant manner and explains to them the reason for 
the interview. He usually experiences no difficulty in gain- 
ing access to the prospect 

The salesman who ignores these barriers, evades their 
questions, resorts to undue flattery, is non-committal, con- 
descending and over-aggressive is usually told that the 
prospect will be busy to them for the rest of the week. 

Before seeking an interview with a prospect, the sales- 
man should first determine the time when he can be inter- 
viewed to the best advantage. The occupation of the 
prospect usually determines the time of day when he can 
be interviewed without interruptions 

And instead of seeking appointments on the hour, half 
and quarter hour, he can secure interviews at such odd 
times as 9:50 or 10:20. Businessmen usually make ap- 
pointments on the hour and the half hour, and, therefore, 
it would be easier for you to arrange for calls at these odd 
hours. The impression will be, also, that an interview at 
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3. Use positive introduction 

There’s nothing so irritating to a receptionist as the 
salesman who saunters up to her desk and says: 
“Tell the boss that Central’s star salesman waits 
without.” He'll either be “waiting without” for a 
few hours or given the fast brushoff. What she'd 
like to hear are positive introductions that create 
the impression a salesman confidently expects to be 
invited into a prospect’s office. Something like: 
“Please tell Mr. Blank that John Kane is here, ready 
to talk over his lighting problem at No. 2 plant.” 


INTERVIEW 


9:50 will be short and concise—a businessman's dream 

Some salesmen seek interviews with prospects by using 
third parties, usually a friend or relative, as a door-opener 
Others send advance cards or letters or telephone well in 
advance for an appointment. Many offer gifts (of the door 
opener type) and carry samples around with them to give 
either to the receptionist or the prospect himself. Thes¢ 
serve to break down resistances and clear the air of for 
mality. 

Of course, the personal impression is always present in 
a barrier’s or prospect's initial sizing up of a salesman 
The personal impression that a salesman makes in seeking 
the interview often determines whether or not he gains 
admission to the prospect's office. And a confident manner, 
springing from a sincere conviction of his ability to serve 
aids a salesman in creating an impression that his call is 
important 

These are only a few of the immediate obstacles—and 
the ways a salesman can overcome them—in trying to 
reach a prospect for an interview. A more detailed step-by- 
step approach is shown on these pages. Study them to see 
how best you can set up your many interview appoint- 
ments 
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4. Work through subordinates 


Although no direct attempt is usually made to 
sell subordinates (a prospect's assistant or business 
associate), still interviews are sought with them 
primarily for the purpose of getting facts about the 
needs of the buyer. This routine may be followed 
as a stepping-stone technique for salesmen who can- 
not gain immediate access to a busy prospect. When 
a salesman has secured the information he wants 
from the subordinate, he has little difficulty in get- 
ting to see the buyer to solve his problems. 


5. Deal effectively with excuses 


“Not interested” is the excuse most frequently heard 
by salesmen. A prospect makes this pretext in the 
hope that the salesman will take it as fact and end 
the interview without going into too much detail. 
If a salesman is prepared to deal with this, and 
others like it, he usually has little difficulty in get- 
ting the prospect to listen eagerly. If the salesman 
can answer this evasion by saying: “That's why I’m 
here. If you know more about my service I know 
you'll be interested,” he has passed the first test. 





Maddening Mannerisms 


Because they can distract a prospective customer from a sales presentation—and prob- 


ably annoy him as well—negative behavior habits have sabotaged many a possible sale 


LACK OF ENTHUSIASM 


CAN’T FIND RIGHT PAPERS 


Cartoons by Robert Engle 


FINGERING PENCIL FIDGETING CHEWING GUM 
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BIG STORY 


OF THE TYPE “RA” 


Balanced mechanism fea 


tures knee-action bell- 


crank fulcrum design to 


transfer action from ver- 
tical to horizontal plane. 
Action multiplies leverage 
— increases contact pres- 


sure. 


@ THE SIZE 





A REVOLUTIONARY DESIGN 

THOROUGHLY TESTED AND PROVED TO : 
PROVIDE SUPERIOR OPERATING PERFORMANCE | 
IN HALF THE SPACE ¢ WITH LESS WEIGHT 


PROGRESS IN 
DESIGN 
MAKES THE 


DIFFERENCE 


4i6 316 


Ss 


SIZE 1 
101 CU. IN. 


ARROW-HART'S 


1930 


CLAPPER TYPE 
STARTER 


COMPACTNESS 


Much wasted space; contacts over magnet... 


overload relays below 


UNDERVOLTAGE RELEASE 
POOR 


an inefficient linkage angle 


dependent on gravity working through 


CONTACTS 


Single break type. 


AUXILIARY ELECTRICAL INTERLOCKS 


Available, but could not be added conveniently. 


CONTACT ALIGNMENT 


No positive guidance, no sure alignment. 


WIRING 


Scrambled Wiring’ with load terminal on line 
side and crossing circuits. Difficult to wire and 


lacking the safety factor of circuit separation. 


ARC SUPPRESSION 


FAIR but lacking complete separation of arcing 
chambers. Hood and base of Bakelite — best 


material available then 


HERE ARE THE FACTS 


or tHe ARROW-HART 
ADVANCEMENT OF Magnélc 
MOTOR CONTROLS 





SIZE 1 
105 CU. IN. 


ARROW-HART’'S 


1940 


DIRECT-ACTING SOLENOID TYPE 
STARTER 


COMPACTNESS 


Some improvement, but still far from ideal. 


UNDERVOLTAGE RELEASE 


Still entirely dependent on gravity, but now 


more efficiently applied 


CONTACTS 


Double break type. 


AUXILIARY ELECTRICAL INTERLOCKS 


Available, but could not be added conveniently. 


CONTACT ALIGNMENT 


No positive guidance, no sure alignment. 


WIRING 


“Scrambled Wiring” with load terminal on line 
side and crossing circuits. Difficult to wire and 


lacking the safety factor of circuit separation. 


ARC SUPPRESSION 


FAIR but lacking complete separation of arcing 
chambers. Hood and base of Bakelite — best 


material available then 


SIZE 1 
66 CU. IN. 


AND IN 1950 


THE EXCLUSIVE ARROW-HART 


‘‘RIGHT ANGLE’’ 
DESIGN 


just 9/@ the SIZE and WEIGHT 
of any other control on the market. 


~UNDERVOLTAGE RELEASE | 


Positive and independent of gravity. Able to 
operate properly in any position — even upside 


down. 


CONTACTS 


Double break type PLUS greater accessibility for 


easy inspection or replacement. 


AUXILIARY ELECTRICAL INTERLOCKS 


Easily and conveniently added to provide added 
utility. Available N. O., N.C. and N. O. — N.C. 


CONTACT ALIGNMENT 
Contact movement is positively guided through 
its entire travel. Exact alignment is assured at 


all times. 


WIRING 
In-built STRAIGHT-THRU WIRING without the 
use of bus-bars. Fast and easy to wire; circuits 


safely separated. 


ARC SUPPRESSION 
EXCELLENT 
pletely isolated. Hood and base of alkyd plas- 


Individual arcing chambers com- 


tic that resists arcing and tracking more than 


50% better than next best material. 








YOUR 
ELECTRICALLY 
OPERATED 
EQUIPMENT 


MOTOR CONTROLS 


“RA” PRINCIPLE ACCOUNTS 
FOR SMALL SIZE 


SUPERIOR 


pli PERFORMANCE 


reat « . 2 POSITIVE RELEASE 
je.) 0° ACTION IN ANY 
POSITION 


RUGGED 
CONTACTS 


AUXILIARY 
ELECTRICAL 
INTERLOCK 


GUIDED CONTACT 
TRAVEL 


SIMPLE TO WIRE 


EASY TO TRACE 


TONGUE AND 
GROOVE DESIGN 


“RIGHT ANGLE” DESIGN 


Mtoe Corttiol Line 


IS THE MOST ADVANCED LINE 
AVAILABLE ANYWHERE 


sasasaasaase 




















MOTOR CONTROLS THAT HAVE KEPT 
OTHER INDUSTRIAL DEVELOPMENTS 


In a recent 10 year period, lathes, for example, were improved in 43 separate categories, many 
of which resulted in time savings of 200 to 300% for the performance of a specific operation. 
Don’t handicap your machines and equipment with 1930 controls. Specify Arrow-Hart “RA” Controls 
ond be assured of full rated performance 

MECHANISM, an exclusive Arrow-Hart feature, represents the 
first real advance in motor control design since the introduction of the original solenoid type. This 
revolutionary new concept makes it possible to build superior performance and added working 
advantages into a control just ‘2 the size and weight of any other now on the market. The time- 
tested bellcrank principle is utilized to produce a mechanical advantage that enables a small, 
compact magnet to outperform the old fashioned, direct-acting type. Action is transferred from 
@ vertical to a horizontal plone — less weight is wastefully lifted against gravity. Operating 
efficiency, dependability and service life are greatly increased. Other importont refinements such as 
Straight-Thru Wiring, guided parallel closure of contacts for superior alignment, and easily attached 
Auxiliary Electrical Interlocks are made possible by the space-saving simplicity of this design. 


‘ / y ‘ 


1) W HART rr Hi iz 
FOR EVERY APPLICATION 


Regular, Reversing and Multi-Speed Starters are available 
in Sizes 0, 1, 2, 3, 4, 5. — Contactors in Sizes 00, 0, 1, 2, 
3, 4, 5. NEMA Type enclosures can be supplied for general 
service and for use in hazardous and exposed locations. 
SEND FOR LITERATURE COMPLETE WITH RATINGS, DIMEN- 
SIONS, WEIGHTS and ENGINEERING DATA 


INDUSTRIAL CONTROL DIVISION 
ARROW-HART & HEGEMAN ELECTRIC 


103 Hawthorn St., Hartford 6, Conn., U.S.A. 








HERE’S 
FOR 

DESIGN ENGINEERS 

PLANT MANAGEMENT 
PURCHASING AGENTS 
ELECTRICIANS 
MANUFACTURERS 

and EVERY OTHER USER OF 
INDUSTRIAL MOTOR CONTROLS 








THE ARROW-HART & HEGEMAN ELECTRIC COMPANY 
103 HAWTHORN STREET, HARTFORD 6, CONNECTICUT 


Please send my free copy of the catalog INDUSTRIAL MOTOR 
CONTROLS | am particularly interested in the following type's 
of equipment 

NAME 

POSITION___ 

Re Pectin 


CO. ADDRESS. 


i _ 


IMPORTANT 





“NF” MANUAL 
STARTER 


EXPLO-SAFE 
STARTER 


ARROW-HART 


INDUSTRIAL CONTROL DIVISION 





INFORMATION 









PUSH BUTTON 
CONTROLS 


"00" 


CONTACTOR 
MULTI-SPEED 


STARTER 


“RT” 
LOAD-LIMIT MANUAL 
SWITCH STARTER 











Butler Electric's 
George Eichanauer 





By Thomas F. 


EMEMBER last summer? A good 


many distributors around the 
country do. With big, broad grins 
They 


like at 


remember 1: 
Paddy 


everything went 


they remember it! 


as the summer that, 
Murphy's wake, 
the big fans, the small fans; the new 
the cats and 


fans, the old fans; even 


dogs. Everything that had a blade and 
motor on it was shipped out toward the 
end of the summer on a first-come-first 
served basis. 

That was last summer. And as every 
distributor will tell you, you can't buy 
with per 
formances alone 1953 that 
counts. But still they “it 
only this summer will be anything like 


What if it 


the family groceries 


It’s 


past 
now 
reminisce 


1952's we'll be in clover 
isn t? 

That's the big question. Because if 
this summer won't play a repeat per 
formance a lot of wholesalers, and not 
a few retailers, are going to find them 


Turn the page to see 
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Ss Let 


i, OF yh Carrceances) 
i — 4 
ee al Rid O 


U 
dew All 


Preston 


selves caught with their fans down 

or up, if we're talking now about in 

ventories as compared with total sales 
The 


group are 


more forward looking of this 
not foo much disturbed at 
Don't 


they 


the prospect of a cool summer 
take It's not 
don't want to see the “good old sum 


old 


it's just that they're not 


them wrong! that 


mertime turn into the “unbearable 
summertime 
depending entirely upon unpredictable 
weather factors as the sole yardstick fos 
fan sales 

Butler Electric Co., 


Like 


of St. Louis, Mo., 


is one of them others in the in 
dustry, it realized often enough that 
a good many types of fans are still onl; 
pseudo-seasonal commodities that, with 
a successful year round promotional 
push behind them, can be sold as weil 
in winter as in summer. But it was 
only recently that the company, throug 
the efforts of a full-time fan salesmat 


has been able to insure the cushioning 


Fans 
All Markets 


Year-Round 


ot 
sales of 
other perio 
The b Sik 
scheme 1s to 
promotional push ts felt 
and it the right 
Butler's fan 


Eichanauer, 


1 
places 
salesman Georg 


As 


throughout the 


where 


comes in regular 


clockwork year, he 
mere handise San { promote s all kinds ot 
kinds of arkets all 


unbri ken but 


fans to ill 


round in an 


year 
systemat 
ically fron 
September to February, from Februan 


segmented selling cycle 


to June, from June on up to September 


It's a unique setup they have at But 


ler Electric inique in purpose 


characterized by its simplicity 


hard punching effectiveness. To se 
selling plan is function 
There you'll find 


of Ficha 


how well this 


how Eichanauer operates around the calendar =» 





September to February... 


A fan in the hands of a 


ASTEST selling items on George 
Eichanauer's off-season fan selling 
schedule to the consumer markets are 
the attic fan and the kitchen ventilator. 
Above all the rest in the residential and 
rural field, these two stand out as the 
fans just as likely to be sold in Decem- 
ber as in May 
Here is Eichanauer’s reasoning 
During the months September 
through February, construction of new 


ails a . homes is still at an accelerated pace 
os THE CONTRACTOR MARKET Butler Electric salesman George and plans for next year’s construction 
Eichanauer reaches a vast potential market——made up of builders, home 


are at the drawing-board stage. The 
owners, farm tenants, commercial store by working through the contractor : , 


homebuilding industry, especially in 


His work doesn't start 


ROUND the first week in Februar, 


is when the severe seasonal aspect 


berterdeteate 


of Eichanauer’s fan business is felt. So, 
from then until June he concentrates 
exclusively on the dealer market, pro 
moting, selling and servicing 

During this very competitive period, 
Eichanauer works under the proposi- 
tion that, no matter what the weather 





holds in store for fans in the coming 
season, the summer fan market is 


a) 
ll _— 
... THE DEALER MARKET Eichanauer’s promotion of all types of home 


use fans during this very competitive season takes on three distinct aspects 


always potentially greater than in any 
, other season. From there on in it’s only 
a matter of personal ability and sales- 


manship to convince his dealer cus- 
personal contact, newspaper advertising and dealer cooperation 


Eichanauer always gets 


OW at the stare of the last lap in 

his three-phase selling cycle, Eicha- 

nauer sheds for a while the window, 

portable, desk and bracket fan for the 

larger type industrial ventilating unit 

But while most of his time is spent in 

the industrial field during this period, 

he still manages to keep his finger on 

last-minute orders and special requests 

from the dealer field. (There usually is 

some overlapping of sales emphasis be- 

&N\ PN od od tween one selling phase and another. 

... THE INDUSTRIAL MARKET A big factor in selling ventilating equip [his usually happens at, and is con- 

ment to industrial plants is to be able to sit down with the. plant’ engineer fined to, the beginning and end of each 
and solve each air-moving problem to the satisfaction of all concerned period ) 
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contractor is useless if the proper sales utilization is missing 


the tract and speculative class, is de- 
pending more and more on “extras 

lighting, central heating, air condition- 
ing 
pleted units 


to ensure fast turnover of com- 
Prospective homeowners, 
long exposed to sultry summers and 
stuffy kitchens, are insisting on some 
type of built-in home ventilation. The 
attic fan and the kitchen ventilator 
answer these needs. 

But a fan in the hands of a contrac- 
tor, Eichanauer insists, is a useless tool 
if the proper sales utilization is miss 
exerted to the fullest 


ing Or Is not 


Realizing only too well that there's 


and end with order-taking. It must be something 


tomers that they should carry adequate 
stocks of all kinds of home-use fans 
and remind them not to be caught with 
low inventories at a time when their 
biggest volume can be sold 

But his work doesn’t start and end 
must be 


with order-taking. It some 


thing more if he intends to get the 
initial order and maintain repeat orders 
in this market 

Eichanauer’s promotion of fans dur 
ing this season takes on three distinct 
aspects 
e Personal Contact—Either alone, or 
with the regular salesman who services 


to see the men who do 


Similar to the approach used in the 
contractor and dealer markets, Eichan 
auer, when calling on the industrial 
market, usually is accompanied by the 
regular salesman whose account he is 
visiting. Either that or the regular man 
paves the way for Eichanauer’s visit by 
informing the plant superintendent or 
engineer of his company’s exclusive 
service in the way of a fan specialist 
salesman. In either way, Eichanauer 
gets to see the men who do the plan 
ning and the requisitioning—and the 
men most likely to be receptive to 


Eichanauer’s sales story 
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many a slip between a lead and a sale, 


Eichanauer reaches this potential mar 
ket by working through the electrical 
contractor to the builder, home owner, 
farm tenant, and commercial estab 
lishment. 

In these three or four months (de 
pending upon the extent and fertils 
Eichanauer ts the 


the 


ness of the market) 
right hand—the selling hand—of 
contractor, helping him to iron out in 
stallation problems, giving advice in 
laying out installations at blueprint 
level, and servicing both the contrac 


tor’s and his customer's needs 


Eichanauer calls on each 
He 


them that he is prepared to answer all 


the account, 


dealer in the territory informs 
their needs for home ventilating equip 
ment 


He 


fact 


impresses them all with the 


that he is not a regular supply 


salesman but a fan specialist-salesman 
devoting all his time exclusively to pro 
moting and selling fans the ye 
round 


For 


Carry 


. Advertising those dealers 


who intend to on advertising 


campaigns in St. Louis and surround 


ing areas, Eichanauer offers profes 


Sales helps Eichanauer uses in reach 


ing and holding this market include 
regular 


© Accompanying supplies 


salesmen, territory by territory, using 


them as entree into contractors con 
fidences 

® Use of Dodge reports in spelling 
out each contractor's builder market 

@ Selling the idea that home ventul 
ation is needed in the home just as 
much as the heating unit 

© Supplying concentrated technical 
know-how to contractors and offering 
i factory 


exclusive services of 


if the 


the rep 


resentative need arises 


more 


up and laying 
Butler Ele 


fan manufacturer COOpPe 


sional advice in setting 

out advertising schedules 
tric and the 
ate by paying part of ad's cost. Promo 
and Butler fan folder 


sale piece by the 


tional literature 


that can be used as a re 


dealer are also included 


Each of Eichanauer's 
j 


e Cooperation 
fan accounts are urged to call on him 
any time to help set up window and 
floor displays, to offer sales training to 
dealer personnel on the selling points 
ethcent 


idemark of the 


of fans, and for quick Servic 


that seems t 


fan specialist 


the planning and the requisitioning 


Once inside Eichanauet 


can ofter 


the plant 


e The exclusive services of a fan spe 


cialist who 1s concerned tor three t 


four months out of the year with noth 
ing but ventilation in industrial plants 
and factories 

e Expert advice to plant engineer on 
all air-moving problems within the 
plant—and time enough to sit down 
and solve each proble m to the satisfac 


tion of all conce rned 


This 1s a big fac 
tor in selling ventilating equipment t 
industrial plants 


© Construct ideas te 


ment on efhcency of ventila 


pr per 
how it affects pro 


builds 


To back up Eichanauets 


tion in the fac 
] 


aguction, ¢ 


tory 
lown absenteeism 
worker morale 
in this management-level selling ap 
proach, Butler Electric’s advertising de 
preparing for 


irket a of promotion 


partment ts this years 


industrial 1 scrics 


top-level factory 


lechni issistance to plant super 


inrende and maintenance 


installation ind 


crew on 


proper maintenant 
1 efficiency and 


procedures for ma un 








CAMPAIGN BRIEFING Point-by-point, 


T wer reviews 


coming fan drive a 


'‘ ? 


men listen 


Arnold 


everal sale log is stressed as 


Importance of the company’: 


fan cata 


vital part of the job of 


etting Set for Fan Selling 


B. M. Tower, Inc., of Bridgeport, Conn., plans to get its creative fan 


sales campaign rolling long before the first summer hot spell arrives 


I'S a quirk of human nature that 
people long for cold weather when 
it’s hot, and vice versa. The unbear 
able 
quickly forgotten with the first’ brisk 
days of autumn. But A. P 
the B. M. Tower Co., Inc., 
that the 
Bridgeport, Conn., trading area have 


heat of the summer is usually 
Tower, of 
doesn't 
believe customers in his 


forgotten so soon the — sweltering, 
record 


1952 


humid, temperatures of sum- 


What's 


doesn't mean to let them forget. 


mer, more, Tower 


In normally temperate Bridgeport, 
as in much of the North last summer, 


soaring thermometers made people 


forget about everything but the heat 


| 


Fan-minded customers mobbed retail 


appliance stores 


exhausted, 


Inventories, quickly 
were dithcult to replenish 
Manufacturers just didn't have any 
tans. Contractors found a sudden drop 
in sales resistance to built-in’ fans 
ictic, kitchen and window 

knew 


e Other Factors, Too—Towe: 


that the heat wasn't solely responsible 


74 


for depleted inventories. He knew that 
demand had been heightened and chan- 
neled into sales by a many-pronged 
drive started long before the first un 
comfortable days came. His own or 
ganization, many dealers and the local 
utility, the United Illuminating Co., 
had banded together to concentrate fan 
and ventilation promotion more effec 
tively through coordination of efforts 

Tower Electric's share in the cam- 
paign depended on its set-up for sell- 
ing fans and ventilation. A seven-man 
sales staff serves the company’s three 
retail dealers, contrac- 


main markets 


tors and industrials. In addition to 
standard promotions and sales aids, th's 
wholesaler compiles and distributes a 
yearly fan catalog. The catalog con 
tains illustrations, specifications and 
prices for almost every type fan Tower 
distributes, and is as accurate as the 


manufacturers own knowledge and 
material can make i 
Phe catalog is sent to all dealer and 


contractor Customers, as well as indus 


trials served by the distributor. It is 
carried by each member of the Towe: 
Electric outside sales staff. Though A 
P. Tower estimates each catalog costs 
50 cents to assemble and dis- 


} 
I 


about 
tribute, It's well worth it 
Retail dealers like the catalog, be 


their 


€ says, 


cause they can show customers 


attractively illustrated fans which may 
not be in stock but can be quickly 
ordered from Tower Electric. Contra: 
tors claim it enables them to do a job 
of merchandising and answer questions 
which might have stymied them 
before 

The industrial market is very good 
in the Bridgeport area, says Tower. In 
dustry is highly diversified and man 
agement seems well sold on the need 
for fans and proper ventilation to in 
efficiency and _ provide 
Plant 


appreciate 


crease labor 
healthful 


chneinec@rs 


working conditions 


and electricians 


the ready information in the catalog 
because if makes ordering cuasicl and 
If they have any mor 


more accurate 
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8. M. TOWER CO, Inc. 
366 FAIRFIELD AVENUE 
SEIDGEPORT 3, CONN. 


FAN CATALOG Compiled yearly, 
and distributed to contractor deal 
ers and industrials. Handy alway 





CONTRACTOR Tower salesman G. D 


Westlin shows electrical 
best points of a kitchen fan 





Says 





complex ventilating problems 
Tower, the fan manufacturers are ther 
with the answers. They are alway 
willing to help this distributor with his 
industrial customers. Their own eng: 
neers are made available to clear up 
any difficulties 

e 1952 Campaign—Tower Electric 
and its dealer-customers advertised in 
the local papers last year on a half-and 
half financial basis. The ads, contain 
ing the dealers’ names and addresses, 
were run every three or four weeks 
Every fan promotion piece and display 
obtainable were provided for the re 
The fan 


to c operate, 


tail dealers manufacturers, 


eager furnished many 
fine display pieces, says Tower, and th 
catalog also came in handy 

Utility 


complete and effective under the dire 


cooperation Was exfcnsive 
tion of Lawrence Dunn, sales manager 
of the United Illuminating Co. Ads 
were placed in the local newspapers 
They plugged the 
fon,” which would 


low -COSt attic 


cool your en 





March, 





1953—ELECTRICAL WHOLESALING 


contractor the 





Mec Rumms Tel Ue 





DIRECT MAIL—NAED sales boost 
er will educate consumer n fan 


and ventilation benefit 


DEALER New ale literature is thor 


ugnly explained by Westlin t aeailer 


Tower-dealer « p ads wi 


Kitchen and bed 


room window tans were played up too 


tire house, at dusk 


as well as the portable spot-cooling 
types. Long-run low cost and ope: 


ating economy were the main adver 


themes. The ads ran regularl 
from May 


invited readers to listen to the 


tising 


late to summer's end and 


utility 


sponsored weekly radio programs 


which also plugged fans and ventil 
ation 


United Illuminating Co. set up fan 


and ventilating displays in all its bust 


ness offices’ show windows and insid 


on the business floors, too. Featuring 


every type fan needed to properly ven 
tilate and cool residences, the display 


also listed the names of the local retail 


dealers wil carried the equipment 


lower's dealer- { 


istomecrs reports 


ut of town who 


many customers from « 


came in after seeing the retailers name 


and locations in the office window 
displays 


lower! Elec 


To aid the 


tric rook an active part 


contractors 








UTILITY WINDOW 


any are f Tower erve 
















f whole 


One phase 


er-dealer-utility « peration Name t 


1 retai! dealer: 














through 


CONSUMER Dealer wil! follow 


taking advantage ft the ur ty and in 


nm Campaign 





show held at Pleasure 


in early spring. The show was 
' 


sponsore 1 by the local Shriner's organ 


iZAatioOn 


e 1953 Campaign——While last year's 


drive Was a SUCCESS lower Electris 

intends to do its part in a bigger and 
I & 

better fan promotion campaign in 

19 Many of the old weapons will be 

sed b { sone new one will b 


be ar on the com yvaratively 
| 


yhye 
brought to 


new and lightly saturated segment of 


the ventilation marke 


The emphasis this will be on 


yeal 

he larger ventilating fan In th 
Bridgeport are vs lower, there 
n almost unt hed market for atti 
nad the larger window types and 
lower Elects ean tap | ha 
" 

® More OOPECT Ati ve td Vertisin 
with the retail dealers Ads will bi 


ently and the cam 
' , will | a) rli ri 
| ir) Will De PIN Cariier in ne scason 


® Ketter dealer lisplays ind prom 


(Continued page 134 








Where To Sell Fans When the Weather 


COMMERCIAL 


Dry cleaners, tailor shops 


Bakeries 
Garages, service stations 


Laundries 


Restaurants 


Theaters 


Dairies 


Bowling alleys 


Beauty shops 


Sports arenas 


Laboratories 


Taverns 


Banks 


Gymnasiums 


Hospitals 


Auditoriums 


Photographic darkrooms 


Doctors’ offices 
Club locker rooms 


Kennels and pet shops 


INDUSTRIAL 


Chemical plants 


Steel mills 


Furniture factories 


Expels moisture, heat, gases and odors produced by dry cleaning and 
steam pressing Operations. 


Dissipates and draws off oppressive heat generated by ovens. 
Exhausts dangerous carbon monoxide gas and gasoline fumes. 


Removes heat and large quantities of moisture given off into air by 
washers and dryers. Helps to preserve building and equipment. 


Draws off heat, moisture and cooking odors as well as vaporized grease, 
which otherwise would condense on equipment and walls. 


Provides better circulation of air, draws off tobacco smoke. 


Removes excess moisture and heat created by bottling and other dairy 
operations. 


Expels accumulations of tobacco smoke that are visibility hazards in 
bowling alleys. 


Draws off odors of chemicals and heat generated by hair dryers. 


Provides better circulation of air, prevents accumulations of tobacco 
smoke. 


Expels fumes, gases, odors, moisture and heat generated in laboratories. 


Circulates fresh air and draws off accumulations of tobacco smoke—at 
only a small sacrifice of “atmosphere.” 


Promotes better distribution of heated air in high-ceilinged banks in 
winter. 


Circulates fresh air, removes odors and tobacco smoke. Also, distributes 
heated air better in winter. 


Provides better circulation of air and expels sick room odors. Circulates 
fresh air, draws off tobacco smoke 


Circulates fresh air, draws off tobacco smoke. 


Removes air laden with chemical odors, replaces it with fresh air. 
Draws off moisture, too, helping preserve structure and equipment. 


Circulates fresh air, draws off medicinal odors 
Expels moisture and odors, helps preserve the structure. 


Eliminates obnoxious odors and circulates tresh air tor the animals. 


Removes chemical fumes, thereby creating more healthtul working 
conditions and promoting better morale. 


Combination of spot cooling and exhaust fans disperses excessive heat 
from specific locations and removes heat in general. As a result, heat- 
induced fatigue is reduced. 


Draws off dust and paint, varnish and shellac ftumes from the atmosphere. 
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Machine shops 


Printing plants 


Canneries 


Flour mills 


Garment factories 


Welding shops 


Candy factories 


Engine and boiler rooms 


Paint spray booths 


RESIDENTIAL 
Kitchens 


Laundry rooms 


Closets, seldom-used rooms 


Living rooms 


FARM 


Hay barns 


Dairy barns 


Poultry houses 


Hog houses 
Creameries 


Corn cribs 


Potato storage, apple storage 
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There are plenty of cool and cold—as well as 
the usual hot—weather fan selling opportunities 


/ + 
Isn t on Your Side for you and your contractor and dealer customers 


Disperses and expels machine-produced heat, with the result that efh 


ciency is increased through improved working conditions 


Pulls out oppzessive heat, dust and fumes created by printing press 


operations and typesetting machines. 
Reduces excess heat and moisture content of atmosphere 


Removes flour dust from air, thereby promoting better and safer work- 
ing conditions. 

Improves circulation of fresh air on crowded working floors 

Dissipates intense heat created by welding operations. Worker efficiency 
is inc reased, accidents are reduced. 


Removes heat and cloyingly sweet odors from atmosphere. 


Pulls out machine-generated heat and great amounts of moisture given 


off into air. Preserves machines and structure. 


Draws off excess paint spray so that workers don't inhale it nor their 


clothing become coated with it 


Removing cooking odors, moisture, fumes and vaporized grease (an 


average of 3-5 quarts a year) as well as heat. 


Expelling the large quantities of moisture given off into the air by 
automatic dryers, thereby helping to preserve the walls of the room and 


the structure of the house. 
Airing them, thus preventing dampness and mustiness 


Promoting the uniform distribution of heated air in the winter, elimi- 


nating tobacco smoke when entertaining 


A proven method of preserving hay quality. Few leaves are lost and 
hay remains green and tresh, with high feed value. Hazard of spon- 


taneous combustion is reduced. 


Provides proper amount of fresh air for cows in barn. Draws off excess 
moisture, which if allowed to remain would hasten deterioration of 


the building. 


Circulates fresh air, removes ammonia gases and moisture, helps keep 


the litter dry and loose. Results in lower egg production costs 


Hogs get fresh air. Moisture is drawn out of building, thereby prevent- 


ing rot and lengthening its life. 
Excess heat and moisture are expelled. 


The food value of the crop is much higher than if it were field-dried 
in the sun. Also, wet weather is eliminated as a cause of crop loss or 


lowered quality 


Provides for better preservation of potato and apple crops. 





When “Wholesaling’s’’ September 
lighting issue... 


Relighting 


Main Street 


PART Il 


HE first part of this story appeared 
1952 issue of 
WHOLESALING. In an 
Main 


in the September 
ELECTRICAI 
article 


entitled “Relighting 


Street, this publication reported the 


results of a survey of the present light- 
ing in the establishments in the main 
shopping area of Englewood, N. J 
Referring to Englewood, an average 
American city, as Extown, the editors 
reported that 20 footcandles was the 


average level of illumination in the 
merchandising areas and at counter dis 
plays in stores in that city 

In view of subsequent developments, 
the story will be continued because 
they're discovering some valuable tech 
niques for selling lighting in Extown 
The formula being developed there 
can be applied to every main street in 


America 


78 


. . emphasized the need for relight- 
ing stores on main street . . . 





C. Of C. Starts 
Program of Store 


Modernization 


ENGLEWOOD~A campaign to im- 
prove lighting in 
Englewood was launched this week 
when Joseph H. Daniels, president of 
the Chamber of Commerce, appoint- 
ed a special committee to be known 
as “Store Modernizing Committee.” 


individual store 


With David Lebson as chairman, 
this committee will 
activities towards improving lighting 
conditions, but will tackle the gener- 
al problem of modernization 

On the committee with Mr. Lebson 
are David Strassner of Towne Shoes 
and Frank Buckley of Buckley Drug 
Store 


not confine its 








A ee ee I 


... the merchants in Englewood, N.J. 
became excited... 


Things are happening in Englewood, 


N. J., where the start of a relighting 


program among the store owners 


along the main street is developing. 


This progress report is designed to 


tell you how it's being accomplished 


When — the September issue of 
ELECTRICAL WHOLESALING 


Englewood, three men immediately be- 


reached 


came interested in the possibilitites 
and potentialities of a relighting cam- 
paign 
cal Supply Co.; 


George Nassor, Nassor Electri 
G. J. Redmond, light- 

Public Service 
and David Lebson, 
whom 


ing representative, 
Electric & Gas Co. 
one ot 
the editors talked 


the store owners with 
The remainder of this story is told 


in terms of what you, as a whole- 
saler salesman, can do to promote the 
sale of large-scale relighting among the 
many small business establishments 
across the country 

1. Contact Chamber of Com- 
merce. One of the plus selling factors 
discovered in Englewood was the val- 


ue of bringing a relighting campaign 


before the local Chamber of Com 
merce. It appears that the contact with 
the local chamber can be even more 
effective if the approach is made by 
store owners. In 


one of the actual 


Englewood, Mr. Lebson, owner of a 


jewelry store, became interested in 
the advantages of better lighting fol- 
lowing a visit by survey editors. His 
recommendations to the local chamber 
resulted in the formation of a special 
Stores Modernizing Committee.” In 
appointing the committee, the presi- 
dent of the Englewood Chamber of 
Commerce named Mr. Lebson chair 
man 

2. Sell A Key Member. Mr. Lebson 
announced that lighting improvements 
and costs involved will be discussed by 
Public 


Electric & Gas Co. at a future meeting 


an expert from the Service 
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... providing this evidence that a coordinated relighting program 


Mr. Lebson pointed out that the sur 
vey made among the stores had shown 
that the cost of modern lighting is 
small whereas its advantages in terms 
of better business better 
formance on the part of personnel are 


and per 
great. 

3. Get Utility Support. The local 
power company can be shown that 
there is a plus value in a coordinated 
program to sell lighting modernization 
In Englewood, the local utility will 
up a 


launch the campaign. Expert lighting 
men will be on hand to discusss the 


set “springboard” meeting to 


advantages of better lighting for the 
store 

{. Contractors Included. One of 
the key Main 
Street is the local group of contractors 


owners 


factors in relighting 


There are a number of advantages in 
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a well organized lighting Campaign in 
relation to the electrical contractor. I 


most instances he will be impressed by 


the interest shown by the store owner 


the older 


Main 


ping 


Street stores 


all 


Ways to compe t¢ 


in 


areas over the country 


studying with the 


modern stopping centers that have 


sprung up in outlying residential 


sections during the past nine years 


The general level of enthusiasm that 
can be engendered in a relighting « 


paign of this type tends to eliminate 
the “price pressure’ and “selling down 


that often occurs in Competition for 


single job. The fact it every relight 
; 


ing job means the sale of w 


ire, frets 
contractof#r 
The Engl 


ited with a distribu 


switches etc, appe als to the 

5. Distributor’s Part. 
wood activity st 
1 +} 


tor, and there 1 reason why others 


can get results 
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> ety POT er a ot 
Fao y 
r — KS 6 
os - ea N*P.ce , 
o Raab Re a en ‘ CSere. ae Car 
* oan - 4 
~ 


PUTS THE\ JH ON MAINTENANCE casTs 


* I 


S2lane 


a 


y MODEL 
{ 633 


. CLAMP VOLT-AMMETER 


A-C Current—five full scale ranges of 1000/ 
250/100/25/10 amperes, with range over- 
lap for good readability. Measurements un- 
der 10 amperes readily obtained. 


A-C Voltage —three self-contained ranges of 
700/350/175 volts insure accurate reada- 
bility, in the upper half of the scale. Instru- 
ment insulated for 750 volt service. 


Isolated Voitage and Current — with circuits 
insulated from each other, instrument can 
be connected to both voltage and current 
sources at same time. 


Convenient 6 position switch—easily operated 
with gloved hand, a flick of the thumb se- 
lects any of the 5 current ranges, or the 
Volts position. 


Adjustable pointer stop—red stop facilitates 
measuring starting current of motors. 


Here’s the instrument that produces big savings 
by slicing hours off maintenance schedules . . . 
produces worth-while revenue by forestalling 
costly repairs and shutdowns. Being so quick 
and simple to use, scheduled maintenance 
measurements are made more accurately ... 
and trouble-shooting is simple and sure. Built 
to WESTON standards of safety, accuracy and 
dependability. Also available for A-C Ampere 


measurement only. ... WESTON Electrical 
Instrument Corporation, 617 Frelinghuysen 
Avenue, Newark 5, New Jersey . . . manufac- Vif 


turers of Weston and Tagliabue instruments. 
- » » TO INDICATE — RECORD — CONTROL 
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SOME RECENT LAMP DEVELOPMENTS 





TYPE ADVANTAGES AND APPLICATIONS 





Because the coating is applied in two thicknesses—light on top of 
bulb to afford good indirect component, heavier on sides to minimize 
reflected glare—this lamp is particularly applicable where single-bulb 
desk or table lamps are used without diffusing bowls 


50-100-150-watt indirect light lamp inside 
coated with finely divided amorphous silica 
“Q” coating). 





These lamps emit most of light upward toward base; the part visible 
50-watt and 100-watt filament lamps with from normal viewing angles has relatively low brightness. Unusual bulb 
enamel-finished underportions shape, diffusion and color make them appropriate for applications 

where bare lamps with good appearance are needed 








A considerable departure from previous types, this lamp is designed 
300-watt PAR flood lamp to provide a rectangular beam approximately 20 by 35 degrees that is 
particularly useful for lighting signs and building fronts 





These lamps utilize a spot type of distribution. They are finding their 
300-watt and 500-watt outdoor type re greatest use in service station lighting, sign lighting and protective 


flector lamps lighting 





Using a reflector type bulb designed for the filament line, these lamps 
combine the high efficiency of mercury with the excellent mainte 
nance characteristics of reflector lamps. One type is straight mercury 
other uses fluorescent coating to improve appearance of colors 


Two 400-watt mercury lamps 





In combination with a new circuit, this lamp provides fast, positive 
40-watt rapid-starting fluorescent lamp starting without the use of starters and with no increase in initial 
or operating costs over those of the 40-watt pre-heat system 





This lamp is finding wide use in fixtures that combine it with the 

12-inch circline to provide better lighting in kitchens and bedrooms 

8-inch 22-watt circline fluorescent lamp 
It is also proving useful in the smaller sizes of table lamps where 


the 12-inch size is too large to fit 











Lamps: Progress Aplenty 


HERE are some very sound objec- — price has dropped 10 per cent. The Many have noted the increased empha 


tives toward which all light source record for fluorescent lamps is even sis on the maintenance problems of 
Jevelopments are aimed. The con- better. The price is down two-thirds lighting in recent years. No doubt this 
tinuous and successful effort to im- from what it was in 1939, efficiency is is related to the great increases in the 
prove efficiency and reduce lamp up by one-half and life is five times — cost of lab led to replace lamps 
prices, for example, is a familiar ob greater. Over-all, today’s 40-watt fluo and in fixtures. There is also in 


jective and one with a brilliant rescent lamp represents a value 20 ! st ll the aesthetic 


record. Since 1921, efficiency of fila times as great as 1939's alues 1 ighting, particularly in re 
ment lamps has risen 40 per cent and Other development trends are less — gard to color d color rendering 


obvious, yet they have been particularly ms ropria therefore. to 
li 


] 


important during the last several years view recent velopn t in the 


This article is adapted from an article by 
A. C. Barr, application engineering dept., 
Lamp Division, General Electric Co lighting problems and _ objectives 


because of their relationship to modern major lines—filas nercury 


Turn Page for Rundown on Some of the Latest Light Source Developments 
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Lamps: Progress Aplenty (cont.) 


Now a “Q’’-coated 
60-watt lamp 


Little bigger, 
twice the light 


Side prong and 
end prong 





FILAMENT LAMPS 


In filament lamps, recent developments have been following three principal paths 
better diffusion of light; the use of bulb shape particularly suited to application require 
ments; and the use of reflective coatings in lamps, which, combined with proper bulb 
design, afford excellent control of light with minimum maintenance 


The great advance in diffusion came through the development of the new “Q” coating 
by Marvin Pipkin—the same man who had developed the inside frost process 
earlier. The “Q” coating is a finely divided amorphous silica coated on the inside of a 
frosted bulb. It has the unusual property of giving almost perfect diffusion with almost 
no absorption of light. As a matter of fact, for most lamp sizes in which it is used, it 
permits other changes so that the net result is practically perfect diffusion with no loss 


Ss 


* years 


of light 


It was introduced first in the 100-watt size; then the 100- 200- 300-watt, 3-light lamp 
bulb, where it is now the standard finish. Just a few months ago a 60-watt white lamp 
was introduced in this new finish. These lamps reduce glare and give better appearance 
when used in exposed lamp applications. When used under shades, as in many table and 


floor lamps, the reduction in reflected glare is a feature 


The most notable application to date, however, is in the 3-light 50- 100- 150-watt 
indirect-light lamp. Here the coating is applied in two thicknesses—light on top of the 
bulb to afford a good indirect component, heavier on the sides to minimize reflected 
glare as from glossy magazine paper. Where single-bulb desk or table lamps are used 
without diffusing bowls, a simple conversion to this new lamp type will yield great 
benefits. Incidentally, compared with earlier white enamelled types, the 150-watt “Q” 
coated indirect-light lamp gives more illumination than 200-watts in the earlier finish 


Perhaps you have noted that the indirect-light lamp combines bulb shape with diffusion 
to achieve the favorable results. Somewhat similarly, the 5O-GA lamp combines bulb 
shape, diffusion, color and design to make it particularly suited to applications where 
bare lamps with good appearance are needed. The 50-watt GA lamp emits most of its 
light upward, toward the base, through a relatively large area of frosted bulb. The part 
visible from normal viewing angles is made relatively low in brightness and attractive in 
color through the use of a permanent ceramic finish fired on the glass bulb. Use of these 
lamps in bare-bulb ceiling fixtures can literally change a very poor lighting installation 


into a very acceptable one 


This lamp type has now been on the market about two years and recently a new 
100-watt size was announced. This new lamp is of the same bulb type, but is larger and 
higher in wattage. Compared with the 50-GA, the new 100-GA is brighter and provides 


twice as much light from a bulb of >g-inch greater diameter 


FILAMENT LAMPS-R, PAR TYPES 


Reflector lamps come in two generic kinds—the blown glass types in either regular or 
heat-resistant varieties, and the sealed-beam or pressed glass type. The most widely used 
of the sealed-beam type—excepting automotive—is the 150-watt PAR 38, available in 
spot and flood distributions. This construction has several advantages. The glassware is 
heavy and strong and will stand rough treatment. Because the glass is heavy, it can be 
molded very accurately, and heavy supports may be used to accurately position the filament 
Thus, the PAR’s give better control of light and higher efficiency, and so are widely 


used in spotlighting applications 


Two recent additions to this line are the 200-watr PAR 46 and the 300-watt PAR 56 
These lamps use side-prong and end-prong connections, respectively, and are designed to 
give quite narrow high-candlepower beams. The 200-watt PAR 46 has a beam spread of 
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19 by 22 degrees and a central beam candlepower of 45,000. This is four times tne 
maximum for the 150-watt PAR 38 spot. The 300 PAR 56 has a beam spread of 16 by 19 


degrees and a central beam candlepower of 90,000. Both are finding considerable use in 


Kill daylight 


show window and service station lighting. In show windows, they can provide enough 
reflections 


footcandles to a display to overcome daylight reflections. They are also finding some us¢ 
in building floodlighting. But when used outdoors and aimed upward—unlike the PAR 
18's—they should be protected from rain and snow. Their flat design, necessary to good 


control, develops a hot spot on the glass above the filament when aimed up 


The newest PAR lamp ts a considerable departure from previous types for it is designed 
to give a rectangular beam approximately 20 by 35 degrees that is particularly useful for 
lighting signs, building fronts, etc. This new lamp, the 300-watt PAR 56 flood, combines 
excellent control with high efficiency and is expected to have wide use in many outdoor 


lighting fields, including sports lighting 


The line of blown bulb reflector lamps logically divides into three groups: the spot 
ind flood type made of regular glass and applicable indoors; the similar line made of 
heat-resistant glass for outdoor use; and the R52’s designed for general lighting in high 
bay areas The indoor spot and flood line includes the 75-watt R30, and the 150- and Spot type 
00-watt R40's. These and the PAR 38's are the most widely used reflector lamps. The ef Gatetbution 
outdoor types are the 300 and 500-watt R40 heat-resistant spots and floods. The 500-watrt 
size is new, as is the development of a spot type of distribution in these lamps. Thes« 
lamps ure finding their greatest use today in service station lighting, sign lighting and 


protective lighting 


The 500 and 750 R52 lamps are probably the first reflector lamps specifically di 


signed for general lighting. The beam spread of these lamps is about 100 degrees. and 
their deep reflector affords a shielding angle of about 35 degrees for the filament. Light 


output of these lamps is 7,300 and 11,500 lumens, respectively 


These characteristics make these two lamps an excellent choice for many high-bay 
lighting applications. There are no reflectors to clean, and the bottom of the lamps 
stay clean due to convection currents, with the result that maintenance problems ar Maintenance is 
almost completely eliminated. The lamps should be used in a fixture which covers the minimized 
bell of the bulb, however, to eliminate the breakage that would result should a drop of 


water fall on that area while the lamp is hot. The fixture can also provide additional 


shielding to good advantage 


There are two other items of interest concerning reflector lamps. At the 1948 


Conference, Elmendorf and Reid presented a paper on metal reflector coatings. The dis 


cussion of the advantages of silver coating and the technical problems involved in 
preventing tarnishing were of particular interest. Since that time, the coating in all 
} 


over blown-glass reflector lan ps has been changed from aluminum to silver with a re 


sultant 10 per cent increase in efficiency 


A second major design change has been taking place during the last few months. All 
reflector lamps have been changed from 1000 to 2000 hour life rating. This has entailed 


From 1000 to 
2000-hr. rating 


ad 


1 9 per cent loss in candlepower and efficiency, but it Js recognition of the greater use 
of these lamps in general lighting—where beam candlepower has less importance—and 


of the changing economics relating to labor cost of lamp replacement 


MERCURY LAMPS 


One result of an IES paper presented in 1948 by Noel was the present H400-E] 
mercury lamp which delivers 1/3 more lumens than the older H400-A1 while consuming 
the same watts. The El is interchangeable with the Al except in outdoor applications 
where 300 instead of 220 volts are needed to start the El in cold weather. Incidentally 


note that mercury lamp’s nomenclature has been changed in the last several months 
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Lamps: Progress Aplenty (Cont.) 


No voltage step- 
down needed 


Plus a safety 
factor 


More life, more 
lumens 





the AHS becoming the H250-A5, etc. These new designations are more like fluorescent 
terminology, and, therefore, easier to use. The letter H indicates mercury, and th¢ 


numbers following specify lamp wattage 


Among the new lamps designed in accordance with the Noel principals are the H1000 
A15, the H400-]1, and the H400-R1 and RCI 


The 1000-watt Al5 delivers 52 lumens per watt and requires about 400 volts for 
starting. This means it can operate directly off 460-volt distribution systems, using a 
relatively inexpensive choke for ballasting. No voltage step-down is required as for other 
mercury lamps operating on this voltage. The combination of very high light-output-per 
luminaire and high-voltage lamp design also minimize the amount of wiring and number 
of outlets required in installations where mounting height is 30 feet or more, with 
resultant great reduction in maintenance requirements 


The H400-J1, on the other hand, gives some 15 per cent less light than the comparable 
H400-E1, so it increases rather than reduces maintenance requirements. Its contribution 
is in improving the appearance of colors through the use of a fluorescent coating on the 
inside of the outer bulb. The color rendition it affords is not as good as that of any whit. 
Huorescent lamp; it is about the equivalent of an equal-wattage mercury-filament system, 
where filament supplies about one-third the lumens 

When comparing over-all lighting costs, the mercury-filament system has the advantag 
by 15 to 30 per cent, depending on energy rate and hours burned per year. In addition 
the combination system adds a safety factor, for the filament lamps will relight im 
mediately in the event of a momentary power interruption, while mercury lamps requir: 
several minutes of cooling before they will restart: Nevertheless, the fluorescent-mercury 
lamps are useful where color improvement is needed in straight mercury systems. It 
should be remembered, however, that the large source size of the ]1 will decrease control 


of its light output and will also tend to reduce fixture efficiency 


The newest mercury lamps, first announced only a few months ago—the H400-R1 and 
H400-RC1—combine the high efficiency of mercury with the excellent maintenance 
characteristics of reflector lamps. Since they use the same R52 bulb designed for the 
filament line, their distribution characteristics are similar. The RI lamp is straight mer 
cury and the RCI uses a fluorescent coating to give the same kind of color improvement 
with similar sacrifice in efficiency—as that afforded by the H400-J] 


The arc-tube of these mercury reflector lamps is the same as that in the H400-E1 and 
H400-J1. The reflector is designed to give about the same distribution as results when 
El lamps are used in deep-bow] porcelain-enamelled luminaires, and the efficiency is 
about the same—16,000 lumens output for the H400-R1 


FLUORESCENT LAMPS 


The progress toward minimum maintenance and better aesthetic value in lighting is 


particularly noticeable in the fluorescent line. In recent years, maintenance requirements 
have been reduced by great improvements in quality and by reduction of the number 
of parts used in the lighting system 

On the aesthetic side, there is increased use of low-brightness lamps, introduction of 


the two new circline sizes for general lighting and vast improvement in color 


The quality improvements are continuous—and are often not noticed. Yet when we 
compare today’s 40-watt fluorescent lamps with that of 1945, we find very remarkable 
improvement. Life has been more than doubled, to 7500 hours; light output and 
depreciation during life have been improved to the extent that mean-lumens are 17 per 
cent higher. In addition, the percentage of early failures is much lower and the number 


of lamps with appearance defects is down almost to the vanishing point 
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All this, and particularly the increase in life, has greatly reduced maintenance requ 
ments. Trigger-start ballasts that eliminate the need for starters with many of the shorter Aimed for 
lamps have been a further help, particularly in the home lighting field where simplicit simplicity 
takes on special importance 


This ballast provides cathode preheat by means of two small auxiliary windings. lt 
provides about 200 volts to start the lamps with minimum preheat. Once the lamp 


becomes very low. Practically instant-starting results and 


cathode heating current 
course, no starters are needed. Even though ballast wattage is considerably increased 
lamp life iS reduced about 0 per cent, trigver-start operation ot circling lan ps 
reached the point where it is hard to find new ceiling fixtures that use starters with 
lamp. As materials become more readily available, we can expect 


widely used with 15- and 20-watr lamps as well 


Another new fluorescent lamp circuit, introduced in 1952, has required the introduction 
of a new lamp—the 40-watt Rapid Start fluorescent lamp. This new lamp-circuit c 
bination meets a development objective of long standing. It provides fast, positive startin 
without the use of starters and with no increase in initial of operating costs over thos 
of the 40-watt pre-heat system. It is accomplished by providing the lamp with spec 
Full brightness 


low-voltage cathodes that are kept constantly heated at a low level by means of spe 
athode heating windings in the ballasts. Two Rapid Start lamps operate in series on a within a second 


ballast having an open-circuit voltage of less than 300 volts instead of 450 volts or mor 


as required for instant starting. In the operation, the lamps light at a low value of lig! 
output as soon as switched on. When the cathodes heat up (which takes abi 


the lamps come up to full brightness 


This Rapid Stare lamp-ballast combination offers several other collatera 


Ballasts are exceptionally quiet, radi interference 1s at a minimum 


unusual effects when the lamp reaches the end of life 


The same Rapid Start principal is also ap ! to another new lamp 
signed for street lighting service. This new lamp operates at 100-watts and 
as the T-100T12. It fits into mogul bipin lamp-holders and has a nominal over-all len; 
of 72”. It operates at a current of one ampere and delivers 5200 lumens 
When used in typical street lighting luminaires it delivers max | 
ipproximately O° F in still air. At 80° it still delivers about 80 per cent of maximu 


j 


It is expected to give approximately 7500 hours life in street light 


lamps are operated on a special 900-volt ballast, which operates four lamps in seri 
I | | 


use of cathode pre-heat inherent to the rapid start circuit greatly reduces the siz 


weight of the ballast needed 


The use of slimline also eliminates the need for starters 


benefits. The rugged single-pin base construction and pus 


easy to instali the lamps and assure security once the lamp is in pl 


Safety from 
low voltage end are wired so that the primary circuit is broken when electric shock 
thereby assuring complete safety from the hazards of electric 

length of the 96T12 reduces the number of lamps needed by 


10-watt systems 


Originally, operation of the 96T12 required the use of 


Size. The ballast weighed 23 pounds and consumed 4) watts to opera 


In an attempt to improve this situation, a new type of ballast was brough 

the series or sequence type. This new design starts the lamps in sequence 
them in series. Since the voltage required for this sequential starting is not m 
than that required for starting lamps individually, and since series « 


pe ration 


voltage that must be absorbed in the ballast by half, ballast size, weight, and 


are greatly reduced. Early models did nor yield full lamp life, however, particula 


line voltage was on the low side 


A very careful investigation was made of lamp starting requirements in 
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Lamps: Progress Aplenty (Cont.) 


ind the work was reported in a paper by Hinman, Keiffer and Strecker at the 1951 IES 
Conference. As a result of this work, new specifications were drawn and all certified 
ballasts made since January 1, 1952 can be expected to deliver full-rated lamp life if 
imbient temperature is above 50° F. For low temperature operation, the lead-lag type 
should still be used 


A new lead-lag slimline ballast has also been introduced. It is as small and light as the 
cries type and provides independent lamp operation and better operation at low 


t¢ mpecracures at only slightly Ind reased wattage losses 


The high efficiency of the 96T12 slimline operated on these series ballasts reduces 

operating cost, so that over-all economics are as favorable as for 40-watt preheat systems 

Perhaps the advantages of this newest of the slimlines can be best summarized by 

Seven parts now, pointing out that 7 equals 22. Seven parts in the 96T12 system—2 lamps, 4 sockets, and 
22 before | ballast—produce more light than do 22 parts in a 40-watt preheat system and at 4 to 6 
per cent lower total cost. Maintenance requirements are greatly reduced and appearance 

is improved as well. As a result—on a lumen output basis—more new lighting is now 


being installed with 96T12 slimlines than with any other fluorescent lamp 


The circline lamp continues to find increasing use in those fields where light and 


decoration meet 

The introduction of the 8-inch 22-watt size to the general markec several months ago 
has led to its wide use in fixtures that combine it with the 12 inch size to provide better 
lighting in kitchens, bedrooms, and many other areas. It is also proving useful in the 


smaller sizes of table lamps where the 12-inch size is too large to fit 


It was originally announced that three circline sizes would be made and recently we 

saw the introduction of the last size—the 16-inch circline. This lamp runs at 39 watts and 

—* delivers almost as much light as a regular 40-watt fluorescent lamp. It is of the rapid 
Circlines for 

. lichting? start design and can be used with starters as well. It can be combined with the other two 
Store lighting: 

7" 8 sizes to make a package of light that will produce about 4500 lumens. Almost as much 

as a 96T12 slimline! It will be interesting to see the impact this combination will have 


on store lighting and in many other fields 


The need for greater comfort in fluorescent lighting systems is leading to increased use 
of low-brightness sources. The 40-watt T17 low-brightness lamp has been the leader here 
It has been widely used in applications where it is desired to either minimize reflected 
glare or reduce the shielding requirements, or both. During the past year, a modification 
of this lamp was brought out—the 60T17. The newer lamp has single-pin slimline bases 


and is made slightly shorter to fit into the same 5-foot space with its larger push-pull 


SOc ke ts 


Another competitor is the 96T12 slimline operated on 200 ma. ballasts identical to 
those used for the 72T8 lamp. When so operated, the 96T12 takes 45 watts and delivers 
2900 lumens in standard cool white. Its brightness is 1050 footlamberts as compared with 
1000 for the 40-watt T17. Since a sample ballast substitution will allow many of the 
great variety of 96T12 slimline fixtures to be reclassified as low-brightness units, we may 


expect to see increased use of this lamp as a low-brightness source 


Certainly, from the aesthetic standpoint, the most significant advance made has been 
the development of the deluxe fluorescent colors. These colors were introduced shortly 
before the Korean War and further development was necessarily tabled until pressing 
mobilization needs were met. The situation has changed in the last few months, however 


Deluxe fluores- and we now find a greatly expanding use of deluxe cool white and deluxe warm white 


cent colors Phe advantages these lamps offer in bringing out the full beauty of colors assure greatly 


increased use in spite of their 25 per cent reduction in efficiency. The time is coming 
when they will be first choice in fluorescent wherever appearance of colors and people 
is really important. This surely includes nearly all stores, all restaurants, and the great 


majority of home lighting applications where fluorescent is used 
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First major improvement 
on interlocking devices in 20 years! 


——— | 


‘ 


TURN-TYTE's new o&*¥ 
Safety factor == 


connection 


re yyy 


G)atenr APPLIED FOR 


in the first ALL-RUBBER | A Tr 
interlocking CONNECTOR 


3K CAN'T DISCONNECT when in locked position. Male blades ' 
engage special lugs on female contacts to form a safer, ZK 





double-locked connection under the most trying conditions. 
Eliminates usual strain on connector body and danger of 
chipping, breaking, wearing away. 


uterchangeable with all other makes 


SHOCKPROOF... 


Drop it, stamp on it, subject it to 
extreme vibration, roll a heavy 
Page ’ hold male blades 
weight over it! The tough all-rubber 
; ‘ : in locked position 
body won't give...the protected eiaialiba 
contacts won't be harmed... the 
electrical connection will remain in- 


Heavy brass lugs 
on female contact 


: é degust es a Now available 
eee nt gan all danger of ele 2 : AT YOUR WHOLESALER 
o i in 2, 3 and 4 wire models 
~ 
e 


STRAINPROOF ... i 
Try to pull it apart! The locked con- % BBR: Ask for 
nection will hold under the severest %, ie. #2109—2 wire, 10 amp. 
manual or accidental strain. The iTS 1: #2209—2 wire, 20 amp. 


all-rubber body is tested to a 
tensile strength of over 1200 Ibs. per +3109—3 wire, 10 amp. 


square inch. 3 4 43209—3 wire, 20 amp. 
WEATHERPROOF ... SPECIALLY DESIGNED [| | ANO.~4 wire, SV emp. 


The all-rubber body affords mois- to meet the demanding requirements 
ture-proof safety under extreme of Packing Plants, Breweries, Fire 
atmospheric conditions. Will not Departments, Distilleries, Bottling 
crack, warp or deteriorate. All metal Works, Dairies, Mines, Tunnels and 
parts specially coated to resist rust a wide variety of other industrial 

and corrosion. users. MR. WHOLESALER: 

This full-page od will appear in the 
Underwriters’ Listed and CSA Approved March issues of 

ELECTRICAL EQUIPMENT 

FREE SAMPLE AVAILABLE if requested on your company letterhead ELECTRICAL CONSTRUCTION AND MAINTENANCE 


All equipped with Rodale 
patented cord clamps 


Other publications are scheduled for 
April and May 


Rodale MANUFACTURING COMPANY, Inc., dept. 304, Emmaus, PA. 
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INSTANT SUPPLY! 


V-BELTS FLAT BELTS BELTING 
% 


A Coast-to-Coast Chain of Warehouses 


“U.S.” is really geared to deliver. You actually training and successful selling aids which in- 

can get immediate shipment—thanks to the clude catalogs and store displays. 

“U.S.” transcontinental chain of warehouses. Every item in the “U.S.” Line is famous for 

And the “U.S.” Line is complete, including durability and for economy in maintenance. 

sheaves. In addition, when you handle “U.S.” Every V-Belt has the unique Equa-Tensil Cord 

you get sales engineering assistance, valuable Section which distributes the pull so evenly 
among the cords that each carries its full share 
of the load. For more complete information 

MULTIPLE V-BELTS write to address below. 

F.H.P. BELTS ¢ SHEAVES 
FLAT BELTS AND BELTING PRODUCTS OF 


SPECIAL PURPOSE BELTS 


UNITED STATES RUBBER COMPAN Y 


MECHANICAL GOODS DIVISION «© ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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THE PERSONAL SIDE 





How to Pack a SUITCASE 


Do you know how to pack a suit so that it won't look 
like a basket of unironed laundry? If you do, this article 
isn't for you. It is intended as a help to the average 
traveler who strives to put his suit into the bag neatly 
but always ends up the next day wearing a suit “that 
looks like it had been slept in 


The secret of good packing is simply a matter of 
folding the shoulders, sleeves and lapels properly. Here's 
how to do it according to Clarice L. Scott, clothing 
specialist of the Bureau of Human Nutrition and Home 
Economics, U. §. Dept. of Agriculture. Good packing 
prolongs the life of a suit in addition to saving pressing 


bills 


Bring left front over as far as possible without 
2 making any wrinkles. 


4 Crease sleeves a little above elbow and fold up. 


1 Lay coat out flat on table—collar up 


3 Fold the right side over the left side. 


5 Pick up lower edge of coat and fold over top. 


Fi SPE ODT Pa ae oe ee ae ee Ce eee 
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1 Lay coat out flat on table— 
collar up. Bring left front 
over as far as possible without 
making any wrinkles. Fold right 
side over left. Fold as shown. 


GLADSTONE 


2 Bring fold to shoulder. 


3 The finished fold. 





CLUB 





1 Lay coat on table lining 

down, collar up. Straighten 
center back seam. Pick up coat 
at left underarm. Bring fold 
over to center back. 


A Fold left front back over 


sleeves. 





1 Lay flat with creases to- 
gether, folds smoothed out. 


2 Smooth left sleeve down 
over fold. 


Bring right front over the 
left. 


Packing Trousers 


2 Lift top and smooth pock- 


ets in place. 


3 Pick up right side at under- 
arm. Bring fold to center 
back and smooth sleeve in place. 


é Fold lower part of coat up 
over the top. 





3 Fold over once or twice, de- 
pending on length of bag. 
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00K / less burring « <2 
with Youngstown é 
Buckeye Conduit 


®) HERE’S WHAT A CONTRACTOR SAYS 

SNW4) ABOUT CONDUIT: “We electrical contractors 

.* } prefer the conduit that gives us a minimum of 

' burring. The fewer burrs, the more hours I 
save on reaming time. Buckeye Conduit gives 
a contractor a chance to cut installation costs. 
That’s why I like it.” 


ELECTRICAL ENGINEER PRAISES BUCK- 
EYE CONDUIT: “From experience I’ve found 
that contractors protect wires better if they 
use Buckeye. Youngstown makes rigid 
steel conduit from start to finish. This 
assures a quality control of manufac- 

ture and thus better steel. That is 

why Buckeye cuts easier and cre- 

ates fewer burrs.” 


Take a tip from electrical men! Get Buckeye 
Conduit for a minimum of burrs and a maxi- 
mum of protection. 

Shipments of Buckeye rigid steel con- 

duit are now being made from our 

conduit mills at Indiana Harbor 

and Youngstown. 


ee 


THE YOUNGSTOWN SHEET AND TUBE COMPANY  S*"*"! tere —_ Yovsamown 1, 00 


Manufacturers of Carbon, Alloy and Yoloy Steel Export Office-500 Fifth Avenue, New York 


COLD FINISHED CARBON AND ALLOY BARS - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - PIPE AND 
TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES 
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THE ATLANTA 
BILTMORE HOTE 


WELCOMES 


Panel discussion moderators Paul Ramsey, Registrations at the meeting were handled Ned H. Morgan and James H. Meier, both 
Ramsey Electric (left), and B. F. Buchan, by, left to right, Mrs. Lillian Beiter, Mrs. of Florida Electric Supply, Inc., Miami, 
Southern States Supply, meet on dais. M. L. Tice and Mrs. Raymon Reed. waiting for the panel discussions to begin. 


SEWA Faces the Future .. . 


... with a feeling of "cautious optimism.'' Nearly 500 members and guests 
attending the Southeastern Electrical Wholesalers Assn. convention dis- 
cuss industry problems, hear of greater business opportunities, and relax 
in the company of old friends Story Begins on Page 94 


E. J. Rogers, Southeastern Electric Supply Will R. White and Jack M. Passailaigue, Father-and-son team of Morely Electric 
Co., Chatanooga, Tenn., and Mose A. Snet- P and W Electric Supply, Columbus, Ga., Supply Co.: J. A. Braun, St. Petersburg, 
man, Loeb Hardware, Montgomery, Ala. resting between sessions of SEWA meeting. Fla., and R. M. Braun, Clearwater. 


L. E. Salmon, Tennessee Valley Electric Supply Co.; J. R. Thornton, B. L. McGowan, McGowan Electric Supply Co.; Henry Long, H. C. 
Electrical Wholesalers, Inc.; and J. J. Perry, Sr., The Electric Biglin Co.; and Louis G. Sullivan, Sullivan Hardware Co., represent 
Supply Co., discussing convention schedule in Hotel Biltmore lobby. three southern states—Florida, Georgia, and South Carolina. 
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H. R. Coward, Republic Steel Corp.; R. C 
Bennett, Jr., National Electric Products 
Corp.; Ben S. Weil, Mayer Electric. 


P. M. Green. Jr Continental Electric 


CHANGING HAND Retiring president of Southeastern Electrical Wholesalers 
Assn. J. B. Carson, Kingsport Electric Co., Kingsport, Tenn Equipment Ce M. L. Tice, executive v.p 
congratulates incoming president W. H. Butt, Butt's Electrical Supply, Charleston, S.C of SEWA: and J. B. Cottell. Continental 


4 ae 
N. Maddox, both of 
Edwin F. Guth Co and Gone Sharley 


Whitfield, Charles Woodward J. Hortoa Fall Ill, Benjamin Electric; J. J Fred Guth and E 
Perry, Sr., The Electric Supply Co.; and 


James F. Whitehead, Day-Brite Lighting. Continental 


Murray 
both of Revere Electric Mfg. Co.; Jack 
Burch and J. C. Swain, the Noland Co. 


Electric Equipment Co 


R. S. McDonald, McDonald Electric (center), lines up some Herman Brockman, Brockman Electric Supply; Manuel Goldstein 


questions for E. C. Hewitt, The Thomas & Betts Co., and F. W Jax Electric Supply; and J. |. Brockman, also of Brockman Electric 
Wehrheim, Appleton Electric Co., for future panel discussion Supply part of Florida contingent attending convention 


were 
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J. B. Carson 


He sees a reawakening 


Frank H. Roby 


He sees expanding market 


Fred Marks 


He eC ufficient 


They View the Economy, the Industry, the Salesman 


Pictures on pages 92 and 93 


business be like for 


HAT 


the new year 1953? That's what 


will 


southern distributors had on their 
minds when they convened January 15 
at Atlanta, Ga., for the third “Industry 
Day” meeting of the Southeastern Elec- 
trical Wholesalers Association 
What they heard from speakers at 
this two-day convention possibly won't 
make them change or revise any of 
their proposed selling strategy this year 
but it will make them a little more op- 
timistic about its results. For the con- 
sensus of opioton tinged with a note 
of “cautious optimism’—is that elec- 
trical wholesalers can look forward to 
another year of good business with op- 
portunities for expanding markets and 
a greater availability of supplies under 
an “era of good feeling” brought about 
by the change in the national adminis- 
tration 
e Nowhere but Up—Frank H. Roby, 
vice president of Square D Co., one of 
the principal speakers at the SEWA 
convention, said he could see nothing 
in the national economy which would 
prevent the electrical business from 
moving upward at an accelerated trend. 
To prove his point, Mr. Roby pre- 
sented a series of charts showing the 
growth of power machinery to replace 
manpower as gross national production 
climbed above the $350 billion mark 
last 


higher. He cited the ever-growing im 


year—and is destined to head 
portance of the electrical manufactur- 


ing industry, now accounting for four 


94 


per cent of the nation’s total product, 
and saw expanded markets for present 
and new products. 

Another to chart the future course 
of business opportunities was Arthur 
W. Hooper, editor of ELECIRICAL 
WHOLESALING. Noting the interde- 
pendence of the salesman with man- 
together working toward a 
he main 


agement 
better business atmosphere 
tained that “the individual salesman’s 
attitude and effort is the major profit- 
sustaining force in our business today 
He should be encouraged to realize the 
important part he can play in market 
determination and sales development 
He should play a vital role in obtain- 
ing profitable volume as against un 
profitable transactions 

Following through on that thoughr, 
Mr. Hooper went on: “Yet, the entire 
burden in these days of slender mar- 
gins and rising costs cannot be shoul-- 
dered by the salesman alone. The firm 
behind him must demonstrate its con- 
fidence in the sales force by constantly 
improving its buying and inventory 
control, its internal organization, taking 
steps to maintain good dealer and con- 
tractor relations, keeping financially 
strong and improving its warehousing 
Operations.’ 
e Health of the Nation—Outgoing 
SEWA president J. B. Carson, Kings- 
port Electric Co., Kingsport, Tenn., 
expressed the thanks of his organiza- 
tion to the assembled wholesalers, con- 
manufacturers for their 


tractors and 


genuine interest in mutual affairs 


There were close to 500 wholesalers 


and guests present, a new attendance 
record for the annual meeting 

He touched upon the political as- 
pects of the nation’s business, express- 
ing the opinion that there were many 
fortunate results trom the recent na- 
tional elections. The most healthy of 
these, he declared, was the reawakening 
of the people and their assertion of 
power to effect a change and restore 
confidence in the nation and its public 
affairs. Mr. Carson's optimism 
shared by W. H. Butt, Butt’s Electrical 
Supply Co., Charleston, $.C., the in- 


coming president of SEWA 


was 


Speaking for the contractors at an 
session of the southern conven- 
tion, George B 
public relations of the National Elec- 
trical told 
SEWA members of the plans of the 
creative 


other 
+ 


Rx SCOC, director Ol 


Contractors Association, 
electrical contractors to do a 
selling job on a nationwide scale, with 
NECA 
$175,000 national advertising program 

Mr. Roscoe 


salers to help the contractor correct the 


supporting the efforts with a 


called on the whole- 


unhealthy practice of price-cutting and 
substitution of products which are not 
in the best interests of the custome: 
Contracts, he said, should not be let on 
price alone for consideration should 
be given to experience, engineering, 
job management and skilled work 


(NECA is supporting a bill intro 
132) 


(Continued on page 
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Now CUTLER-HAMMER proudty- 
presents the spectacular 
new >< >< y motor control 


' - 
as ee es ee ees 4D Ar ; 
a es ee ee ees = 


A 


x installs easter 
«x works better 
x lasts longer 


Entirely new in concept 
and design. Wide-open ac- 
ecessibilitvy. Remarkably im- 
proved performance. Vastly 


increased operating life. 


This is important news for the men of industry. It 
marks a new day of improved electric motor per 


formance. A new day of more accurate and 


more 
dependable motor protection. A new day of sim 
pler, easier, faster motor control installation. This 
is the quick story of the spectacular new Cutler 
Hammer Motor Control. But thousands of 
words could not tell this story in its important details 
Cutler-Hammer Motor Control can be 
known only by its performance Field-tested for 
more than two year n hundreds of the most try 
ing motor contro! a agnment: ts first users have 
said time and again that there has never been 
an) ng like it before. And these users were look 
ng for fault You need not be moved by their 
enthusiasm But you cannot ignore their factual 
reports. Try it. Test it. Compare it. Prove it. Your 
nearby Authorized Cutler-Hammer Distributor 
ré ady to serve you. Order trom him today 


CUTLER-HAMMER, Inc Milwaukee 1, Wisconsin 


SEE NEAT PAGE =» 





CUTLER-HAMMER = * * MOTOR CONTROL 
The 3 Stars stand for 3 New Standards 


yy 2..-An entirely new vy 3...-An entirely new 
standard of dependable standard of trouble-free 
motor control perfor- long life: surely the finest 
mance; reliable uniform starters both electrically 
response and more accu- and mechanically vou have 
rate overload protection. ever known. Any compari- 
Any use will confirm it. son shows it. 


yr ¥...An entirely new 
standard of easier, faster. 
lower-cost motor control 
installation. Any eleec- 
trician can prove it. 


the control equipment, often two or three 
times as much. Here you see why this new, 
better motor control actually costs less. 


Factory records everywhere today show the 
cost of installing motor control is usually 


Installs easier... 





Just loosen two screws 
and off comes wrap- 
around cover. Screws 
stay in cover, do not 
fall on floor. Just 
loosen three screws 
and out comes the en- 
tire mechanism on unit 
plate. 





much greater than the amount spent to buy 





Making conduit con- 
nections and pulling 
wires is a cinch; no 
starter mechanism in 
the way. No damaged 
starter parts or 
skinned knuckles. 
Wide-open accessibil- 
ity, no side walls. 








Easy straight-through 
wiring. All line ter- 
minals are at top, all 
load terminals at bot- 
tom. All terminals vis- 
ible from front, all 
with solderless pres- 
sure connectors. Plenty 
of wiring room. 


Cutler-Hammer control. Field-tested over 
two years. Compared with every make of 
control by actual users...to have most say, 
‘Better than anything we have ever used’ 


Better performance; dependably uniform 
operation, trouble-saving and cost-cutting 
more accurate overload protection. These 
are more than mere claims in this new 


| 5, SH | 

BS )38) 
Me] AQ Ge] 

i  - > S 


ua & 


| A. Exc 


Electrical Interlocks. Interlock blocks 
easily added to provide up to 4 ex- 
tra control circuits; normally open, 
normally closed, or both 


4-Position Overload Coils. Famous 
C-H Eutectic Relay now adjustable 
so motors can work harder safely 
without nuisance tripping. Each coil 
offers range of 4 ratings, selected 
by positioning. 


3-Coil Overload Protection. Another 5-Unit Construction. Just five units 
Cutler-Hammer ‘‘first/’ complete pro- magnet coil, ormature, two contact 
tection against single phasing as an blocks, and overload relay...and 
any unit can be removed from front 
without disturbing uny other. 


optional feature in standard starter 
construction in standard enclosure 


Many users will ask, “Why longer life? We 
have never had a Cutler-Hammer starter wear 
out!’ But there are two reasons for even 
longer life. First, it brings better performance 


Cutler-Hammer engineering leadership to pre- 
vail. Second, and most important, it decreases 
the rate of wear to the point where mainte- 
nance care and cost are virtually eliminated 


Lasts longer... 


to those “killer” jobs where industry expects on most installations. 


New pressure-quench 
arc chambers. Heat of a — 
any arc rapidly expands 5 

confined air; increased 

pressure snuffs arc. Con- ; U b & E R- H A M M E 4 
New light-weight mov- tacts are vertical dust- i = a 

ing parts. Less weight, o safe design; twin-break . A ap eee 

less bounce; less ‘ contacts further  mini- 
bounce, less arcing. mize arcing. 





Armature pivoted on a —_——_—_—__— 
rolling bearing for | 
smooth, quiet opera- 
tion. No rubbing, no 
sticking, no slamming. 


Saas 


‘ea 














Cutler-Hammer, Inc.—Milwaukee 1, Wisconsin 





Gesco's New Milwaukee Plant 


From display room to city counter, this $600,000 General 
Electric Supply Co. branch at Milwaukee, Wis., combines 


its modern facilities with proven methods of distribution 


GENERAL OFFICE 


my na 


DISPLAY ROOM in new Milwaukee 
supply center also doubles as an audi 
torium for product demonstration 
Deep stage in background has water 
and electrical connections for use in 
demonstrating appliances 


LIGHTING in warehouse is operated 
by remote control panel, demonstrated 
here by Art Rechlicz to Ed Joyner 


upply ale promotion supervisor 


WAREHOUSE in new Gesco plant is adjacent to railroad spur CITY COUNTER provides st 
and shipping platforms. Merchandise is taken directly from rail tomers. Self-service rack left 


road cars and trucks, palletized, and then stacked in row have been installed. Telephone 
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BULLDOG 


ELECTRI-CENTERS 























Thoroughbreds on Guard! 


The clean, neat exterior of BullDog Pushmatic 
Electri-Centers is truly indicative of their thor- 
oughbred quality and safe, dependable operation. 


Only Pushmatics give you simple-to-operate push- 
button control. On guard over electrical equipment 
like a row of sentinels, Pushmatics let you easily 
see whether the circuit is on or off. When a short 
or overload occurs, the push-button snaps for- 
ward, automatically breaking the circuit, and 


word “OFF” appears. Once the trouble has been 
remedied, simply push the button, and service is 
instantly restored. 

BullDog Pushmatic Electri-Centers are available 
in sizes from 2 to 42 circuits, to fill every indus- 
trial, commercial or home requirement. Write 
today for free Bulletin PM-355 giving complete 
information. BullDog Electric Products Company, 
Dept. WH33, Detroit 32, Michigan. 


© BEPCO 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
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BULLDOG VACU-BREAK SAFETY SWITCH 




















It’s a Thoroughbred--and Looks it! 


A THOROUGHBRED — whether a dog or a safety switch 
—always looks the part because it’s better on all 
points. In the BullDog Vacu-Break Switch — the 
thoroughbred of safety switches —the trim, fune- 
tional exterior is the direct result of fine engineering 
and design of interior components, 

LOOK INSIDE... and see how BullDog’s exclusive Vacu- 


Break with its practical, compact design, gives vou 
} 7 


ELECTRIC 
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both extra safety and clean-lined tailoring. See how 
all parts and assemblies are engineered as a perfectly 
co-ordinated unit) to assure maximum efficiency, 


safety and economy. 


WRITE TODAY FOR FREE Bulletin B-250, and get com 
plete details on BullDog Vacu-Break Safety Switches 
BullDog Electric Products Company, Dept. WIESS, 
Detroit 32, Michigan 


LLDOG 


PRODUCTS COMPANY 


BEPCO 








ROUND 
MOLDED-ON 
ATTACHMENTS 
ON No. 18, 
16 or 14 
TYPE “'S" 
RUBBER CORD 


HEAVY-DUTY EXTENSIONS 
with MOLDED-ON caps and connectors 


& for POWER TOOLS 





® LAWN MOWERS 


@ HEDGE CLIPPERS 


@ FLOOR POLISHERS 


@ MACHINES, etc. 





“‘POWR-KORD” TAKES THE CURRENT 
WHERE THE TOOLS GO! 


Lengths from 10 to 100 feet 
.. - Only “POWR-KORD” offers the complete safety 
of molded-on attachments... every component part 
fully UL listed! 
ORDER FROM YOUR ROYAL WHOLESALER — TODAY 


ROYAL ELECTRIC COMPANY, Inc. 
PAWTUCKET - RHODE ISLAND 


Manvutocturers of WIRE © CORD SETS © FUSES © WIRING DEVICES 
and DECORATIVE CHRISTMAS LIGHTING 
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In 1953 


TRUMBULL(T) DISTRIBUTORS 


are headquarters for 


LOW VOLTAGE CIRCUIT BREAKERS 


Trumbull Distributors enjoy the leader's position in competition for 
the expanding low voltage circuit breaker market. The Trumbull line 
is complete, enabling the distributor to provide an exact fit for almost 
any requirement. Superior design and construction features enabled 
Trumbull to develop specialized breakers that withstand the mois- 
ture, high-shock and vibration of shipboard service required by the 
U. S. Navy. The same basic Trumbull advantages assure improved 
performance in the Trumbull Circuit Breakers you stock and sell. 
Trumbull Circuit Breakers are available in ratings from 10 to 600 
amperes and voltages up to 600 volt AC, 250 volt DC, either the open 
type or with surface or flush-mounted enclosures, of semi-dust-tight, 
water- and dust-tight design. Accessories available for conversion to 
non-automatic, remote tripping, bell alarm and other special require- 
ments. 

Ask your Trumbull representative to show you and your sales force 
how to make full use of Trumbull leadership in the circuit breaker 
field. Or write direct for literature which will give you more informa- 
tion on Trumbull Circuit Breakers, as well as breaker-equipped load 
centers, panelboards and switchboards. 





Trumbull TQL (plug-in) and 


Trumbull AT enclosed circuit 
breakers feature “trigger” 
trip, automatic tripping, silver- 
alloy contacts, individual cali- 
bration. 2- and 3-pole construc- 
tion, from 15 to 600 amperes, 
125 to 600 volt AC or 125 to 
250 volt DC. Single pole avail- 
able in 50-ampere frame size 
breakers, 125 volt AC or DC. 


TQ Circuit Breakers feature 
both thermal and magnetic pro- 
tection, “trigger-type” quick- 
make and break, trip-free oper- 
ation, trip-indicating handle, 
silver-plated contacts, arc- 
quenching chamber. Individ- 
ually calibrated and sealed in 
compact, dead front phenolic 
cases. Ratings: 10 to 50 am- 
peres, 120 volt AC, single pole 


TYPE TQL TYPE TQ 





Trumbull K-173 Marine 

Hi-Shock Circuit Breakers, 
3-pole, 125 volt AC or DC, 50 
ampere frame size. Suitable for 
protection of lighting mains, 
feeder circuits, single load cir- 
cuits supplying motors, radar, 


sonar, etc 





TRUMBULL 


ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 





NEW 
SPECTACULAR 


BRILLIANT 
as the sun! 


INSTANT START 


L-620-C-IS 
Shadowless, instant light (no flickering, no starters) Circlines to meet a 
new larger market than ever before. Choice of Gleaming White, easy to 
clean, > ge baked on Porcelite Enamel or Sparkling Triple Chrome 
Plate with or without Polished Crystal Center Trim. 


SINGLE LAMP 40 WATT CIRCLINE—INSTANT START 
DESCRIPTION Shog. Wt [Fixture Dio | Fixture Depth 
White Porcelite Enome! Less Crystal! Center T F 2%," 
Triple Chrome Plote Finish Less Crysta! Cente D 2 2%," 
White Porcelite Enamel! with Crystal Center T t 3% 


Triple Chrome Pilate Finish with Crystal Center m 1%, 


TWO LAMP—ONE 32 WATT AND ONE 40 WATT CIRCLINES—INSTANT START 

— ma A 

Cat. No DESCRIPTION Shog. Wt [Fixture Dia] Fixture Depth | 
630-1S White Porcelite Enamel Less Crystal Center ” 2%,’ i} 
630-C-1S| Triple Chrome Plate Finish Less Crystal Center Trim 2% | 
635-18 White Porcelite Ename! with Crystal Center Trim | t : 3% | 


L635-C-iS| Triple Chrome Plote Finish with Crystal Center Trim | 8% It SA 

















Tr 




















THREE LAMP—-ONE 22 WATT, ONE 32 WATT AND ONE 49 WATT CIRCLINE—INSTANT START 
Cat. No DESCRIPTION _ TShog Wt | Fixture Dio] Fixture Depth 


L-635-C-IS 











640-1$ White Porcelite Enome! Less Crystal Center Trim 
640.C.1S| Triple Crrome Plote Finish Less Crystal Center Trim 
650-15 White Porcelite Enamel with Crystal Center Trim 
650-C.1S] Triple Chrome Plate Finish with Cryste! Center Trim 











Available with or without Circline lamps 

center lockup hanging. Each fixture in 
dividually packed in specially designed 
cushioned cartons. Wired for 110-125 V., 
60 cycle A.C. current. U. L. APPROVED 


7. 
a ea 


Exclusive "Step-Down" embossed de ou hig > es i, 
sign, enhances beauty rich in ap { ——s)) 7 
pearance has universal appeal ~ ° 


L-650-C-IS 


If fixtures are desired with lamps add prefix ‘“‘L" to all numbers. L-600-1S UNION MADE 


LOW PRICE+esMORE PROFIT 
ORDER NOWeeeIMMEDIATE DELIVERY 


MARKSTONE MANUFACTURING CO., 2460 W. George St., Chicago 18, Ill. 
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ly Stab-lok’ 


has simultaneous trip double pole breakers... 





YOU'VE GOT a big sales point in the fact that there are And only Stab-lok has all 


no handle ties on Stab-lok double pole breakers. These these extra features 
are 100% simultaneous trip breakers ... it’s impossible to 





Full size; metal where it counts; 


trip one pole without tripping the other. And Stab-lok fewer, more ragged pests. 





double pole breakers are twice as wide as single pole 


Stab-loks and instantly interchangeable. Both breakers Proved on millions of installations 





come in a 15 to 50 amp. range. 


Stab-lok is the cnly popular priced breaker you can A complete line of enclosures. 





sell whose dependability has been proved on 10 million 
installations. In addition, Stab-lok is today’s most com- 


plete and flexible circuit protection system...w ith a large Unique 4-way stabs — easiest; 
safest; automatically locked. 


Minimum installction costs. 





number of exclusive advantages, including lowest in- 


stalled cost. Write for the full Stab-lok story, and ordet Combination flush-surface 
enclosures. 








Stab-loks from your distributor. 


FEDERAL ELECTRIC PRODUCTS COMPANY 50 Paris Street, Newark 5, New Jersey 





Federal Noark products: Stab-lok Circuit Breakers, > > 12) > 1-7-6 o 


Motor Controls, Safety Switches, Service Equipment, 


Industrial Circuit Breakers, Panelboards, Switch- 
boards, Control Centers, Bus Duct * Sales offices in 
principal cities. 
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Keep Men anc 


* COOLER 
* SURER 





DOUBLE FIBRE 
BRIDGE Ps (pee ; 
S STRUCTURAL PROTECTION 
oy, 


increases strength 10 

Hi-Lag links have time lag 2 to 5 
times normal rating with strong 
lag features at 3 to 3% times 


rating. The only renewable link 


times with the most 
rigid knife-blade fuse 
assembly ever de- 
signed for perfect 
alignment. with structural protection against 

build up of high resistance due to 


link bending caused by heat. 


RUGGED SIMPLICITY 
Only 3 parts to handle in / 
renewing link. A +a NO HOT SPOTS 
( ; One piece uniform thickness 
throughout assures even tempera- 
; ture rise. No hot spots. Heat shock 
GAS VENT ; . AG absorbed during overloads and 
HOLES AT f ae ; surges —to give time lag action. 
BOTH ENDS : 
DOUBLE SURFACE CONTACT 
on both sides of links reduces 
heat. Arched spring tension wash- 
ers and heavy bolt keep links 
tight always 


/ 
INDUSTRIAL PRODUCTS CO. R. J. MILFORD & SON WARE FUSE CO. 
534 First Avenue, Pittsburgh 19, Pa. 100 Warren Street, New York 7, N Y. P. O. Box 571, New Orleans 7, La. 
FOR IMMEDIATE JAMES L. KEARNS CO. KENNETH ANDERSON CO. A. WEINGARTEN CORP. 
Box 5108, Portiand 16, Oregon 412 Seaton Street, Los Angeles 13, Calif. 421 S. Second Street, Philadelphia, Pa. 
SERVICE HODGES & GLOMB BRICKLEY & CO. B. WEINGARTEN & SONS 
CONTACT OUR 1264 Folsom Street, San Francisco 3, Calif. 241 East Erie Street, Milwaukee 2, Wis. 1620 Gough Street, Baltimore 31, Md. 
J. J. MINER THE DARGER CO. McGILLAN SALES CO. 
REPRESENTATIVE 535 East Larned Street, Detroit 26, Mich. 328 W. Second South St., Salt Loke City, Utah 513 South Amherst, Albuquerque, N. M. 
OLSON-ROBERTSON CO. ROBERT L. HAIZLIP CO. HOWARD H. LOVING 
NEAREST YOU 2104 Irving Boulevard, Dallas 2, Texas 2811 S. W. Boulevard, Kansas City 8, Mo. 5462 W. Division Street, Chicago 51, Hil. 
J. J. PERRY, IR. Cc. C. PIERCE CO. WALTER DANA 
45 Eleventh St., N.E.. Atlanta, Georgia 241 Purchase Street, Boston 10, Mass 4494 W. Lake St., Chicago 24, Ill. 


Place Trial Order Today — WARE FUSES GUARANTEED TO MEET THE SEVEREST TEST 


WARE FUSE CORPORATION 








Hi-Lag 
Renewable 


Our fuse making experience dates back to 1915 and pays off in 


our own plant. We never need to over fuse and we achieve greater 


protection by fusing closer to normal current ratings. We use 
150 ampere, 250 volt, WARE Hi-Lag, to protect 40 H.P. motors 


on our Acme-Gridley Automatic Screw Machines. No other make 


renewable fuse at this rating will handle the jogging or inching 


of the machines during the setting period, 


idintlre 


President 


Ware Fuse Corporation 


No other Fuse has all these features! 


Here’s an amazing cool operator to protect your production lines against 
needless delays and costly shutdowns. Scientific design and engineering 
make WARE Hi-Lag FUSES far more economical and longer lasting. 


Safeguard production with the surest safest link made. Only WARE Hi-Lag 
Renewable FUSES have all these superior and exclusive features: 


@ Longer time lag for starting and temporary overloads yet with 100% protection. 
Lateral expansion links to protect against sharp bending and possible arcing. 


Double Fibre Bridge assembly 10 times stronger which sets up magnetic fields to kill 
arcs accompanying blowouts. 


e 
* 
@ Gas vent holes at both ends. Simplified 3 part construction. 
s 
a 


Spring tension locking of links in circuit to assure greater contact surface, lower resist- 
ance, cooler operation and longer life. 


WARE Hi-Lag Links are interchangeable with all standard makes of fuses. 


Ware Fuses save time and renewal costs. Start enjoying uninterrupted 
production. Keep men and machines working with WARE Hi-Lag Fuses. 


THESE THREE ALSO AVAILABLE 
: e in Knife Blade or Ferrule Type 


1. WARE Hi-Lag FERRULE FUSES 2. WB FUSES 3. WARE ONE-TIME FUSES 
They're inexpensive and Ideal where price Quality materials. 
rugged. Efficient operators. is important. Precision built. 


UNDERWRITERS APPROVED 


SINCE 1915 
WARE engineering and manufactur- 


ing of parts for other nationally known 
fuse companies began in 1915, The 
WARE name on fuses was not used 
until 1935. Now, WARE FUSES have 
international acceptance for maxi- 


mum protection and perfor 


UNDERWRITERS APPROVED 
Ware Hi-Lag fuses and re 


4420 W. Lake St., Chicago 24, ill. 





“Haven't lost an order 
for accent lighting 
fixtures since 

we changed to 


AMPLEX SWIVELITES,” 


says Mr. Henry Cohn, 
Midland Electric Company, 
Cleveland 


“OUR EXPERIENCE shows that the Amplex 
Swivelite adapt-a-unit principle completely elim- 
inates loss of orders. Contractors and their cus- 
tomers go for this exclusive feature. Display men 
love Swivelites’ styling and lustrous finish; the 
perfect ventilation that prolongs lamp life; the 
economy of take-off-or-add-a-part that produces 
a completely different lighting fixture in minutes. 

“What’s more, Amplex Swivelites take up 
only one-quarter the space needed for other 


similar-stvle fixtures in our warehouse... and 


Swivelite turnover is absolutely tops.” 





You, too, will boost sales and profits with the 
Amplex franchise. The full Amplex line of light- 
ing products is nationally advertised and gives 
vour customers the biggest dollar values any- 
where today. Write for the full facts. Amplex 
Corporation, Dept. A-3, 111 Water St., Brook- 
Ivn 1, New York. 


AMPLEX 


Incandescent, Fluorescent, Sealed-Beam Reflector, Infra-Red, Rough 
Service, Mercury Vapor, Photoflash, Street Lighting and Traffic 
Signal Lamps. Swivelites, Hi-Hats and Display Lighting Accessories. 
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give your tape 


Feature the brand that sells faster becau 


oes further. When the weather's 


and wet, Gold Seal Tay e sticks 


and the j 
ulates. 
That's why it's the electrical 
r's favorite. 
Id Seal and 
es step up. 
Divisi 


j 


iINCwW 


FRICTION AND RUBBER TAPES 


A PRODUCT OF JSENKINSG 


MAKERS OF FAMOU 
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to the job 


é 


| 


O 


JENKINS 


plies 


SBBSOS.ccr 


Ss JENKINS VALVES 





WRITE FOR CATALOG #5201 





49 Roebling Street 


neral 


Switch Corp. 


Brooklyn 11, N, ¥. 





those who use 
neral switches 


know why... 
they are without equal! 





ENCLOSED SAFETY SWITCHES 
SERVICE ENTRANCE EQUIPMENT 
BRANCH CIRCUIT PANELS 
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fluorescent luminaires 


with upward component and low cost efficiency 


MITCHELL engineering achieves remarkable standards of abundant, glare-free 
illumination in these new Commercial Luminaires. Important lighting 
advantages are achieved by the substantial upward component which provides 
a “general diffuse”’ lighting effect. The superior louver design delivers properly 
shielded illumination to the working area. Smooth styling, unusually low 
maintenance factor and surprisingly low cost make these new MITCHELL 
Luminaires outstanding values in commercial fluorescent lighting. 


the “LODESTAR” luminaires 


with translucent plastic sides 
4-FOOT MODELS: Available in 2 or 4 


lamp luminaires, choice of 40-watt medium 
bi-pin, 40-watt Instant-Start, 40-watt Rapid- 
Stort, 38-watt Slimline. 


8-FOOT MODELS: Available in 2 lamp 
75-watt Slimline; 4 lamp or 8 lamp 75-watt 
Slimline, 40-watt medium bi-pin, 40-watt 
Instant-Start, 40-watt Rapid-Start or 38-watt 


Slimline 





the “ECONOMY” luminaires 


with metal sides 
4-FOOT MODELS: Avoilable in 2 or 4 


lamp luminaires, choice of 40-watt medium 
bi-pin, 40-watt Instant-Start, 40-watt Rapid- 


~ NX “re : Start, 38-watt Slimline. 
—eN " 
— ‘i 


~ 


8-FOOT MODELS: Available in 2 lamp 


ae ~ te 

AANA UNE 
en Ty Sep S " P 

a be » - b> eS : 7 5-watt Slimline; 4 lamp or 8 lamp 75-watt 

Slimline, 40-watt medium bi-pin, 40-watt 

Instant-Start, 40-watt Rapid-Start or 38-watt 


Slimline 


outstanding lighting features and maintenance advantages 


t 


YY = 
= 0 OB 





cr Saeeess 
set eee tet ee eee 





These luminaires are of the New Rapid-Start units offer an Two jack chains suspend entire Sturay, concealed spring-loaded 
“General Diffuse” type; approxi- unusual advantage: "No starters louver and V-spine assembly from louver latch instantly releases or 
mately half the light goesup tobe to replace.” Installation of Rapid- fixture body, making relamping engages all-steel louver by snap- 
reflected from ceiling and upper Start luminaires slashes mainte- easy and substontially reducing in action. Releases with slight pres- 
walls to provide comfortable, nance cost by eliminating starter maintenancecosts.Thisconvenience sure of fingers. Simplifies relamp- 
glare-free, uniform lighting. replacement expense. feature saves time and money. ing and maintenance. 


where quality counts— 
SPECIFY MITCHELL 
Mitchell Manufacturing Company, Dept. 1-C 


The superbly engineered MITCHELL “‘Lodestar’’ and 2525 N. Clybourn Ave., Chicago 14, Illinois 
“Economy” luminaires are built to the most exact- - 

ing standards for easy time-saving installation, for Send full dato peice MITCHELL 

low-cost maintenance, for dependable long-life per- lodestar” and “Economy” Luminaires. 
formance. Where quality with sensible initial cost 

are important considerations—be sure—specify 

MITCHELL. For complete specifications covering 

these new luminaires, ask for Bulletins 707 and 708. 


MITCHELL MANUFACTURING COMPANY 


2525 N. Clybourn Ave., Chicago 14, Illinois 
In Canada: Mitchell Mfg. Co., Ltd., 19 Waterman Ave., Toronto 
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Of course you like money. Everybody does and people 
in the electrical supply business know that making 
money often depends upon being able to supply quality 
lines and specialty items to increase the dollar volume 
and the profit margin of each sale. 


That's why the Acme Electric line of transformers offers 
dealers extra sales advantages. First of all its a 
quality line. Whether its a 500 KVA, dry type power 
transformer or a 72 VA bell ringing transformer 

- it is designed right and constructed of the finest 
materials available. 


And the sales possibilities are unlimited. Investigate 
the market in the area you serve, for industrial dry type 
power transformers, control transformers, neon sign 
transformers, fluorescent lamp ballasts, mercury vapor 
transformers, cold cathode lighting transformers, bell 
ringing, chime and signaling transformers, oil burner 
ignition transformers, stepdown transformers, voltage 
adjustors, voltage regulators. 


Then send for the Acme Electric dealer plan. 


DRY TYPE 
POWER 
TRANSFORMERS 


Industrial plants save 
money many ways when 
Acme dry type trans- 
formers are installed. 
Cat. AC-185 tells how. 


To assist you in making 
sales, we maintain a 
complete stock of all 


STEPDOWN 
TRANSFORMERS 


This is the line that is trans- 
formerizing machines. Pow- 
er line voltage direct to the 
machine is reduced for in- 
dividual lighting or other 
low voltage requirements. 
Bulletin SD-179 tells all 
about them. 


The 300 VA Auto- 
matic Voltage Regu- 
lator shown at the 
right is particularly 
adapted to television 
receivers and any 
other electronic de- 
vice requiring a con- 
stant non-fluctuating 
source of power. 

In addition, the 
Acme Voltrol which 
provides regulation 


VOLTAGE 
ADJUSTORS 


Here are two of the many 
voltage regulating trans- 
formers made by Acme 
Electric. The manual voltage 
regulator (at left) is built in 
a range of capacities from 
150 watts to 5KVA. 
Voltage can be adjusted 
over a range from 65 
to 145 volts or 145 to 
240 volts. 


sizes in all popular standard voltage ratings — with 
prompt shipment on special ratings. 1/10 KVA to 167 
KVA, single phase; 9 to 500 KVA, 3 phase. 


from 0 to 135 volts is an essential instrument in every 
research laboratory and on many electrical product 
manufacturing production lines. 


ACME ELECTRIC CORPORATION 


673 WATER STREET CUBA, NEW YORK 


In Canada: ACME ELECTRIC CORPORATION LTD. 
50 North Line Rd. Toronto, Ont., Canada 
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Gives the Industrial Lighting Equipment Buyer 
the answers to every question of Quality... 


eee ne 


nO 
iw fim MANUFACTURERS WARhantee 


c 
ONFORMANCE 10 aim STANOARD speciy 


=o... 


b 


| now THE GLH LABEL AIDS IN THE SPECIFICATION AND 


PURCHASE OF INDUSTMIAL LIGHTING EQUIPMENT f! 


Questions and Answers booklet 


RIM-I 


new 


abeled incandescent and fl 


This new, pocket-size RLM booklet ts 
now be ing distributed by progressive 
contractors, architects, lighting engt- 
who recommend light- 
industry. They these 


the desks 


prospects 


neers and others 
leave 
of their 


he CAUSE 


ing for 
booklets on 
and 


CUS- 
tomers they 
want to be sure the buyer understands 
that 


rth 


quality lighting equipment 1S 


” because it ¢ 4 in the 


long run 
I his booklet 


most frequently raised questions 


the 


cone- 


S-page answers 
cerning quality incandescent and fluo- 
rescent lighting equipment and the RLM 
Label. It tells the buyer what he wants 
to know about the RLM Standards In- 
stitute, how the minimum standards of 


Electrical Contractor: ‘This RLM 
Booklet tells why | recommend 
RiM-labeled units." 


quality for construction and perform- 
are established and how conform- 
to standards is 


ance 


ance these secured. 


NOW THE aim STANDARDS institure OfveLors its SPECIFICATIONS 


fiasic ausucances of RLEE Labo" on 
= f- 


awe re actual inspection 


aw/ | 


explains why it pays to buy 


uorescent Lighting Units. 


bel 


issurance, not only of quality 


Further it explains how the rtm La 
provides 
but of the uniformity of that quality in 
each and every individual lighting unit 

Included a lise of the 26 dlu- 
minating engineering s which are 
ap: 
tion 


also ts 
factor 
irt of every RLM standard 
It is 
; obtain from lighting units 
RLM Label the as 
, long life, 
ind 


Spec thea- 


because of these factors that 
be it- 
ot 


ustained 


buyer 


ing the urance 
better performance 
lighting efficiency economical 
operation 

Copies of the Booklet 
Specifications Book available from any 


=) of the 28 manufacturers of RLM 


and 48-page 


Lighting Units or by writing 
RLM STANDARDS 

INSTITUTE, Suite 817, 
326 W. Madison Street, 
Chicago 6, il 


the 


7/@e 





t a“ Ti™ 
LABORATORIES INC 





ene gree oe 


TREE Ie tke 





(iit fo fotiers 2 at stunt [ee | las sallecior v 
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Bob Brown 

=. . wholesaler’s salesman 
.. works closely with 

his contractor customers 

—is an ardent believer 

in good customer relations. 


He enjoyed working with his contractor friends on their lighting jobs 
. felt a keen sense of pride when they initiated and sold lighting jobs 

Although Bob always got the orders he wasn't completely satisfied 
He yearned for an opportunity to help his contractor customers 
win the recognition they so richly deserved for their efforts 
“Afterall,"’ he often told his missus, 

those boys are clever. They do a whale of a lot of slick engineerina, 
and their lighting jobs are always first-class 
They deserve a lot of credit 


One day Bob read about the LIGHTING COMPETITION FOR ELECTRICAL CONTRACTORS 
which is intended to provide wide industry recognition for sales initiative 
and application of modern lighting technology by electrical contractors 
Eureka,” he cried, ‘this is what I've been looking for! $1050 in prizes 
— winning entries published in Electrical Construction and Maintenance 
and 500 reprints of the winning entries published for the boys to use in local sales promotion.’ 


Bob saw the Competition as a great opportunity for him to help his contractor 


% customers win recognition 
. : ... and to expand his already good customer relations, 
so he used this coupon 
A to send away for copies of the official rules brochure and entry forms 


WHY DON’T YOU DO IT TOO? RIGHT NOW! 


PS P.S. Bob carries his stock of rules brochures and entry forms 

‘| iy Vi with him. They make excellent conversation pieces. And when- 
ever he talks with a contractor who has done a good lighting 

job (regardless of size), Bob leaves a rules brochure and a 

few entry forms. Rumor has it that Bob’s interest has put him 

in solid with quite a few contractors whom he hadn’‘t been 

able to make the grade with before. It goes without saying 

that his regular customers think he’s the salt of the earth. 


Lighting Competition Chairman 
ELECTRICAL CONSTRUCTION AND MAINTENANCE 
330 West 42nd Street, New York 36, N.Y. 


Dear Sir 
Please send me copies of the Rules Brochure and FLECTRICAL 


Entry Forms for the LIGHTING COMPETITION FOR ELECTRICAL 


Sitio “w+ BONSTRUCTION ©, 
AND MAINTENANCE 


A McGRAW-HILL PUBLICATION 
330 WEST 42ND STREET, NEW YORK 36 
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FULL PAGE NATIONAL ADS.. 


Popular ram 
,| 7 “Beat the Clock” 


Ss a 


... boost your 
Sylvania Fluorescent 
Lamp Business this Spring! 


Again and again, Sylvania’s hard-hitting TV-National 
Magazine campaign pre-sells Sylvania Fluorescent Light- She euiiten eencen & of tit. 
vania’s national fluorescent lamp CONTRACTOR 
advertising. Urge all your Light AUTHORIZED 


ing Contractor friends to display s SYLVANIA < 
it prominently. “4, ; ~ 


Dae 


ing for you 

This coordinated campaign packs plenty of sock and 
follow-through. Millions of prospects will see and hear 
Sylvania’s famous better-performance guarantee on the 
weekly “Beat the Clock” TV show over a nation-wide 
42-station CBS hook-up. 

Millions also will read this same amazing, money-back 
offer in full-page ads in Time, Newsweek, Business Week, 
as well as in Factory Management and Maintenance, Tex 
tile World, Chain Store Age and other leading business 
publications 

Don't pass up this profitable opportunity! Make sure 
NOW that you have plenty of Sylvania longer-lasting, 
guaranteed fluorescent lamps in stock. For further infor- 


Qj= = se nnnnneny 


: . FLUORESCENT LAMPS, FIXTURES, SIGN TUBING, WIRING DEVICES. LIGHT BULBS 
. . ‘ > . ) . . ’ 
mation, write today to: Sy Ivania Elec tric Products Inc ’ RADIO TUBES; TELEVISION PICTURE TUBES: ELECTRONIC PRODUCTS. ELECTRONIC 


Dept. 3L-2603, 1740 Broadway, New York 19, N. Y. TEST EQUIPMENT; PHOTOLAMPS, TELEVISION SETS 
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LOOK FOR 
THIS DISPLAY 
AT YOUR 


DISTRIBUTOR’s f/ TEST ey 
T 4 | S ooo THIN WALL CONDUIT 


SAMPLE . 
Inspect SPANGLEAM 


the New Feel 1: 


LIGHT WEIGHT 


| -ITS STRENGTH insipe 'MPROVED oyrsine 
BAN RAM -ITS SURFACE 
e @ hs) 
fi n ish AVAILABLE IMMEDIATELY IN THE FULL 
RANGE OF 6 SIZES-'2-% -1-1'%-1% ond 2 


Laster to cut and bend / fa) 
wat aster to lnstall/ om 


. «. now available—at no extra cost—on Spang EMT thin wall conduit! 


tioms ... Bl 2 how with the SPANGLEAM finish 


it's cleaner, easier to handle, easier to maintain. 
Check These PointS: — 4. avanasur 


.SPANGLEAM finish is available immediately in 


the full range of six sizes oy. 3g. 5". Ee. ae 


7. NEW FINISH OUTSIDE amt 2 a A on 
a specially-processed elec trogalvanized exterior sae LET MS u) 4 AY d \" HELP YoU 


} 





highly resistant to smudge, abrasion, corrosion .. . Ln | IU 
provides neat, attractive appearance in exposed in- @ make better installations 


stallations. @ make work easier 


. NEW FINISH INSIDE @ build profits 
_ new smoother protective coating of resinous TAKE A LOOK AT SPANGLEAM TODAY! THEN TRY IT! 


lacquer compounded with Zirconium . . . provides 


easier wire pulling, assured grounding, corrosion 


resistance, 4 P A N G = C H A L F A N T 
; Division of The National Supply Compan 
5. LIGHT WEIGHT—STRONG GENERAL SALES Biprice a 


. the same Spang top-quality EMT thin wall con- PITTSBURGH 30, PA 
duit... easy to cut. bend, install: built from high District Offices and Sales Representatives 


. in Principal Cities 
grade stecl for years of service in permanent installa- P 
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ou needit! 2 
endfor am 


om Ma 


J 


kn) ea 


Royal Portable Cords and Cables 
. Railroad Wires and Cables os 
“ ° 
_ Power Cables U.S.“ Research perfects it... 


l 

{ 

{ 

U.S. Control and Signal Cables 7] “a : 

nn U.S.“ Production builds it 
{ 

{ 

l 


United States Rubber Company, the only 
electrical wire and cable producer to grow 
its own natural rubber and to manufacture 
its own plastics and synthetic rubber, 
makes a complete line of electrical wires 
and cables for every industrial and domes- 
tic application. Just published is the 1953 
“U.S.” Catalog, essential for men who 
specify, install or maintain electrical wire 
and cable. Send for your free copy to 


. Building Wires and Cables 
». Bare and Weatherproof Wires 


». Flexible Cords and Cord Sets 


Pe FF Fr? Ff 


}.S. Telephone Wires and Cables 


iddress below. Here are the catalog . Miscellaneous U.S. Wires and Cables 


chapter headings 10. Technical Data 


UNITED STATES RUBBER COMPANY 


ELECTRICAL WIRE AND CABLE DEPARTMENT + Rockefeller Center, New York 20, N. Y. 
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radius of 12 


looked at their 


Some 9, 0 people were in South Amboy, N.J.. 
that drizzly 1950. At the water 
front, longshoremen transferring the 
last of 12 freight cars of ammunition to light 
a waiting vessel in 


evening in 


were 


ers that would carry it to 


Raritan Bay 
Such disasters 


America 
they do 


And ij 


got to 7:27 


never got 


Hall clock never 
de idly 


Explosions shattered window 


But the City 
and the 
lo ided 


freighter’s 


over a 


Business Executives! 


Y Check These Questions! 


If you can answer “yes”’ to most 
of them, you—and your com- 
pany—are doing a needed job 
for the National Blood Program. 


Have you given your em- 
sloyees time off to make 
slood donations? 


Do you have a Blood Do- 
nor Honor Roll in your 
company ? 


CALL YOUR a 
RED CROSS TODAY! 


National Blood Program 


116 


miles; 


ind 


ind hundreds of people 
arms and legs 
Hying daggers of glass had stabbed them. 

At dawn, 312 of the injured had been counted. 
* for a suffering neighbor 
W hether 
needs 


thi 


7 


have happened many times be- 
They could happen again 


must be blood plasma on hand to take care 


when 


ind saw that 


they do there 


save 





L_] 
| 
L_] 


Have you set up a list of 
volunteers so that effi- 
cient plans can be made 
for scheduling donors? 


Have you arranged to have 
a Bloodmobile make regu- 
lar visits? 


Has your management en- 
dorsed the local Blood 
Donor Program? 


Have you informed em- 
ployees of your company’s 
plan of co-operation? 


price 


Ameri 


of the injured 


It must come from the 
and women. Men and women who feel concern 


[ 


your 


For blood saves lives! 


veins of healthy 


So give blood 
blood goes for Civil 
will some 


s gilt 


painte 
in life! 


Was this information 
given through Plant Bul- 
letin or House Magazine? 


Has your company given 
any recognition to donors? 


Have you conducted a 
Donor Pledge Campaign 
in your company? 


Remember, as long as a single 
pint of blood may mean the dif- 
ference between life and death 


for any American. . 


. the need 


for blood is urgent! 
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But blood cannot be mined or manufactured. 


men 


now! 
Defense 
combat area, or to a local hospital 
-] day 


1953 





CONTROLLED "NO-GLARE” LIGHTING 
is A Obmeco SPECIALTY 





J Presidential Apts. Select Pemco. Philadel- 
phia's newest development utilizes Pemco’s 
luminaires for beauty and uniformity of de- 
sign, hoods used interchangeably as needed. 


ADMIRAL’S HAT 
This Pemco tuminaire has 
standard side or top en 
trance hood, no glare’ re 
flector with detachable 
shields 


Note light patterns along the drive and 


compare with light cutoff of those luminaires 
adjacent to tenants’ rooms. Pemco inte: 


% changeability also reduces warehousing 
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Sell Pemco products 
for all types of outdoor 
lighting and you sell the 
design and engineer- 
ing experience of 70 
years. In street or area 
lighting, or floodlighting, 
with Pemco you're giving 
the customer a combina- 
tion of appearance and 
efficiency unmatched 
anywhere! Write for our 
complete Lighting Cata- 
log—no obligation! 


PHILADELPHIA 
ELECTRICAL & 
MFG. CO. 
1200 N. 31st Street 
Philadelphia 21, Pa. 
Street Lighting Division 


= 


Comer 











Sharp bends are easily taken by SEALTITE, as shown in this back view of a Gisholt Crankshaft S$ iperfinishing Machine 


SEALTITE: wiring’s best flexible protector 


Here this liquid-tight conduit 
protects against abrasion and 
oils, allows movement. 


Shown above is one way Gisholt Ma- 
chine Co. uses flexible and liquid-tight 
SEALTITE* on their Superfinishing Ma- 
chines. Here seaLtiTe permits ready 
opening and closing of the rear panel, 
resists abrasion and keeps out. oil, 
ease, water, fumes and dirt 
New improved SEALTITI 
UA) provides the best all-around pro- 


u 
vi 


(Type 


WET LOCATIONS 


MOVING CONNECTIONS 





tection available today in a flexible 
conduit. That’s why Underwriters’ 
Laboratories, Inc. have given it their 
coveted seal of approval. Type UA may 
be used in wet locations and where ex- 
posed to mineral oils (up to 60 C). A 
JIC-approved seaLtire (Type EF), 
primarily for machine tools and com- 
parable applications, is also available. 
It can be bent to small radii and in- 
stalled easily in cramped quarters. 

Buy seaLTiTe in long random 
lengths; then cut without waste. For 


OUTDOOR PROTECTION 


des« riptive booklets write The Amer 

ican Brass Company, American Metal 
Hose Branch, Waterbury 20, Connec 

ticut. In Canada: The Canadian Fair 

banks-Morse Company, Ltd 


for flexible, liquid-tight electrical 


PAIeawt 
conduit specify Jor LT} fe 


an ANACONDA product 


MISALIGNMENT 


r 
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News Notes 
From N. A. 


ANOTHER FIRST FOR NAED: 


This time in the fan field. The item 
is a consumer piece to promote the 
sale of attic, kitchen and window fans. 
Usually a folder of this type promotes 
an individual manufacturer's product 
This NAED consumer piece is pub- 
lished to educate the consumer on the 
health and comfort which the use of 
these fan items assures in the home. 

The idea for this unique Association 
promotion originated at the last meet- 
ing of NAED’s Fan and Ventilating 
Committee, of which C. E. Butler, Jr., 
Butler Electric Company, Inc., St. Louis, 
Mo. is chairman. Special consumer 
folders, profusely illustrated to show 
the use of these fan types, and with 
text explaining the effectiveness of this 
type of room ventilation, have been 
published. They have been sent to all 
NAED members, and to manufactur- 
ers, with order forms for quantity pur- 
chases for distribution to fan dealers 
Space is provided for dealer imprints 

During the committee meeting the 
problem of increasing fan sales volume 
was considered. Manufacturers indicat- 
ed that they expected adequate mate- 
rials for a large fan production in 
1953. They urged that distributors tie 
into the special NEMA Fan Section 
Sales Promotion Program for this year 
NEMA has prepared attractive window 
displays and streamers for this promo 
tion. A feature of the selling campaign 
is the emphasis placed upon the need 
to have fans available in dealers’ stores 
early in the season. May is the month 
stressed in order that the consumer can 
become fan conscious before the height 
of the summer heat season 

NAED’s consumer piece was decid 
ed upon by the Fan and Ventilating 
Committee as a means to enthuse dis- 
tributors to take advantage of this ef- 
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E. D. 


By Alfred Byers 


Executive Secretary 


National Association of Electrical Distributors 


fective promotion to anticipate the tan 
selling season 


DATE REMINDER 
A Date Reminder Booklet is 


under consideration as a special publi 
cation of the NAED Electric House 
wares Committee in cooperation with 
NEMA'’s Electric Housewares Section 

Chairman Sam Fingrutd, Every 
body’s Supply Co., Philadelphia, Pa 
submitted the proposal at the NAED 


now 


committee meeting at Chicago in Jan 
uary, and it was enthusiastically ap 
proved by his committee. Members ot 
NEMA’s Electric 
during the meeting with NAED’s com 


Housewares Section, 


mittee, cooperated closely with the idea 
in the interest of accelerating advance 
ment of the 1953 Electric Housewares 
Gift Campaign. 

Mr. Fingrutd’s committee is actively 
soliciting orders cf distributors and 
manufacturers for of the 
Date Reminders. These reminder book 
lets provide a double page for each 
month of the year on which birthdays, 


quantities 


anniversaries, etc., can be recorded by 
an individual. Each page also contains 
a small illustration of electric house 
wares as gift suggestions. The booklets 
to be printed in large quantities, can 
be obtained from NAED in 1000-lor 
quantities, at a nominal cost, with deal 
er's name imprinted 


This basic 


applied to electric housewares as gifts 


idea, while not new, is 


for these “remembrance” occasions for 
the first time by this plan. Due to the 
aggressive promotional efforts of the 
last three years the billion dollar an 
nual sales volume goal of the electric 
housewares industry is being rapidly 
realized. The Date Reminder Booklet 
is expected to be a real factor in reach 
ing this objective in 1953 


AREA MEETINGS AT 
CLEVELAND AND PITTSBURGH 
Members of NAED in 
participated in excellent meetings last 
month at the Hotel Statler and the 
Athletic Association, re 
spectively. Mr. E. J. Rueth, Frankelite 
Co., Cleveland, presided at the former 
Board of 
Governors from and Mr 
Bernard Samuels, Allied Electric Sup 


these areas 


Pittsburgh 


meeting as a member of the 


that zone; 
ply Co. Pittsburgh, presided at the 
Pittsburgh meeting as the member of 
the Board of Governors from Zone 5 

Representatives from headquarters 


otf NAED at the 


report r 


Cleveland meeting 
and Mr. Nichols 
At Pittsburgh the headquarters staff 
representatives were Mr. Pyle, Mr 
Nichols and your reporter. These meet- 
well attended and the dis- 


were your 


ings were 
cussion periods lasted until late in the 


afternoon 


PHILADELPHIA AREA MEETING 


The members of NAED in the gen 
eral area of Philadelphia, eastern Penn 
sylvania, and Maryland enjoyed the 
hospitality of Peirce-Phelps, Inc., Phil 
adelphia, in January. A large 
NAED members in 
gathered for a late afternoon inspection 
ot the 
member, 


attend 
ance of this area 
wonderful new plant of this 
president, W 


past presi 


whose 


Peirce, Jr., is the immediate 


dent of the Association 


Following the inspection, cocktails 
} 


were served, and a delicious dinner en 
joyed in the large attractive auditorium 
of the plant. The area meeting subse 
quently conductec 
tive one, presided over by J. A. Mayer 
Graybar Electric Co., Inc., Philadelphia, 
member of NAED's Board of Gover 


135) 


Was a very construc 


(Continued on page 





COMBINATION 


“UCOM” No. 690 
CONDUIT 


UNIVERSAL 
COUPLING FOR THIN 
WALL 








ELECTRIC ALARM CLOCK __ 


Telechron Department, General 


Electric Co., Ashland, Mass. 
4 lock 


produced by the company in a separate 


This is the first electric alarm 


mass-production factory designed to 
manufacture low priced clocks exclu 


sively. The clocks come with plain or 


luminous dial and are packed 12 
standard shipping container. The 
also offered to dealers in a special mer 
consisting of three 


chandising unit 


clocks packed in a counter display 


|) 


Keystone Mfg. Co., 23328 Sherwood 
Ave., Center Line, Mich. 


1 


Flangeless screwcover wireways are¢ 
and come in 1, 2, 3, 4 and 
Knockouts for 14 in 


conduit are provided at n 


in square 
> ft 
and 34 in 


lengths 


extra cost when desired. The wireways 


are made of heavy code gauge steel 


finished in standard gray baked enamel 


| 


Other types of finishes are also avail 


able. Auxiliary fittings include closing 


plates and U connectors 


SOLDERING IRON 
Wall Mfg. Co., Grove City, Pa. 


Instant heat gun type soldering iron 


uses no transformer. A heat control 
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thermostatic action is guaranteed for 
life by the manufacturer. The iron op 
erates on ordinary house current, 11 

Wattage starts at 


120 volts, a.c. or dc 


approximately {00 watts and idles 
about 100 watts. The gun grip is mad 


if light plast 1 


AIR CONDITIONERS _-___ 


Viking Refrigerators, Inc., 7500 
Wilson Ave., Kansas City, Mo. 


Self-contained, window _ installation 


type air conditioners come in ! ‘ 


and 1 hp. models. Air may be chan 


neled in various directions by means 
of 4-way adjustable grille louvers 

and *4 hp. models are equipped with 
115 volt, ac, 60 cycle, single-phase 
motor. The 1 hp. model has a 230 volt 


u.c., 60 cycle, single-phase motor 


GROUNDING DEVICE ___ 


Harvey Hubbell, Inc., Bridgeport 


2, Conn. 

back or side 

grounding device is rated at 15 
The UJ 


tandem slots in the 


Polarized 3 wire wiring 


amy 
device has 


Ss.) volt listed 


/ 


receptacles and 
tandem blades in the caps and can be 
used with metallic or non-metallic wir 
unding of metalli 
system 1S lirectly 


me tal i nclosure 


ing systems. Gi 
wire 
grounding of the 

is through a third wire 
{ 


icting aS a Pp undl 


metallic system 


ne connector 


VACUUM CLEANER 
Landers, Frary & Clark, New Brit 
ain, Conn. 

A “tattle tale light 
the bag needs emptying on 


Sleeve lock hose 


indicates when 
this tank 
vacuum cleaner cou 
plings have air tight connection be 

1c! The cleanet 
is equipped with an extra length rub 


ber covered cord and radio 


tween hose and cylin 


interference 
This mi lel's ill steel body 


is finished in blue 


Pp! ted 


eliminator 
enamel with chrome 


han {Ie toe switch ind glide rs 
POLE & BRACKET CABLE 


Anaconda Wire & 
York, N. Y. 


Cable Co., New 
Voltage rating of the pole and bracket 
cable 
6,000 volts from conductor to ground 
The 4 ible 


stranded 


is 600 volts between conductors 


constructed of two flexibl 


conductors, is available in 


these sizes: 2 C-no. 10 awg.-19 strands 


no. S awe strands 


strands: 0.4 


/ 


AIR CONDITIONER 


Quiet Kool division, 


Mfg. Co., Newark, N. ] 


Quiet Heet 


1uces SO cu. ft 
per minute. A | hp. hermetically 


issembly 


caled motor Compressor unit 


weld 1 without gasket or 





fittings. A ',9 hp. fan motor drives 
both evaporator and condenser fans 
is available for either 230 


»4() volt, 50 cycle 


The unit 
volt, 60 cycle, or 
Ir may be installed in any 
2834 in 


ope ration 


double hung window over 


wide. 


FLEXIBLE CONDUIT 


The Brass Co., Water- 
bury, Conn. 





American 


Flexible electrical conduit has ULL. ap 
The 


liquid-tight metal conduit is made of 


proval for use in wet locations 
spirally wound, interlocked zinc-plated 
steel strip. A copper binding conductor 
15 wound spirally in the space between 
each convolution on the inside of the 
conduit. The flexible metal core is de 
signed to protect wiring against mois 
ture, oil, dirt, chemicals and corrosive 


fumes 


% 


FLUSH RECEPTACLE 
Rodale Mfg. Co., Inc., Emmaus, Pa. 


Duplex flush receptacle ts made of 
Bakelite. This 


unit will 


molded standard 
ai 8 
polarized or 
caps and standard duplex receptacle 


listed, 


plate. The unit is equipped with extra 
It is rated 


large binding-head screws 
at 10 
125 volts 


amp., 250 volts and 15 amp, 
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Size, 
accommge date 
non-polarized turn-tyte 


WINDOW FAN 
W. W. Welch Co., Cincinnati, Ohio 





Reversible-portable window fan adjusts 
10 in 
also may be used on a table or on the 
floor. The fan delivers 2,800 cfm. The 
3 speed (1,000-800-600 rpm.) heavy 


to a window 28 in. to wide. It 


duty, 6 pole motor requires no oiling 
This model is 6 in. deep. Total shipping 


Ibs 


weight is approximately 3 


STEAM AND DRY IRON 
Rival Mfg. Co., Kansas City 8, Mo. 


Push-button steam and dry iron weighs 
3 Ibs. and when fiiled only a 1 Ib 
Steam chamber is made of cor 
A bur- 
ton control in the handle releases the 


more 
rosion-resistant stainless steel 


water when a dry iron is desired. A 
complete range of heats for steam iron- 
ing and fabric selector range for dry 
ironing is given on the fabric dial 








TELEVISION SET 
Zenith Radio Corp., Chicago 39, III. 


Table model television set is equipped 


with a 21 in. reflection proof cylin- 


drical picture tube. It is one of 21 





television re 


VHF UHF 


ceivers. This set has a one knob auto 


new and 


matic selector. A control cir 
cuit is designed to lock picture in place 


thereby eliminating vertical roll and 


station 


side-to-side wobble 


PULL BOXES 


Keystone Mfg. Co., 23328 Sherwood 
Ave., Center Line, Mich. 





Type A hinged cover surface cutout 
box is designed for electrical cutouts, 
signal, telephone, junction and_ pull 
box applications. It is equipped with 
a flush ring and friction catch to com 
ply with code requirements. Sizes range 
from 414 in by 5 in. by 3 in. to 24 in 
by 18 in. by 6 in. Type SC is a screw 
cover box and ranges from 6 in. by 6 
in. by 4 in. to 18 in. by 12 in. by 6 in 


CIRCUIT BREAKER 


Square D Co., 6060 Rivard St., De- 
troit 11, Mich. 





A new method making it impossible 
to interchange large capacity breakers 
with smaller rated units is a feature of 
this new circuit breaker according to 
The 15 


single pole breakers are | in 


the manufacturer and 20 amp 


wide 


ELECTRICAL WHOLESALING—March, 1953 





VM hile 
amp 
and are only available in double pole 
construction. The breaker, made up of 


rat Ings are 


six basic boxes, covers a range from 


1 to 32 circuits 


FLASHLIGHT 


Bright Star Battery 
Mm. J. 


Seamless, break-resistant plastic body 





Co., Clifton, 


provides protection for this flashlight 
A corrosion proot switch may be re 
placed if it becomes worn. A glow-in- 
the-dark lens shows a rim of light even 
when the flashlight is placed bulb 
downward in an upright position. Fea 
tures for protection include a shock 
resistant bulb mounting and a protec 
tive plastic inner shoulder for added 


strength 


— er 





WINDOW-FLOOR FAN 


Cory Corp., 221 N. La Salle St., 
Chicago 1, Ill. 


and floor fan 


»»? 


Combination window 


measures 22 1n high, in. W ide and 


; in. deep. Instead of a reversing 
type motor the direction of circulation 
(either in or out of the window) can 
be changed by lifting the fan out of 
the mounting bracket and turning it 
The 1 


window closed 
behind the fan whenever it is not in 


wound may be 


use. The fan has a three speed circu 
lation 
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larger capacity 30, 40 and 50 
; in. wide per pole, 


MAGNETIC STARTERS 


Cutler-Hammer, Inc., 
St., Milwaukee 1, Wis. 


312 N. 12th 


A new line of magnetic starters incor 
porates a simple 5 unit construction 
The 5 independent parts consist of 
blocks, a 


armature and a 


contact magnet coil, an 


3-coil or 2-coil over 
load relay mounted on a steel panel 
Each part can be removed from the 
front without disturbing another part 
A wrap-around cover pulls off, expos 
ing the front and both sides of the unit 
for 180 degree accessibility 


WALL PLATES 


Sierra Electric and Mfg. Co., 544 
E. 31st St., Los Angeles 11, Calif. 





‘King’ size wall plates measure 31> in 
by 51 in. and come in toggle switch 
plate type and duplex receptacle plate 
type. They are made of Plaskon thermo 
setting plastic. The plates are similiar 
in appearance and construction to the 
company’s other styles of wall plates 
but are larger so as to cover up defects 
caused by extensive or damaging chip 
ping 


* 
SWITCH 


McGill Manufacturing Co., Inc. 
Valparaiso, Ind. 





Universal-lever operated 20 amp. pull 
| 


switch is 1!4 in. thick and 2 in. wide 


It is both acc and dc. rated and will 


carry 2.500 watts at 125 volts. The 


switch has a single pole, multiple 


break, 


breaks 4 


snap-action mechanism which 


points simultaneously to re 


j 


duce arcing. The unit, which fits stand 


ard outlet boxes, meets U.L. require 


] 1 
ments including overload and break 


down tests 


COPPER LINE ELECTRIC DRILL 


Independent Pneumatic Tool Co., 
Aurora, Ill 


Pistol grip operated copper line electri 
, Ibs. and measures 7°?» 
field 
switch 

lock 
Battle 


construction plus a centrifugal 


drill weighs 


in. in length. The handle and the 


case are cast in one piece. The 


is Momentary type, with trigger 


pin for continuous 


plate 


op ration 


fan is designed to assure Cool operation 
The drill is 
geared chuck or keyless chuck as speci 
fied 


furnished with either 


PEDESTAL WINDOW FAN 


The 
Ohio 


Lau Blower Co., Dayton 


Combination pedest 
may be tilted to any angle 


raised or lowered to 


The 


metal spacer panels that permit pet 


low fan 


lirect the air flow 


fan is available with adjustable 


manent or temporary installation into 


sash-type windows. The speed m 
rors hub is mounted in rubber for 


width ts ( 
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in., height 5012 in. depth 24 in 


) 


There is a 32 in. adjustment for high 


est to lowest point of pedestal. Fan 


may be raised 58 in. high or lowered 


to within 15 in. from floor 


ange 
ey 
art wy 


NY 


M 
) 
ARS 
\ SS 
¥ 


REVERSIBLE WINDOW FAN_____ 
Atlas Tool & Mfg. Co., 5147 Nat- 
ural Bridge Blvd., St. Louis, Mo. 


window fan 
The 24 in 
),000 cfm. and weighs 


Electrically reversible 


comes in two sizes model 
moves up to 
55 Ibs.; the 30 in. model moves up to 
6,600 cfm 


bracket arrangement is designed to do 


and weighs 68 Ibs. A 
away with special installation problems 
The electrically reversible 8 pole pan 
cake type motor has three speeds for 
exhaust or intake operation 


ELECTRIC FOOD MIXER. 


Sunbeam Corp., 5600 Roosevelt Rd., 
( hicago 50, Il. 


Light weight electric food mixer has 
six mixing speeds. The control is lo 
cated on the handle, right under the 
user's thumb. There are convenient 
markings for beating, stirring, blend 
ing, whipping, mixing and folding. A 
wall hanger is included which provides 
a place to hang the mixer when not 


im usc 
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Co 8 UL: 


The Tork Clock Co., Inc., Mount 
Vernon, N. Y. 


Portable plug-in tume switch is 24 hour 
fully automatic and Telechron motored 


It measures 5 in by ) In by 414 in 
This model operates on a.c. only, but 
1.650 


has a Capacity of watts. It is 


rated at 15 amp., 115 volt, 60 cycle, 
single pole. The time switch must oper 
ate in an upright position. The manu 
facturer states that it can be used every 


where 


WINDOW VENTILATORS 
Berns Mfg. Corp., 3050 N. Rock- 
well St., Chicago 18, Hl. 


window venti 


and 20 in 


Electrically reversible 


16 in SIZES 
2.000 


unit is rated at 


lators come in 
model is rated at 
The 20 in 
1.950 cfm. The fans are finished 


The 16 in 
1,550 cfm 
» OOO 
in ivory and carry a plastic name plate 


in two colors 


mr 


GAS PUMP-ISLAND LIGHT____ 


Fluorescent Fixtures of California, 


San Francisco 10, Calif. 


Fluorescent pump island light is de 


signed to cover the entire gas station 


area with optically engineered illumi- 
nation. The shielding cover is sealed 
against leakage and protects sockets, 
lamps and wiring from the elements 
Outdoor 


aled sockets are 


type ballasts, wiring and 


weather resistant 
he fixture is adapted to take cluster 


light units of any style 


WALL AND CEILING FANS____ 


Fasco Inc., Rochester, 
Nm. ¥. 
Outside 
fans come with a removable outlet box 


Industries, 


wall and ceiling ventilating 
An electrician is pictured connecting 
wires from receptacle to power supply 
and about to replace outlet box and 
cover in the sleeve. Two screws keep 
outlet box in place and outside of 
One 
outlet box, according to the manu 


sleeve major advantage of the 
facturer, is that wiring is done more 
easily and quickly out in the open 


beH: 
LOCKING WIRING DEVICES __ 


Pass & Seymour, Inc., Syracuse 9, 
mM. & 

Included in a new line of locking wir 
ing devices are two, three and four- 
wire receptacles, Caps and connectors 
ratings 
bodies 


with 10 and 20 amp The re 


ceptacles have two-piece and 
plaster ears and are designed for easy 
Heavily armored 


caps and connectors have large head 


back or side wiring 
binding screws and ample wireways. 
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STARTERS AND CONTACTORS__ 
Furnas Electric Co., Batavia, III. 


Motor 
are designed to permit mounting di 
Accord 


mount starters and contactors 
rectly to motors at any angle 
ing to the manufacturer they operate 
satisfactorily at 45 degrees. The units 
are available in sizes up to 10 hp. at 
220, 440, 550 volts, polyphase in non 
reversing and in sizes up to 7! hp. at 
140, 


220 volts, or 10 hp., 550. volts 


polyphase in reversing 


LIGHTING TRANSFORMERS 


Marcus Transformer Co., Hillside, 
NM. 5. 

General purpose lighting transformers 
are designed for easy installation out 
They are 
kva., 


single phase and three phase, up to 


doors as well as indoors 


available in sizes from 1 to 15 


600 volts. The models feature class B 
heatproof, hi-dielectric, hi-heat insula- 
tion with the new DuPont Mylar poly- 
The 


is self-contained 


ester film wiring compartment 


DUPLEX RECEPTACLE 


Slater Electric & Mfg. Co., Inc., 
Woodside, L.1., N. Y. 


Combination 3-2 { 


wire grounding re 


ceptacle is rated at 15 amp., 125 volts 
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It is designed to accomodate, at either 


end, both 3 wire tangential bladed 


grounding Caps and conventional 2 wire 
The Is [ | 


approved and is adaptable to dc. cir 


parallel bladed caps unit 


cuits due to polarized parallel en 


trances. The grounding terminal is per 
untin 


manently connected to the m 


strap 








HOME FREEZER 
Ben-Hur Mfg. Co., Milwaukee, Wis. 


Upright 20 cu. ft. home freezer occu 
pies less than 9) Sg tt. of floor space 


18 in. by 29 in.—and holds up to 770 


lbs. of frozen food. This model features 


fester five-surface direct contact freez 


ing according to the manufacturer. A 
new door is designed not to freeze shut 


and three utility door shelves are for 


smiall pac kage Ss 


INFRARED METER _ 


General Electric Co., Schenectady 
5, N. Y. 


Pocket-sized infrared meter measures 


radiant-energy 


intensiues up to 10 
Watts per sq. in liation receiver 


] The ra 


is a sensitive thermocouple especially 


designed for radiation work. The meter 


need be exposed only a few seconds 


when taking measurements due to a 


thin thermo element which provides 


Accuracy 
full 
ot 9300-5500 


rapid response is plus or 


minus per cent of scale value 


over a response range 


millimicrons (4,000-35,000 angstroms 


DEEP FAT FRYER 


Westinghouse Electric Corp., Mans- 
field, Ohio 


j 


Tapered-bowl design deep tryer re 


quires only three pounds of fat tor all 
types of French frying and gives a fat 
Auromat 


surtace area ol 6.7 Sq. in 


heat control dial has a temperature 


The 


degrees | 


Q watts, 11 





WINDOW FANS 


The Emerson 
St. Louis 21, 


Mfg. Co 


Electric 


Mo. 


Reversible window fans can be installed 


in either the lower or upper portion 
of double hung windows. Fittings aré 
furnished on both types of installation 
resiliently 
000 


fan 


Split-phase motors are 


4 in. tan delivers 
d. The 30 in 


at high speed 


rk unted T he 
hig h 


delivers 6,700 


cim. at spec 


ctm 
Chime 


Recessed Completely 


{ chimes grille is seven 


id of the 


ClOSeEd TeCESSE 


mches squal Inste conven 


tional single opening in the resonator 
tubes rhnis rime | 


NuTone, In mncimnnati 


[wo 


opt ninpys 


Ohio 


Insulating Tape inyl plastic elec 


trical tape is a plastic film about 6 mils 


thick. It has a 
The Cap 


tensile strength of 20 Ibs 


per comes in 66 of 


QO ft 


sq. in 
wide and in 10 fr 
in. wide. United States Rub 


New York 20, N. ¥ 


rolls 4, in 


ber Co 





NEWS OF THE INDUSTRY 


Construction Cycles Challenged 


e Considering nation as a whole and all types of building, 
it is doubtful there is a rhythmic flow of activity. 


e One clue to the construction industry's prospects is 
found in the rate of the formation of families. 


EW YORK, N. Y 


held theories concerning the con- 


Some widely 


struction industry's instability and its 
relationship to the boom-bust swings 
of the whole economy are challenged 
in a research study recently issued by 
the Committee for Economic Develop 
ment. CED is a non-profit, non-politi- 
cal organization supported by contribu 
tions from business firms 

The findings of Miles Colean and 
Robinson Newcomb in their new book, 
“Stabilizing Construction, the Record 
Potential,” attack general 
beliefs as: 


and such 

e The construction industry is sub- 
ject to 18 to 20 year cycles of depres- 
sion-precipitating declines. 

e A serious post-war decline, such 
as those following the Civil War and 
World War I, is inevitable. 

e Public works can be counted on 
as a quick and effective means of off 


setting drastic declines in the construc- 
tion industry and the economy as a 
whole, in the absence of greater long- 
term planning, budgeting and coordi- 
nation of federal, state and local pro- 
grams 

e The violent swings in construc- 
tion activity set off broader economic 
fluctuations. 

e Restrictive practices by employ- 
and have 


ers, workers government 


given the intended beneficiaries real 


protection against wide shifts in de- 
mand, supply, prices, wages and em- 
ployment. 

The 
previous studies which led to the 18-20 
year cycle concept apparently “over- 
weighted the residential and possibly 
other types of private building and 
underweighted the public, industrial 
and other larger types of building,” 


partly for lack of adequate data 


economists demonstrate that 


e Their Own Analysis—Mr. Colean 
and Mr their 


own analysis that 


Newcomb indicate in 
There is reason to 
doubt that there is such a thing as a 
normal rhythmic flow of activity, con 
sidering the country and all types of 


construction as a whole. Penetrating 
the statistical desert prior to the first 
World War, we find the landmarks too 
few to render any conclusive judgment 
The data that do exist, combined with 
historical evidence of a more general 
nature, certainly do not support a 
cyclical interpretation 

According to the evidence they as- 
sembled and compared from various 
sources, there was a general trend up 


L880's to World War | 


Ir can be assumed from the enormous 


ward from the 


growth of the nation during that 
period that it was one of fairly con 
stant expansion 

e But In 1860, 1870 
different curve was encountered during 
1860's and 
unlike anything in the history of con 
struction except during its rise and fall 


in the years from 1914 through 1933 


However, a 


the 1870's. This curve is 


Each period encompassed a major war 


and its aftermath and in both cases, 
the fluctuation of construction activity 
was similarly violent. In the years after 


World War Il up to 1950 a 


corre- 


GE Supply Opens New $600,000 Center 


MILWAUKEE, WIS. — Formal 
opening of the General Electric Sup- 
ply Company's new $600,000 distribu- 
tion center was held on February 12 
and 13. The 
located at 540 South First St 


E. J. Petersen, district manager, says 


one story structure 1s 


that the new building was planned for 
the utmost efficiency for the whole- 
sale distribution of electrical goods 
The Milwaukee branch of General 
Electric Supply Co has 


which also 


126 


a branch house in Appleton, Wis., 
serves the eastern two-thirds of Wis- 
consin and the Michigan peninsula. 
The latest types of wiring, construc 
tion materials in the lighting field and 
lighting equipment were used, not 
only for utilitarian purposes but for 
demonstration, points out Jim Pros, 
supplies sales manager for the district. 
Remote control wiring was used 
throughout. Lights throughout the 


building may be controlled either in 


individual clusters or en masse by 


means of low voltage control wires 


leading to central switch panels in the 
office and warehouse areas. Various 
types of lighting equipment were used 
in the construction 


Appliances are 


combination auditorium-display room 


centralized in a 


which is equipped with a large stage 
where water and electrical connections 
may be demonstrated 


(Picture Story on page 97) 
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sponding movement was evident— 


until a new war influence intervened. 
e Future Prospects—As far as resi- 
dential building is concerned, one clue 
to future prospects may be found in 
the rate of family formation. Colean 
and Newcomb point out that after 
World War I, “the annual net increase 
in family formation was at high levels 
1948, falling thereafter 
through 1950. It may be expected to 
drop further in the early 1950's, as the 
deferred effects of the low birth rate 


through 


during the 1930's come into play 

It is noted that by 1955, first mar 
riages will be down and deaths up. The 
prospect is that net family formation 
will probably not be over 40 per cent 
of what it was at World War II's post 
war peak. New residential activity is 
bound, therefore, to be influenced by 
so substantial a change in an important 
element of demand 
e 1960, A Renewed Wave — The 
high birth rate of the 1940's will bring 
an increase in the part of the popula 
tion of marriageable age sometime in 
the 1960's. The number of persons be 
tween the ages of 25 and 30 years will 
be more than 2 
1965 and 3 million greater in 1970 
than in 1960. That part of the popula 
tion classified as old people will also 


million greater in 


be increasing but not so quick as to 
cause the increased number of deaths 
to counterbalance the probable in 
The 


feel a re 


creased number of marriages 


construction industry will 


vived impact from the number of 
families that should grow at a higher 
rate in the late 1960's than during the 
1950's 


taking into mind the disruptions of 


This is all considered without 


another war. 

e Build Relative Stability—The de 
tailed examination of the various meas 
ures employed in the past lead Colean 
and Newcomb to conclude that main 
reliance, particularly in non-war peri 
ods, should be placed on building rela 
tive stability into the economy as a 
This to be 
through general fiscal and monetary 


whole. done primarily 
policies. 

“A freely operating price system, 
continuous technological advancement, 
adequate market information, and, 
above all, a political environment in 
which it will be possible for people to 
save and profitable for them to invest 
If these conditions prevail, only in the 
presence of the most unusual strains 
will it be necessary to be concerned 


with special interventionary actions to 
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alter the flow of investment into con 
struction 

e The 15th Study 
struction: the Record and Porential 


published by the McGraw-Hill Book 
Co 


Stabilizing Con 


, is the 15th book-length study com 
pleted by independent authorities since 
CED 


method of analyzing national issues 


inaugurated its two-channel 


ten years ago. However, it does not 


necessarily the views otf 


CED's Board of Trustees, the Research 


re pre sent 


and Policy Committee, the Research 
Board ot 


Advisory others associated 


with CED 


HAM AND TURKEY ARE LONC SINCE GONE but the memory 
Ele 
Y. ¢ wh 


the 
The 
they 


Johannesen 
Greensbor 


have done f 


good fellowship at 


upper still linger 


the warehouse a 


wn people were joined by local manufacturer 


A MEDITERRANEAN CRUISE is the reason for 


Mrs Their 


tended a 


Joseph Kurzon 


recent luncheon given the 


vacation. Mr. Kurzon is pre 


ih 


i 


grandchildre n 


Cc 


j 


NAED Lighting Committee 
Analyzes Promotion Plans 
CHICAGO, ILI Methods for 


proving and intensifying the merchan 


thi 


dising and selling of residential light 


inv and other more specialized prob 


lems of the industry were presented at 
NAED Residential 


ing Committee meeting 


the recent Light 


Manufacturers, present as invited 
discussions 


outlook for 


good in the 


guests, participated in the 
which concluded that the 


business in 1953 would be 


(Continued on page 136) 


f fun and 
buffet 
affair m 


Christma 
held the 


year 


tric Company 


lesaler 


the past several anneser 


agents an ac alesmen 


the celebratior 


were among the many who 


uple before they 


ph Kurzor lr New York City 


64 day 


left on a 





which ex 


ONE SECTION featur: panel 
plain technical data for the Optiplex fix 


ture verhead. Complete architectural 


alan lus cut-away display permit 
ft f f 


ANOTHER SECTION present 


recessed fixture 


completely 
mounted in red and 
Diffusion and 


yellow-shaded panel boxe: 


cp. data are below fixture which 


close inspection by interested cu 


tomers. Cut-away and practical mounting 
illustrations are complete and accurate 


Views of mounted fixtures are at bottom 


can be easily removed, cleaned or 
replaced by simply lifting the mounting 
board up and out of frame. Sliding panel 


reveals the fixture’s inner working 


Lightoliers Self-Selling Showroom 


EW YORK—A new 


mercial and architectural lighting 


kind of com- 


showroom was recently unveiled by 
Lightolier, Inc 

A product of two years’ research and 
development, the showroom is de- 
scribed as a “working prototype” that 
can be easily duplicated by lighting 
distributors throughout the nation 

A number of devices make the new 
showroom a “fixture 


flexible super 


market.” One unit, called a “demon 


strator, is a large, carefully com 
partmented storage wall in which a 
variety of fixtures are mounted. Closed, 
it looks smooth, clean and functional, 
eliminating the usual clutter of a fix- 
ture showroom. A door opens each 
section and a mounted fixture rolls out 
on a track Fixtures, exposed top and 


bottom, can be easily demonstrated 


A second unit is the “light evalu 


ation area” which enables customers 
to check light effects on swatches of 
building materials, paints, upholstery, 
plaster, cloth, plastics, linoleums and 
any type of wooden flooring, et 

A third area presents graphic prod 
uct data on wall panels. The specific 
fixture is mounted directly above the 
charts analyzing it and the cut-away 
explaining it. 

Lightolier’s fourth contribution to 
easier showroom selling is its Calcu 
The 


these fixtures may be easily exposed for 


lite department mechanics of 
explanation by removing a panel 
Blueprints, building guides for color, 
special units and wiring data for du- 
plicating the showroom—in whole or 
in part—are now available to fixture 


distributors free of charge 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


7 ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 


° ion 
° circulatio 
mbined 
whose ©° 


reaches Many of 
mers 


your 


important custo 
h 

ADS LIKE THESE every mont 
plus DIRECT MAIL 


plus pRODUCT SAMPLING 
: i t to them 
explain and point ov 


T&B product features. 
&B 
REMINDS THEM, TOO, that T 


7219 


distributor. 


Le )d s unt 


qer 
General Sales Mano 


The THOMAS g BETTS CO. 


incorporated 
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Insuliner sleeves slip over cable and snap easily 
into non-insulated bushings, connectors or nip 
ples no tools are needed. Available for con 
duit sizes 42" to 6” 


Spring tension holds Insuliner firmly in place. 
Deep body groove locks behind fitting lip and 
guards against accidental removal. Long skirt 
shields conduit end and provides a smooth, in- 
sulated interior surface even if the conduit is 
burred, uneven, or a little too short 





March, 1953—ELECTRICAL WHOLESALING 


Meet Code requirements with 


T&B INSULINERS 


...and protect cables where they need it most 


Ideal for both new or old wiring systems, T & B Insuliners pre- 
vent cable abrasion due to burred or unevenly cut conduit or 
E.M.T. Made of specially-processed fibre, they line and insulate 
any outlet. 

Make it a habit to always use T & B Insuliners — you'll wind 
up with a job that costs less to install... a job that gets quik k 
approval from inspectors. Patented T & B Insuliners are Under- 
writers’ Laboratories approved for use under 1951 NEC rules 
paragraphs 2339, 3009, 3736B. Write for Data Sheet H2 giving 
complete details. 1.313 


IT’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 

The complete line of T & B fittings for conductors and raceways 301d only by 
recognized electrical wholesalers. It's our way of assuring you the service and savings 
of a friendly local source. Call him for all your electrical need 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts itd., Montreal, P.Q., Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 














. 


Preference for 


WAGNER QUALITY 





builds fitting sales” 





xk wk 


There's good business 
with Wagner Malleable 
Fittings because it is the 
line that is bought for 
service dependability. 
Buyers know they get the 
exact quality required for 
each application. 


The well designed, ac- 
curately made Wagner 
Malleable Fittings are 
available in a wide va- 
riety of types and sizes. 


WAGNER MALLEABLE PRODUCTS CO. 


General Sales Office 
222 W. Adams Street, Chicago 6, Ill. 
Foundry and Plant: Decatur 60, III. 








ie 


WAGNER 








Malleable Fittings 
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Top Salesman 
(Continued from page 63) 





shape a sales plan of action. In case of 
changed circumstances, the salesman 
can be readily contacted to alter his 
plans accordingly. Each week an office 
worker goes over the call reports and 
enters the visit dates and sales results 
on each salesman’s account cards. The 
salesman checks his own cards at least 
every three months. He can compare 
the number of calls with the sales 
volume and decide which accounts de- 
serve more attention and which aren't 
worth visiting as often. 

Each salesman has his own personal 
records and future calls are scheduled 
at least four weeks in advance. Some 
men use Kardex systems; others, small 
black “reminder” books 

The weekly planned itineraries are 
checked against the actual develop- 
ments during the week. After checking 
and recording in a master Kardex file, 
they are passed on to the sales super- 
visor. One of his duties is to prepare 
and distribute a “Monthly Call Report 
Recapitulation,” which is passed on 
to sales and management. The sales 
manager, Alvey B. Reeder, is next to 
receive the reports. He analyzes the in- 
dividual salesman’s monthly sales calls 
and volume and can adapt the com- 
pany'’s sales policies and plans for 
better results 
e Herzog’s Extras—Bill Herzog has 
gone the system one better. He has 
indexed his own customers in a small 
metal file box and on each card he lists 

e Customer's name and address and 
type of business? 

e Who to see? (purchasing agent, 
manager, electrician, engineer, etc. ) 

e What samples have I shown? 

e What can I show? 

e What products are they buying? 

e When was my last call? 

e When should I call next? (and 
any other pertinent information). 

The cards, arranged alphabetically, 
ire selected before each day according 
to Herzog’s own geographic time-sav- 
ing sequence, and placed in his wallet, 
ready for quick use. Knowing the exact 
names of the people to see saves time, 
avoids “wrong-name friction” and sales 
resistance 

On the Friday before his next selling 
week, Herzog mails post cards to the 
customers he'll call on. The card pro- 
vides space, under the caricature of 
a salesman, to fill in the date and ap- 
proximate time of his visit. In addition, 
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he keeps an extra set of sheets for each 
day's group of firms in his territory 
Next to each name he marks the month 
and day of the last call made. Any 
exceptions on his route are duly noted 
with reasons. His routing saves time 
and unnecessary back-and-forth travel 
through crowded, traffic-tied Baltimore 
e Readiness Pays—Doesn't all this 
preparation take time? Sure, says Her- 
zog, but the time is well invested for 
future dividends. The system takes time 
to set up, but it gives him a solid oper 
iting base, a good battle plan, and in 
formative sales help to better serve his 
accounts. He can see more customers 
per day, sell more merchandise, and get 
out to look for more business. He can 
review and analyze his work and then 
make further plans to concentrate his 
efforts where they'll pay. 

Herzog looks at it this way. Anything 
that helps him do a better job is worth 
a bit of extra effort. That's why he 
carries his sample bag and keeps tabs 
on what he’s shown customers. To 
many an industrial purchasing agent in 
the Baltimore area, he’s known as 
“What's new?”. When he hears the 
question, Herzog quickly puts a new 
sample right in the customer's hands 
Invariably, the purchasing agent or 
plant superintendent will look it over 
and send him down to the electrician 
or plant engineer—'the man to see 
This saves time and gives him better 
and more profitable contacts 
e Back to “Normal’’—Before the 
war, Tristate had a more detailed call 
report. It provided management and 
the salesmen with more precise and 
helpful information. After the war, 
use of the form was regarded as a 
waste of time by most salesmen who 
were high-spotting and priority-selling 

As priorities and controls have gone 
out, salesmen are once more “scouring 
their territories,’ says Robert A. Stott, 
president of Tristate. “High-rated sales- 
men who've been high-spotting and 
ignoring the smaller accounts have 
turned their efforts to clean-sweeping 
their trade areas. Call reports, especial 
ly helpful when you visit many small 
accounts per day, are becoming impor- 
tant again. You can't trust to memory 
What we're trying to do is to educate 
salesmen, particularly the younger fel 
lows, in terms of benefits they'll get 
from well organized sales account rec- 
ords. We don’t want to stifle initiative; 
we'd just like salesmen to think about 
the sales help they can get from call- 
reports and a little common-sense book 
keeping.” 
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For Better Overall 
Electrical Protection 


™ 


(i. 


Sell 


= C-o-o-l 
OPERATION 
through 


SCREEN VENTING 


Pierce Fuses operate 10 to 40% cooler 
other fuses because their venting permits free 
flow of air through the interior. They do not 
blow during safe overloads. This also prevents 
afterblow, because dangerous gases and pres- 
sures have a ready escape if a link lets go 
to protect equipment. 


HIGH-PROFITS 
plus : 
“REPEAT” BUSINESS = 


Yes, Pierce Quality Fuses are high-profit items. 
Easy to sell, too, because Pierce quality is 
recognized. The cases, for instance, last 6 to 8 
times longer. Their tubular bridge assures 
continually correct knife blade alignment and 
perfect clip contact. 
All Pierce Quality Fuses are 
equipped with the famous 
Balanced Lag Links. 
WRITE for this informative booklet 
which shows how you can offer 


better all-around electrical protec- 
tion at greater economy 


ALSO A COMPLETE LINE OF QUALITY NON-RENEWABLE FUSES 


PIERCE RENEWABLE FUSES, INC. 


LEICESTER NEW YORK 





SEWA Faces the Future 


(Continued from page 94) 


the Federal Con- 
Bill 
take the profit out of bid shopping and 
bid peddling 


duced in Congress 
struction Contract which would 
It requires the general 
contractor to name his sub-contractors 
prices. If the 


savings, if any, go to the 


and their 
shifts, the 


contractor 


government. ) 


© Questions A good indica 
tion of what supply and merchandising 
southern 


problems are besetting the 


distributor, and how manufacturers 
are trying to solve them, was brought 
out in the various panel discussions 
and by the large number of questions 
from the Here are 


produc t 


convention floor 


the highlights, according to 


classific ation: 


e On Wire and Cable—Special 
interest centered on supply and price 
Fred Marks, Rome Cable Co., and Carl 
Menger, Triangle Conduit & Cable Co., 
agreed that supply will be sufficient for 
demands by the last half of 1953 
Higher prices scem likely if price con- 
trols are removed or the government 
realizes the present metal situation and 
allows producers to pass on higher 
COSTS 

Domestic copper producers have 
negotiated higher wages and the in- 
crease in operating 
likely to be reflected in increased cop- 
per prices later. With higher domestic 
prices, the chances are that scrap deal 
ers will let go the stocks they have 
been holding, 

Temporary 
rubber, 
neoprene 


other costs are 


awaiting better markets 
shortages of synthetic 
influencing short supply of 
cable, is due to clear up 
shortly. 
The need for some of stand- 


ardization in 


type 
manufacturers price 


sheets came up for discussion. The 
opinion brought out is that manufac 
turers should identify more clearly just 
what prices are changed. These price 
changes should become effective only 
when sent on printed forms 
Deliveries of wiring devices should 
improve this year, even on polarity 
devices. High levels of production 
should ease shortages—on special de 
manufacturers must 


anticipate demand and set production 


vices, too—where 
schedules well in advance 

e On Conduit—The supply situ- 
ation is still loaded with a lot of “ifs,” 
with the future depending on govern- 
ment programs and availability of raw 
materials. The opinions expressed by 


132 


R. C. Bennett, 
Products Corp., and H 
Republic Steel Corp., 

hope that the situation might ease in 
Their thinking is 
the possibility of in- 


Jr., National Electric 

R. Coward, 
showed some 
the second quarter 
influenced by 
creased steel-making capacity coming 
into operation 

Distributors were cautioned to keep 
manufacturers informed as to their re- 
quirements so that producers do not 
lose their position on steel mill 
schedules. 

Pricewise, the situation on 
conduit is likely to correct itself when 
OPS expires 
level prices. 


present 


Then competition wi'l 


e On Lighting—Industry relations 
and correct channeling of information 
were highlighted 
that manufacturers of lighting equip- 


It was emphasized 


ment should sell only through recog- 
like 


wise, distributors should sell through 


nized electrical distributors, and, 


contractors and not direct to users 

the discussion turned 
to the question of equipment trouble 
and the “chain of command” 
information should go through. It 
was the opinion of industrial and com- 
mercial lighting equipment men that 
if equipment trouble develops on the 


That stressed, 


such vital 


job the contractor should notify the 
distributor who in turn should notify 
This should be done 
engineer can investigate 
make the necessary 


the manufacturer. 
so that an 
the trouble and 
adjustments. 
Opinion on was that the 
trend will be slightly higher and will 
depend largely on the price of metal 


prices 


e On Switches, Motor Controls 

Supply of motor controls is improv- 
ing, and with manufacturers working 
ot backlogs, the prospects are for bet 
ter shipments. The switch 
should be very this year, 
with production volume sufficient to 
meet demands 


situation 
satisfactory 


Broader markets can be developed 
for devices if distributors gain a wider 
knowledge of their uses. It was stressed 
that distributors should not allow out- 
siders to service the local controller 
market but should go after such busi- 
ness because of their local service and 
supply facilities. 

It was pointed out that contractors 
are looking to manufacturers of panel- 
boards for direction because whole- 
salers have not shown sufficient inter- 
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YOU 


ABOUT 


losion Housings 


by HOPE 


... and the ad on the opposite 
page that has been telling and 
showing your customers how 
completely their Class | require- 
ments can be filled by HOPE. 


We want you to recognize the 
sales possibilities —- the many 
uses in: 

@ NEW CONSTRUCTION 

@ CHANGEOVER AND EXPANSION 

@ APPARATUS ENCLOSURES 

(Incorporated with Original Equipment) 
Catalog 52A lists and describes 
them so they're easy to specify 
— easy to order. 

81 SIZES AVAILABLE 

45 SIZES STOCKED AT NEWARK 


Don't overlook the sales possibilities of 
this line—it's a non-stocking profit maker 
for you. 

—and you're protected by our 100% 
wholesaler policy. Just let me know if 


you need our catalog. 


AO Grau 


W. E. Cavanagh, i. en.’ Mgr. 


ELECTRICAL PRODUCTS CO., INC. 
338 Wilson Ave., Newark 5,N. J. 
Mitchell 2-4426 
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LARGER SIZE COVERS 
CROSS-RIBBED 


STANDARD 
CONSTRUCTION 


BOSSED; DRILLED 


EXPLOSION PROOF JOINT 


& TAPPED ENTRANCE 


as 
SPECIAL 
CONSTRUCTION 


INTERIOR 
MOUNTING BUTTONS 


Leading engineering and erection firms agree: 


EXPLOSION HOUSINGS by HOPE 


For hazardous locations, 
you can count on 


FIRST, see how thoroughly Explosion Housings by 
Hope meet every requirement for installation in 
Class I, Groups C and D hazardous locations. 


Boxes and covers are of extra-strong construction. 
Covers are cross-ribbed on larger boxes. (Natu- 
rally, like all Boxes by Hope, Explosion Housings 
are of strong, dense cast iron, hot dip galvanized 
for both service durability and lastingly attrac- 
tive appearance.) 


Precision finished metal-to-metal joints assure ex- 
plosion-proof construction. Housings have been 
successfully used as junction and pull boxes and 
as enclosures in refineries, chemical plants, paint 
plants, dry cleaning establishments, powder mills 
and pumping stations. 


HOPE 


ELECTRICAL PRODUCTS CO., INC. 
338 Wilson Ave., Newark 5,N.J., Mitchell 2-4426 
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NEXT, see how easily Explosion Housings by Hope 
meet your every need: 


You can select the Housing you want from a list 
of 8/ standard sizes. 


You can order special modifications at moderate 
cost. For instance: entrances can be drilled and 
tapped to your specifications. Bosses can be sup- 
plied to insure five threads on larger-sized conduit 
holes. Interior blind-tapped mounting buttons 
can be furnished for safe and easy installation of 
apparatus or panels. Heavy covers can be pro- 
vided with bronze hinges. 


AND. . . you can order the Explosion Housings 
you want — standard or with special modifica- 
tions — through your local electrical distributor! 





The "'Visuvalier” 


> The "Thin-Panel"’ 


The ‘'Gar-See-Lite”’ 


1. The “Visualier” .. . the aristocrat 
of the Garcy line... long recog- 
nized as the finest in school and 
office lighting. Has illuminated 
sides and 45° x 45° shielding. 
Recommended where the customer 
wants the finest in appearance, 
quality and efficiency. 


The **Thin-Panel” graceful 
design and high-quality construc- 
tion at a moderate price... ideal 
Plastic or 
metal side panels, 2-lamp or 4-lamp 
units, fluorescent or slimline. 


for stores and offices. 


The ““Gar-See-Lite” . . . probably 
the lowest priced quality fixture on 
the market today. Most versatile, 
too, with a choice of plastic, illu- 
minated metal or opaque metal 
side panels, 2-lamp or 4-lamp units, 
fluorescent or slimline. 


In addition—here are other popular Garcy fixtures 
for a wide range of lighting applications . . . 








——T 


Ch 


CIRCULUX: for sil- 
vered bow! lamp. Sur 
face, recessed or pen- 
dant mounted types 


TXTT? 


Wii) 


TROFFERS: 1, 2 of 3 
lamp rows; 4, 6 or 8 
ft. lengths. Louvered, 
glass-bottom, or lens. 





INCANDESCENT Units 
Swivel display, re 
cessed, pendant hang 
ing, and Spot-a-Lites 


ADDA STRIP for slim- 
line or fluorescent 
lamps. Lengths 18 
inches to 96 inches. 








ema 





New Garcy 
Ready Now! Write for 


GARDEN CITY PLATING & MFG. CO. 


1740 NORTH ASHLAND AVENUE 
CHICAGO 22, ILLINOIS 


wor =| CY 


lighrin 
*Wipme, 
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est or are not equipped to meet the 


technical problems in design and 
operation 

e On Boxes and Fittings—W ith 
a strong bid in 


competition with copper, distributors 


aluminum making 


of boxes and fittings are looking to 
manufacturers to supply suitable items 
Opinion was that present research will 
bring about development of suitable 
equipment to meet market needs. 
The widest application of alumi- 
num, according to the panelists, will 
distribution, 
along with house service drops. But it 


be in transmission and 
will not dominate the inside wiring 
market because aluminum requires one 
size larger than copper. 

Opinion was expressed that the fit- 
tings market will stabilize at present 
levels. Also, that the disturbed situa- 
tion in the market on boxes will soon 
work itself into a more stable con- 
dition. 

Election of officers and board mem- 
bers took place at the SEWA meeting 
W. H. Butt, Butt’s Electrical Supply 
Co., Charleston, S. ¢ elected 
president. Cecil J. Matthews, Mat- 
thews Electric Supply Co., Birming- 
ham, Ala., is the new vice president. 
M. | re-elected executive 
vice president, and Fred H. Dendy, Sr., 
treasurer 


was 


Tice was 


The board of governors is composed 
of Ben S. Weil, Mayer Electric Supply 
Co., Aisa; ©. 2. Bic- 
Gowan, McGowan Electric Supply Co., 
Tallahassee, Fla.; J. E. Thompson, 
Thompson-Wilson Co., Atlanta, Ga.; 


Birmingham, 


B. F. Buchan, Southern States Supply 
Co., Charlotte, N. C.; John W. Shealy, 
Shealey Electrical Wholesaler, Inc., 
Greenville, S. C.; and H. D. Roden, 
Roden Electrical Supply Co. Knox- 
ville, Ralph W. 


Thurman-Logan Electric Supply, Chat- 


Tenn Thurman, 


tanooga, Tenn., is governor at large. 





Getting Set for Fan Selling 
(Continued from page 75) 





pieces which the fan manufac- 


| turers will furnish this year 


e A home builders’ show, sponsored 
by the wholesalers and contractors of 
Bridgeport, to be held in early spring. 

© Direct mail pieces to architects in 
the area, pointing up the advantages of 
built-in fans to new home design. 

@ Use of the NAED sales 
booster, “Cool and Better 
Health With Electric Ventilation,” as a 


new 
Comfort 


direct mail piece to the consumer as 
well as the contractor. The pamphlet is 
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written for consumer education on the 


benefits of attic, kitchen and window ti bs t 

type fans. Space is provided for stamp iny. ee U i 
ing the retail dealer's name and ss ait 

address. LS) 2 * 


@ Wider distribution of the fan 


catalog. » " 
In addition to these promotion ef- | Ze * WIRE 
forts, sthe Unired Illuminating Co ‘- 4 je 
plans to do more this year to get across / ' CONNECTORS 


the fan and ventilation sales message 


This will mean: * MONEY! 


® More newspaper advertising ye ° TIME! 
earlier in the year a" 
® More space in business office win ¢ TROUBLE! 


dows for the bigger and better displays Scientifically designed to accommodate more wires in less space, DE* Wire 
Connectors perform wire-connection miracles! No tape .. . no solder no tools 
Just a twist of the finger guarantees a pull-proof, vibration-proof, weather-proof 
e Additional radio spots wire connection every time! There's a UL-listed DE* Connector “custom made” 
e@ Env elope stuffers bearing hot for every job... large or small... a wider variety than any other line! 


weather recipes and the attic, kitchen, BAKELITE CONNECTORS _ treticot cone 
$ 


"Ke , » re | No. DE-13 pring Type) 
window fan “Keep Cool” message SMALL~Capecity FOR STANDARD WIRING JOBS 


Tower believes a full-scale nation! 2, 3 or 4 #18 Solid : ' 


i or 3 218 Stranded a 
campaign COU open an enormous _ DE-14 up “ a 
new market for fans and ventilation STANDARD-Capacity 
4 #16 Solid: 
( ompared with other cooling meth or 3 #14 Solid 
ods,” he states, “fans are the best buy - MA-1-SI 
; , INTERMEDIATE 
If the consumer can only be shown Capacity: 2 or 3 #12 Solid 
what, for example, one attic fan can d: o* oer oe ‘. 
ex erg eS UR TS DE-16 


for much less money, there’s no limit to LARGE- Capacity 
S10 Solid me 4612 Sod Me. OBS Me, O14 Me. MA-1-8) Ne, OS-16 


that manufacturers will provide 


future sales volume. The season is 


short; you've got to hit the consumer Pease 
¢ ‘ (Bro pe! screw Type) 


hard—and that’s exactly what we'll do 
here in Bridgeport this year Z ed BAKELITE 
| | CONNECTORS 





News Notes from NAED 


(Continued from Page 119) 


FOR HEAVY WIRING JOBS 
ub No. MA-1 


Capacity 
2, 3 of 4 218 Solid 


nors from Zone 3. NAED’s President ; : AA kA ee 





2 


George F. Hessler, Graybar Electric Co No. MA-2 
ay ee ; : ; or Capacity 
New York, addressed the meeting. Ad : 2 #10 Solid 
3 or 4 #12 Solid 


) 
ees were given ; Ww ex- dent 
dresses were given also by ex-Presiden po bts Baer 





Peirce; Executive Director Pyle; and 


L. M. Nichols, consultant to NAED's FOR EXTRA PORCELAIN 
Operating Cost Commiuttec CONNECTORS 
(Molded Thread) 


PYLE OFFERS ECONOMY on any job! 7 


SLOGAN FOR 1953 
7 , AVAILABLE IN 4 SIZES: 
> ares et ’ , ondt d 
1e area meetings so far Conducte No. 0 No. 3 
this year reveal a concern on the part MIDGET SMALL 
of members as to the economic situa No. 4 No. 6 
tion whi¢h confronts them. Mountins STANDARD LARGE 
costs of operation and the increasing Capacity range: From 2 or 3 No. 18 
solid or stranded to 3 No. 14 solid or 2 
severity ot competition are becoming No 
more and more important to them 


More aggressive as well as more posi *DE...DOUBLE ENGINEERED: 


tive selling effort looms up as the INSIDE for safety... permanence...maximum holding strength 
OUTSIDE for easy finger grip...neatness...super compactness 


12 solid or stranded 


prime factor in maintaining positions 


in distribution IMMEDIATE DELIVERY FROM STOCK 


For FREE samples plus catalog sheets and price lists 


Recognizing the seriousness of th suquent an eomupany dnneckend to Bae. nap 


development, NAED’s Executive Di 


rector Chas. G. Pyle offers the follow 
ing slogan for the guidance of distrib 








utors in competitive 1953 
“What Counts is Cutting Costs 
Not Cutting Prices.” 677 Broadway New York 12, N. Y. 
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In Canada- 


‘ = . c a | , + 
vty for 
ie Ly 


SHAWMUT 


® 


Super-Current Slayer 


Here are just a few of those who use 
Amp-trap to prevent the development 
of heavy short-circuit currents. Light- 
ning fast Amp-trap with its Interrupt- 
ing Rating of 100,000 Amperes R.M.S. 
at 600 Volts and below, saves them 
money. It provides complete and posi- 
tive short-circuit protection at lowest 
cost and permits the safe, quick and 
economical expansion of existing power 
circuits. It will pay you to investigate 
Amp-trap. Do it now. Write for Amp- 
trap bulletin and ask for prices. 


-~ POWERLITE DEVICES Ltd., Toronto & Montreal 


THE CHASE-SHAWMUT co. 


372 MERRIMAC STREET © NEWBURYPORT, MASSACHUSETTS 


Tri onic 


Cry cy SI 


c-Q-T Trionet ove Q-Tiee ss FUSE WIRE 


(Continued from page 127) 
residential lighting field if sound mer 
chandising programs and aggressive 
selling were employed. 

Chairman Jack I. Bogdan, The B. & 
B. Electric Co., Cincinnati, who opened 
the meeting with a review and fore 
cast, concluded that if the million unit 
housing pace continues as in the past 
four years, good business will continue 
in residential lighting. If the building 
spree levels off the only hope of main 
taining volume will be in the re-fix 
turing end of the business. 

Edward F. Anixter, Englewood Elec 
trical Supply Co., Chicago, described 
the coordinated showing of more than 
100 fixtures at the Chicago Modern 
Living Exposition last year. It was suc- 
cessful and proved that the public is 
interested in better residential lighting 
and needs only to be shown by actual 
demonstration 

Charles E. Argast, Farrell-Argast 
Electric Co., Indianapolis, outlined the 
company’s advertising campaign in de 
tail including dealer mailings, attend 
ance at lighting shows, improvement 
in their own display rooms, etc. 

Mario DiSandro, Equitable Electric 
Supply Co., Pawtucket, R.L., urged that 
a national certified lighting fixture pro- 
gram be developed along the same 
lines as the National Adequate Wiring 
Program 


Electrical Equipment Co. 
Plans New Building 


AUGUSTA, GA.—Plans for the 
construction of a one story building for 
the Electrical Equipment Co., this city, 
includes the latest in warehousing and 
materials handling equipment. 

The building will have a total area 
of 23,000 square feet divided into of- 
fices, a display area, counter sales facili- 
ties, warehouse and shops for the re- 
pair of electric motors and other equip- 
ment. Thomas R. Duncan is manager 
of the company whose terrifory covers 
Georgia and South Carolina. 





ud MITH ELEC] 
EGS | 
© ot | i" 


ul 
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CALENDAR OF EVENTS 


Edison Electric Institute 
Annual Sales Conference 
Chicago, Ill. 
March 30-April 2 
Progress In Electrical Equipment 
The Se. Louis Electrical Board of Trade 
Kiel Auditorium 
St. Louts, Mo 
April 21-23 
Second Electrical Industry Show 
Conrad Hilton Hotel 
Chicago, Il. 
May 11-14 
National Fire Protection Association 
Edgewater Beach Hotel 
Chicago, III. 
May 11-15 
Fifth Nat'l. Materials Handling 
Exposition 
Convention Hall 
Philadelphia, Pa 
May 18-22 
Electrical Mfgr’s. Representatives Assn. 
of Michigan, Inc 
State Fair Ground 
Detroit, Mich 
May 19-22 
NATIONAL ASSOCIATION OF 
ELECTRICAL DISTRIBUTORS 
iSth Annual Convention 
Chicago, Ill 
May 24 ) 
Nat'l. Assn. Of Electrical Distributors 
Pacitic Zone 
Huntington Hotel 
Pasadena, Calif 
June 8-10 
National Electronic Distributors 
Association 
1953 Convention and Conference 
Chase Hotel 
St. Louis, Mo 
September 14-16 
National Electronics Conference 
Oth Annual Conference 
Hotel Sherman 
Chicago, Ill 
September 28-30 
Eastern Electrical Wholesalers Assn. 
nd Nat'l. Electrical Industries Show 
69th Regt. Armory 
New York, N. Y 


September 29-October 2 
Buffalo Electric Co. 
Marks 55th Anniversary 


BUFFALO, N.Y.— The Buffalo 
Electric Co., recently marked its 55th 
anniversary and the observance 
couldn't have come at a happier time. 
The company has just finished a year 
in which the volume of its business 
topped $15,000,000, a new peak—and 
its future prospects are bright. 

Employment has doubled since the 
company’s 50th birthday in 1948. It 
now has 800 on the payroll, including 
70 field superintendents and 700 elec- 
tricians and helpers. A new $100,000 
warehouse addition has just been 
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PIPE MOUNTING 
HOUSE BRACKETS 


G 
ORE FUSSING OR FUMIN 


-_ = 


. 


(PATENTS APPLIED FOR) 


Here's what your trade 
has wanted all along. Porcelain Prod- 
ucts offers you the first easily attached, 
low priced Pipe Mounting House Bracket for 
use wherever electrical conductors are fastened 
to pipe. They're perfect for residential, indus- 
trial or rural wiring jobs .. . ideal for ranch 
type housing with wide eaves. And they save 
contractors’ time, money, avoid costly delays. 
Write for prices, literature and plan a stock 
on hand to meet the demand. 


r 
Single Point Unit for 1%” 
, , | —-1y”"; 2” and 2'4” pipe 
Three Point Unit 41/2" or 6” wire 
spacing, for 2’ and 2!/2" pipe 


Porcelain Products, lac. 


FINDLAY, OHIO 





FULLMAN Latrobe 


milcYelateolim uxeteltlers 


ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 


ADJUSTABLE 


GANG FLOOR BOXES 


1-2-3 AND 4 


NOZZLES any 
FLOOR Box 
ACCESSORIES 


FLOOR JUNCTION 
BOXES 


1S 
yt x out ” 


INSULATOR 
SUPPORTS 


j conou't 


ND | 
pire a RNGERS 


ARMORED 
CABLE SUPPORTS 


CABLE CLIPS 


STAPLES 


fish “— 


Pullman Manufacturing Co. 


LATROBE. PA. 


“Latrobe” Floor Boxes and Wir- 
ing Specialties are designed for 
quick, easy installation and supe- 
rior performance. “Latrobe” 
products do their job smoothly 
and economically. 


All adjustable boxes are now 
equipped with a positive bond 
which makes them completely 
fire proof. 


No. 110 
Watertight 
Floor Box 


Unique, practical design 
cuts installation time; 
makes safer job and leaves 
more wire space inside box 
Cover plate is 3%” in 
diameter 


Keystone 
Fish Wire 


Ten sizes—for lightest 
work to heaviest power 
wiring. 100, 150, and 
206 foot coils. 


Insulator Supports 


Fasten porcelain or glass insu 
lators to steel framework with 
out punching holes. 4 sizes— 
”, Ve", a ane 2". 


We are equipped to design and furnish 
special requirements on short notice. Send 
your blue prints or rough sketches 


Write for complete catalog 
and price list 


JEFFERSON STREET 


opened at the 57 West Mohawk St., 
facilities. 

The key to success in any business 
is keeping abreast of new knowledge,” 
says President Karr Parker. “We have 
kept pace with progress. This has 
meant not only keeping pace but stay- 


ing ahead.’ 


January Housing Starts 
Down 7 Per Cent 


WASHINGTON, D. C.—Housing 
starts declined by nearly 7 per cent 
from December to 71,000 units in 
January, according to preliminary esti 
mates of the U. S. Labor Department's 
Bureau of Labor Statistics. The decline, 
almost all in residential housing, oc- 
curred in the northern sections of the 
country 

Relatively sharp gains occurred in 
the southern regions particularly in the 
south central states. Public housing 
authorities started about 4,000 new 
units during January, about the same 
as in December 

Although the January start total 
was 9 per cent above that for January 
1952, it was under the 78, 700 unit 
level for January 1950 and the 85,900 
estimate for January 1951. 

The seasonal adjusted annual rate of 
total non-farm housing starts (private 
and public) was 1,157,000 in January, 
compared with 1,237,000 in December 
and 1,160,000 in November 


Hart Electric Supply 
Adds 20,000 Square Feet 


AUGUSTA, GA.—Construction of 
a one story building of 20,000 square 
feet has been undertaken by the Hart 
Electric Supply Co. The new building 
will contain offices, a sales room, lobby 
and counter sales facilities together 
with a lighting fixture display room 
and adequate warehouse space 

C. W. Foley will be in charge of the 
warehouse and W. E. Spencer will be 
in charge of counter sales. 

Hart Electric Supply has been ap 
pointed distributor for the John C. 
Virden Company's lighting fixtures 
They also handle Westinghouse mo- 
tors, transformers, industrial and com- 


mercial lighting equipment. 


Electric Range Promotion 
To Be In April, May 

NEW YORK, N. Y.—The time for 
the concentration of promotion on 
electric ranges will be April and May 


A recent survey made among Edison 
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GEORGE A. MEYERS supervises motor 
control sales and sales of all! allied 
products as motor control specialist for 
the Englewood Electrical Supply Co., 
Chicago. Before assuming this newly 
created position he was a sales engi- 
neer with the Chicago office of the 
Allen-Bradley Co. Mr. Meyers is a 
graduate engineer from lowa State 
University 





Electric Institute members showed that 
approximately 85 per cent of those 
who replied, plan electric range pro- 
motional efforts during those two 
months 

The slogan—"Women Who Know 

. Cook Electrically!""—will be made 
available, through the Edison Electric 
Institute, in the form of wall posters 
and window strips. It will be offered in 
glossy prints from which reproduc- 
tions can be made for advertising logo- 
types, truck posts, strips for outdoor 
poster boards, for letterhead and bill 
imprints and in local television 

Other available material will in 
clude booklets, a window display piece, 


7 


and a 27-minute full color movie 


Electrical Items Third 
In Total Air Freight 
CHICAGO, ILL——United Air Lines 


reports that electrical equipment 
ranked third among the ten chief items 
of air freight in total weights flown by 
that company last year. This was the 
same relative ranking as in 1951 

E. L. Dare, United’s manager of 
cargo sales, noted that electrical equip 
ment was topped in tonnage only by 
machinery and cut flowers and led such 
items as aircraft parts and accessories, 
wearing apparel, printed matter and 
automobile parts 


. 

Remington Expands 

7 e,° . 
Air Conditioning 

AUBURN, N. Y.—Further expan- 
sion of the sales organization of the 
air conditioning division of Reming- 
ton Corporation is due to a steadily 
increasing demand for Remington's 
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MARKET 
TWO WAYS! 


Keapidad TED 
“SILVER SHIELD” 
om 


Fae 


semen 
CELLAR DRAINER 


1) Pumps more water than 
any other drainer in its class 


2) Lowest nationally — 
ode 


advertised price Ilustroted 


$4925 for the 
RETAIL! galvanized model 
$5925 for the 

RETAIL! all-brass model 


New Rapidayton “Silver Shield” Cellar 
Drainers offer two big extras to make 
your selling job easier — extra high 
pumping capacities ... extra low retail 
prices. Both galvanized models and all- 
brass models will pump from 440 to 1300 
gallons per hour more than most com- 
petitive drainers. Retail price for the 
galvanized model ($49.95) is the lowest 
price advertised nationally, and the all- 
brass model ($59.95) retails for less 
than most galvanized models on the 
market today. Phone or wire your orders 
now—or drop a card for more details. 


Kepoidadg Gow 
THE DAYTON PUMP & MFG. COMPANY 
500 Webster St., Dayton 1, Ohio 


JOBBERS: New “Silver Shield” promotion 
materials including ad mats, display card and 
advertising circulars will be ready soon. Ask 
for yours by letter. 

DEALERS: Check with your jobber about the 


“Silver Shield” promotional material prepared 
especially for your use. 
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ANCHORING and FASTENING DEVICES 


aT Sede 


ARROFIUTE CARBIDE MASONRY DRILL 


2 md) 


TWO WING 
SPRING-TYPE 
TOGGLE BOLT 


om) 


SPRING HEAD 
STEEL TOGGLE BOLT 


FA , 
RIVETED HEAD 


TOGGLE BOLT 


CO cema3<) 


LITTLE MAJOR TURNBUCKLE 


=) 


FOUR-POINT HAND STAR DRILL 


(Sisiepajere 


> SCREW EXPANSION SHIELD 


A-C-E EXPANSION SHIELD 


DOUBLE EXPANSION SHIELD 


O-E EXPANSION SHIELD 


ARRO.. . 


MACHINE SCREW ANCHOR 


f, SEE ——_—_> 


THREE-POINT DRILL POINT 


[——— = _— 


FOUR-POINT DRILL POINT 


Se Se 


TWIST DRILL POINT 


STUD BOLT ANCHOR 
LEAD SCREW ANCHOR 


MAL-LEAD BOLT ANCHOR 


RUBBERGRIP 
DRILL POINT HOLDER 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 
1440 Boone Ave., Marion, Ohio 


SHHSSSHSSSHESHEHSHSHEHHEHEHSHESHESHESHEHEEEHEEEHEEHEHEESHE SHEESH ESCEEHEE EET EESEESESEE SEES @eeeveeeeeeee eee eee eee eee eeeeeeeeeeeeeee Sete 


console and window units states MLL. 
Judd, general sales manager. 

The increasing demand coupled 
with stepped-up factory production, 
has shown that a revamping of sales 
territorities was advisable. An across- 
the-board cut of $10 to $40 in 1953 
prices of console room air conditioners 
and a $20 34 hp. 
type also an- 


reduction in a 


window model were 


nounced 


interstate Electric Co. 
Purchased By Rupe, Inc. 
“NEW ORLEANS, LA.—The Inter- 
state Electric Company and the Auto 
Lec Stores of Louisiana, Mississippi. 
Alabama and Florida have been pur- 
chased by Rupe, Inc., a Louisiana cor- 
poration 

D. Gordon Rupe, Jr., is president of 
the new corporation. Robert E. Den- 
nard is vice president and Walter H 
Weil, Jr., is secretary-treasurer. Percival 
Stern of New Orleans, principal stock- 
holder of Interstate Electric, remains as 
chairman of the board. W. D. Ben- 
nett is executive vice president and 
general manager 

Mr. Weil represented the firm of 
Howard, Weil, Labouisse, Friedrichs 
and Co., New Orleans, joint purchaser 
of the properties with Dallas Rupe and 
Son, Dallas, Tex., in negotiations for 
the sale. The final sales price was ap- 
proximately $3,000,000 


C. B. Scott Co., To Handle 
Norge Appliance Line 
SCRANTON, PA.—The Charles B 
119 Franklin Ave., this city, 
has been appointed to handle the com- 
plete Norge appliance line in eight 
counties of eastern Pennsylvania. 


Scott Co., 


L. L. Scott, Jr., is president of the 
firm. The announcement was made by 
H. L. “Red 
charge of sales for the Norge division 
of the Borg-Warner Corp. 


Clary, vice president in 


Michigan Mfg. Rep’s. 
To Hold Show In May 

DETROIT, MICH.—The Electrical 
Manufacturer's Representatives Asso- 
Michigan will hold its 
Electrical Exhibition for 1953 from 
May 19 through May 22. The bi-an- 
nual show is being held at the Michi- 
gan State Fair Exhibition 
Building in Detroit. The exhibition 
opens at 7 P.M. on May 19 and con- 
tinues from 2 P.M. to 11 P.M. daily, 
May 20, 21, 22. 

Admission is by invitation only and 


ciation of 


Grounds 
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an attendance of over 15,000 is ex- 
pected to see the latest improvements 
in electrical equipment, construction 
materials, controls, wires and cables, 
devices, apparatus, industrial and com- 
mercial lighting. It has been planned 
to stage the exhibit during “Electrical 
Week” in Michigan, a state wide pro- 
gram sponsored by the entire electrical 
industry that begins May 18 


Picture Light Made 
Available To Wholesalers 


MILWAUKEE, WIS.—Firefly pic 
ture lights have been made available 
to electrical wholesalers on a selective 
basis according to the Northern Light 
Co., manufacturer of the item. Whole- 
saler distribution is expected to im 
prove sales and to reduce cost for the 
retailers 

Previously retail dealers have ob 
tained the picture lights directly from 
the factory and paid shipping costs 
out of dealer margins. Almost half of 
the available distributorships, says the 
company, were closed shortly after re- 
ceipt of the initial announcements 

The picture lights come in a re 
styled modern carton. A new master 
shipping case is included in the design 
and is expected to facilitate stocking, 


handling and reshipping 


Hubbard And Company 
Elects New Officers 

PITTSBURGH, PA Joseph V 
Smith has been elected both chairman 
ot the board and chairman of the exec 
utive committee and James H 
Knowles has been elected president of 
Hubbard and Company by the board 
of directors 

Mr. Smith came to Hubbard and 
Co., in 1915. He started as an office 





Pe rhap tni would be a g d 
moment to get your mind off the game 
and back t the discu ' f your 


BX need 
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Two of the MOST 


PRACTICAL FANS 








BELTED 
VENT SET 


This “Buffalo” Belted 

Vent Set is juste the 
quiet, efficient fan you need tor those 
store, theatre, restaurant and garage 
jobs. It's light and compact. Easy to 
mount on any solid framework, in 
doors or out. Those sheaves can be 
changed in a few minutes, any time 
you want more or less capacity. Sec 
the easy adjusting motor shelf for belt 
takeup. Same dynamic balance in its 
rotor that makes the biggest “Buffalo” 
Fans so vibrationless. Better write for 





Bulletin 4720 tor details on this cus 
tomer-pleaser! 


The New “Diamond Jubilee" NV-BREEZO 


Here’s a fan you can install easily ga. in the largest. The die-stamped 
and get high-capacity, high-efficiency panels are also heavy-gauge. The 
performance either on free air deliv- motor support, of strong, welded 
ery or against 14” to 14” system wire, is also a motor-side guard 
pressure! Its specially shaped 4- Note the neat, attractive appearance 
bladed wheel is the result of many 8” to 24” sizes, for continuous re- 
years of developments by “Buffalo” moval of air, steam, heat, fumes 
engineers working on axial flow and WRITE TODAY FOR NEW BUL- 
propeller fans. Extremely sturdy, its LETIN 3865. Here’s a “natural” 
blades are die-formed of #16 ga. profit item! 

steel in the smallest sizes and #12 


BUFFALO FORGE COMPANY 


@) 214 MORTIMER ST. BUFFALO, NEW YORK 
: PUBLISHERS OF FAN ENGINEERING HANDBOOK 


Canadian Blower & Forge Co., Ltd., Kitchener, Ont 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS L° BREEZO FANS NV BREEZO FANS 











FINEST QUALITY ILLUMINATION 


for year ‘round profitable sales 


%& RLM GLASSTEEL DIFFUSER 


An all white unit with opal glass globe and perforated 
reflector to provide maximum diffusion with upward 
light component. Safe and easy to maintain—free from 
objectionable brightness, glare, or shadow. 


%& RLM STANDARD DOME 


The most widely used reflector for general lighting 
applications in industry. Solid neck construction elim- 
inates all exposed joints and seams. Porcelain enameled 
green outside, white inside, as are the three following 
units. 


%& RLM ANGLE 


This style reflector is being sold particularly where side 
mounting industrial illumination is required. With 
weatherproof sockets, it is also suitable for outdoor use. 
Iluminates a wide area and affords desired eye shielding. 


*& RLM DEEP BOWL 


Sold where localized lighting is required such as for 
machine tools, over work benches, and along production 
lines—also where high intensity illumination is needed 
over a small working area 


x HIGH MOUNTING REFLECTOR 


Adapted for use in industrial plants to provide uniform 

illumination where mounting heights equal or exceed 

the spacing distance. This type reflector is entirely 

weatherproof so that it can be sold for outdoor applica- 
tions as well as indoor. This unit is also being 
used for gymnasium lighting. 


See the complete line in our 
condensed catalog No. 7 


QUADRANGLE MFG. CO. 


3235, PEORIA ST. 


CHICAGO7, ILL. 








boy in New Yerk City, at the age of 
14, for the Oliver Brothers Purchasing 
Co., and progressed up the ranks until 
he was made manager of their Pitts- 
burgh office. He was with them for 17 
years. During his years of service with 
Hubbard Mr. Smith has been progres- 
sively manager, vice president, execu- 
tive vice president and president. 

James H. Knowles has been associ- 
ated with Hubbard and Co., for five 
years. He received his college educa- 
tion at the University of Pennsylvania 
and Wharton School of Finance and 
Commerce, from which he graduated 
in 1931. He entered the banking field, 
serving successively with what is now 
the Mellon National Bank & Trust Co., 
the Mellon Securities Corp., and 
Drexel and Company, Phila. During 
World War II he served as a Flight 
Deck Officer aboard the USS. Sara- 
toga and as Executive Officer Scouting 
Squadron U.S. Naval Air Station, Pen- 
sacola, Fla. He was separated from serv- 
ice with the rank of permanent Com 
mander 


R. J. Griffin Joins 
Georgia Electric Supply 

AUGUSTA, GA.—Robert J. Griffin 
has joined the Georgia Electric Supply 
Co., as vice president and secretary. He 
was formerly Atlanta district manager 
for the Wadsworth Manufacturing Co., 
Covington, Ky. 

The company recently completed a 
new residential lighting fixture display 
room. Plans are being made for an ad- 
dition to the present structure which 
will add 2,000 square feet of warehous- 
ing space. 


Electric Housewares Gift 
Campaign For 1953 


NEW YORK, N. Y.—More than 
60,000,000 consumers are expected to 
be reached in the 1953 Electric House- 
wares gift campaign through the use 
of a newly designed gift theme logo 
in their national and trade paper ad- 
vertisements. This is thought to give 
even greater retail significance because 
it makes it easier for the dealer tie-in 
and cash-in right at the point of sale. 

A permanent three color window 
decal is designed to identify the deal- 
ers themselves as gift headquarters for 
electric housewares. The emblem car- 
ries the same 1953 slogan that appears 
in the manufacturers national and 
trade advertising 

A special feature will be individual 
“Plans for Action” for manufacturers, 
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5 to 7 times 
more holes 
in concrete 


tilden 


ROTARY 
KONKRETE KORE DRILLS 


SIDNEY WOLBERG, who has been 
associated with the Burndy Engineer- 
ing Co., Inc., Norwalk, Conn., since 


1926, was reelected for his ninth con 
secutive term as chairman of the 
Electrical Group of the National As- 
sociation of Credit Men. This group 
of credit executives represents 48 ma 
jor manufacturers in the New England 
States, New York and New Jersey 





distributors, area committees, electrical 
leagues and electric light and power 
companies. The plan charts the cours¢ 
of action each must follow for the 
full effectiveness of the gift campaign 
Detailed check-lists, with specific steps 
to stimulate sales, will be a part of 
these plans. 

The theme of the window display 
contest for 1953 will be: more Electric 
Housewares gift windows means more 
Electric Housewares gift sales 


Noma Transfers Stock 

NEW YORK, N. Y.—Henri Sa 
dacca, president, Noma Electric Corp., 
has announced the transfer of the as 
sets of the decorative lighting division 
to Noma Lites, Inc. The move has 
been approved by the directors of both 
companies and distribution of Noma 
Lites stock to stockholders of Noma 
Electric stock is on the basis of one 
share of Noma Lites for each share 
of Noma Electric stock held 


Radio, Television Dealers 
Guests On Mauretania 
SYRACUSE, N.Y.—Radio and tek 


vision dealers, ninety in all, were guests 
of G.E.’s receiver department aboard 
R.M.S. Mauretania when she sailed for 
a 16 day cruise of the Caribbean on 
March 14. 

The trip, called the G.E. 75th Anni- 
versary Radio and Television Cruise, is 
an effort on the company’s part to get 
to know their dealers better and to ex- 
change ideas so that future planning 
will reflect the point of view of the 
dealers. 

No contest was run to determine the 
guest list. W. H. Sahloff explained that 
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You can drill straight, clean, ready 
to-use holes it speeds up to 6 ine hes 
per minute—even through steel re 
int weed concrete. Cuts 5t tire 
more holes than con drill 
Special diamond-gr ind ntered 
carbide cutters drill up to 1,000 
inches of concrete without reshary 


petitive 
nal 


ening. TILDEN factory precision 


re sh irpening 


PATENTED CORE SLOT ard sizes 
EXPELS CUTTINGS 
AUTOMATICALLY! 


U.S. Pat. No. 2506474 


< hana able 


s] 
WRITE TODAY for free, illustrated catalog 


is FREE! 29 tand- 
"to 4” dia inter- 
ianks up to 60° 


SOLD BY SUPPLY HOUSES EVERYWHERE 


TILDEN TOOL Manufacturing Company 
209 Los Molinos * Son Clemente, Calif 
Branch Offices 


1144 W. Washington Bivd 
Chicago 7, Illinois 


1995 N. Fair Ooks Avenue 


Pasodeno 3, Colif 





Solderless Lugs 


Completely redesigned—lighter and 
stronger—solid copper body and 
tongue for highest conductivity, heavy 
hex-head screw, extra thick thread 
plate. Available in 5 sizes for wire 
sizes from No. 14 to 500 MCM 
Write for Bulletin. 


ELECTRICAL FITTINGS 
FOR WIRE ond CABLE 


CHECK THESE 
TIME SAVING, 
MONEY SAVING FEATURES 


] Easy Installation—No “special” 
* wrenches, Use any standard 
wrench or pliers. No loose parts 

to get lost. 


2 Highest Conductivity—Heavy solid 

* copper body and tongue. Deep 

serrations on tongue positively 
grip all wire sizes. 


3 High Re-Use Value—Extra heavy 

* screw and thick thread plate. 

Use again and again without 
loss of efficiency. 


4 Only 5 Sizes to Stock—Each lug 
* has wide range of wire sizes 
Body design is adaptable to 
special tongues or contact plates 


WRITE FOR BULLETIN 
ON S-O TYPE LUGS 








~— ae 


| it was simply a matter of selecting the 
Quaury dealers who appear able to give the 

| ; company's television and radio re- 

Si Youn AsAunance of ceivers the broadest possible distribu- 

tion in 1953 

| BEST QUALITY for SAFE USE smal te: 

Invitations to the cruise on the 

4 


NOW 15 TE TAME PO SIGE URRY EABenOS 35.000 ton liner were also extended 


>) cide > 
GEM OFFERS THE MOST DIVERSIFIED LINE FOR ALL PORTABLE AND to C. R. Pritchard, president of the 

| STATIONARY EQUIPMENT, A TYPE AND SIZE FOR EVERY PURPOSE General Electric Supply Co., and to 

| HOME USE OUTSIDE HOME leadi | b s fror i 
REFRIGERATORS LAWN MOWERS eading distributors from various Sec- 
WASHING MACHINES HEDGE CUTTERS he F 
DISH WASHERS LAWN AND PARTY LIGHTING 108 tions of ERE COUNTY 
ELECTRIC MONS XMAS LIGHTING : 
VACUUM CLEANERS SPRAYING EQUIPMENT 
CLOTHES OF VER 


ROON WAsIRS ano POutwens yee Graybar Appoints 

Benning, Wheeler 
SHREVEPORT, LA Effective 
March 1, B. F. Benning has been ap- 
pointed manager of the Shreveport 
branch of the Graybar Electric Co., suc- 
ceeding A. W. Wheeler who was made 

COMMERCIAL USE manager at New Orleans 
Mr. Benning joined Graybar in Feb 
ruary, 1948, as a lighting specialist at 
New Orleans. In February, 1950, he 
became manager, lighting sales, at Dal- 








INDUSTRIAL USE 
COMAMS Sars las and in May, 1951, assumed the ad- 
ELECTRIC ® ° 
ELECTRIC STEEL CUTTERS ditional duties of manager, lamp sales. 
~ “ : 
3 -eler joined the company in 
an amen Mr. Wheeler joined the company 
WHOLESALERS IN THE DETROIT AREA WE HAVE SHORT EXTENSIONS April, 1925, and became salesman 
FOR COSEEING WHS SSS. there in May, 1928. He was transferred 


MAJOR PLUG AND CARTRIDGE vi . ‘ 
FUSES. FUSTATS, BLUE LABEL GEM ELECTRIC MFG. CO., INC. po cn tepmre hn to Corpus Christi in August, 1940, and 
CORD SETS AND EXTENSIONS | 237.37th STREET BROOKLYN 32, N.Y. U.S.A | AS #7 Ano DECORATIONS to Beaumont, Tex., in April 1941. In 


BUSH TERMINAL BLDGS. December 1945, Mr. Wheeler was 
transferred to district headquarters at 
Dallas as salesman and in April, 1948 























he became manager at Shreveport. 


Distributors Meeting 

Held In New Mexico 
ALBUQUERQUE, N.M.—The A & 
A Supply Co., factory representatives 
for Allen-Bradley Co., Milwaukee, re- 
cently held a distributors meeting for 
the area. In attendance were the fol 

lowing 

L. C. Watson, sales manager, Allen- 
Bradley Co.; Truman White, sales 
manager, Roy Smith and Francisco 
Decas, salesmen, El] Paso Saw & Belt- 
ing Supply Co., El Paso, Tex.; Thomas 
Smith and Jimmy Bray, salesmen, Serv- 
4 ice & Supply, Amarillo, Tex.; Earl 
TRINE answers the demand for POSITIVE _— Waldie, Amos Hughes, William 


electric contacts in push buttons. 3 ss a eae 

All TRINE Push Buttons having unit ‘snap-in’ J Brown, sa eevee, J. Korber & Co., Al- 
backs are now equipped with NEW, exclusively TRINE, r buquerque, N.M.; Don Mackey, man- 
copper alloy, self wiping twin contacts. Contacts touch ; ager, A & A Supply Co Albuquerque 
tt ints insuri ive, trouble f f te ‘s 7 * 
at two points insuring positive, trouble free performance N.M:: and W. O Ansley, manager, E 


And . . AT NO EXTRA CHARGE! 
: Merrill Jones, salesman, A & A Supply 


Write for catalog sheets Co.. Abilene. Tex 


ELECTRIC PUSH BUTTONS 


WORLD'S LEADING MAKER OF gia 4 i 
case auTTons { / EEI Sales Conference 


Scheduled For Chicago 

NEW YORK, N.Y.—The 19th an- 
nual Edison Electric Institute Sales 
Cenference will convene March 30 


MANUFACTURING CORP 
NEW YORK 61, N. Y. 
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April 2, at the Edgewater Beach Hotel, 
Chicago. 

The conference will survey current 
trends and techniques in selling elec- 
tric power and appliances in the 
residential, farm, industrial and com- 
mercial markets, at four concurrent 
sectional meetings on Tuesday, March 
31. Prominent industry leaders will 
address the sessions on subsequent days. 


PEOPLE IN THE NEWS 


Thomas E. Krampff and Stanley 
Kohler will specialize in promoting 
and selling BullDog Electric Products 
Company's merchandised products 
Elmer T. Quinn, Jr., a BullDog 
field engineer, will cover both engi 
neered and standard products 


Edward E. Martin, New England 
district manager of the Graybar Elec- 
tric Co., has been elected to the board 
of directors of the Boston Mutual Life 
Insurance Co 


Harold O. Parry is sales promotion 
manager of the General Electric Sup- 
ply Company, Cincinnati, Ohio. He 
handles GE's sales promotional pro- 
gram on all Hot Point 
pliances and GE television, radio and 


major ap 


traffic appliances in the Cincinnati 
Dayton and Portsmouth areas 


Phil Biltheiser has been appointed 
sales representative by NuTone, Inc 
Cincinnati, for most of Wisconsin. He 
will be in charge of sales of chimes, 
ventilating fans and ceiling heaters 


Carl C. Torell, for five years head 
quarters application engineer for Pa 





JOHN A. McDOUGALL has been ap 
pointed general sales manager, Revere 
Electric Manufacturing Co., Chicago 
Mr. McDougall, who has been on the 
sales staff of Revere for the past 12 
years, was formerly manager of airport 
lighting sale 
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UNION’S No. 63310 
CANVAS IMPREGNATED 


THE PEER OF 
WEATHER-PROOF 
SOCKETS! 


- uy 


CANVAS IMPREGNATED The very heavy insulating body is moulded of can- 


vas impregnated phenolic material which accounts for the phe- 
nomendl strength of UNION’'S #63310 


IMPACT RESISTING Likeau:s. Marine, this canvas impregnated socket will take 
preg 

terrific punishment without flinching. It has an impact strength 

opproximately nine times as great as the conventional pigtail 


sockets. It's crushing strength is more than twice as great 


LONGER LIFE insteet mills, coal mines, shipyards and heavy construction, the hazard 
to life and property and the high labor cost of replacement, de- 
mands the best in weather-proof sockets. No.63310 is the best 


and the toughest weather-proof socket made. 


WEATHER-PROOF 6” teads of #14 stranded type R wire are im- 
beded in a permanent sealing compound that has 
been compressed firmly into the back of the socket, 
behind the screw shell assembly. The 100% effec- 
tiveness of this weather-proofing method has been 
proven by 25 years of trouble-free use of Union's 


weather-proof socket. 


posh Your Yobber 


INION INSULATING CC 


PARKERSBURG, WEST VIRGINIA 
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HERE’ S THE RIGHT IRON FOR 


Wat TRA HEAVY DUT a 
_ SOLDERING & 


Super-powered 
at 700 watts! 


The ideal Iron for heavy soldering and ~ 
large branders. 700 watts with tip 134 [} 


SS i 
ay Fj EZ - 


HEXACON 
MODEL 700 


yy $32.00 


An Iron for 
‘Every Soldering 
and Branding Need 


There is a quality made 
Hexacon Iron for every use 
in manufacturing or repair 


inches in diameter. Heavy duty con- 
struction from tip to cord terminal. 
Rugged long-life heating element 
with case made from solid hexa- 
gonal steel for extra strength. 
Operates on any cycle AC or 

DC current. Furnished for work. Hexacon irons include 


. tip, pl ti hatchet 
either 110 or 220 volts. oe SP) ED Op ae Sort 
types with tip diameters from 


to 134,”—from 25 to 700 watts. Write 
for illustrated catalog. 


HEXACON ELECTRIC CO. 


146 WEST CLAY AVENUE, ROSELLE PARK, N. J. 


APPROVED FOR 


SPOOL TYPE 


‘ y 
PIN TYPE 
SUSPENSION TYPE 
MULTIPART 


PIN TYPE 


GUY STRAIN REINFORCED 





Write for NEW Free Insulator Catalog 


ILLINOIS ELECTRIC PORCELAIN CO. 


MACOMB ILLINOIS 


| eral Electric Co 


cific Electric Mfg. Corp., San Fran- 
cisco, has been transferred to the office 
of Pierce G. Fredericks, sales repre- 
sentatives, in New York 


R. Dail Moore was named sales 


. | manager for room air conditioners and 


A. Thomas Millot was named sales 
manager for food freezers for the Gen- 


Louisville, Ky 


Richard G. Ellis is general sales 
manager of the American Electrical 
| Heater Co., Detroit. John A. Thomp- 


sen is assistant general sales manager 


Henry S. Elder has been promoted 
to executive vice president, Titeflex, 
Inc., Newark, N. J. George K. Licht 
succeeds him as vice president in 
charge of production. John J. Phillips 
was named vice president in charge of 


sales and engineering 


O. B. Wilson has been named in 
dustrial instruments sales manager for 
Regulator 


Minneapolis - Honeywell 


Company’s industrial division 


Wade B. Houk is general super 
intendent of American Steel & Wire 
division's South Works. George A. 
Gleason, Worcester, Mass., district 





> ¢ i eniaiaaaiecnimiasinitiagerioen 
FASTENERS 


HIEL 


ELECTRICIANS 
REFRIGERATOR MEN 
PLUMBERS 





THIEL 
Easy-Drive 


STAPLES 


THIEL ao” 
STRAPS 


THIEL 
Easy-Drive 


“NAIL IT” 


SOL by leading Electrical Whole- 
salers. 


Some territories still open — write for 
information 


Tool and 


HEL, crommsna ce 


1417 N. MARKET ST. ST. LOUIS, MO. 
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manager of operations for this divi 
sion of United States Steel Corp 
made _ the Houk 
succeeds Umbert F. Corsini who has 
been named general superintendent of 
the Steel & Wire Works in Donora. 
Pa 


Dan Miller, who has been in 
charge of industrial control sales for 


announcement. Mr 


the Square D Co., has been appointed 
district manager of the northwest ter 
ritory. Richard L. Russell, 
Los Angeles territory sales supervisor 
replaces Mr. Miller. E. R. Walton 


was named district engineer for the 


formerly 


Pacific northwest 


Dwight R. Venell is sales promo 
tion manager of the Westinghouse 
Electric Corporation lamp division's 
northwestern district. He replaces R. 
L. Peloquin who was named man 
ager of the new Indianapolis, Ind., 


sales division 


Ted Nemes is the new sales man 
ager for the air conditioning division 
of Admiral ¢ orporation 


Devon W. 


named sales manager of the eastern 


Fryback has been 


region for the industrial division of 





SWITCH 


AND 


WALL 


PLATES 


Packed in in- 
| 


dividual en- 

velopes with 

screws. 

Chrome plates 

protected 

with paper un- 

til installed. 

. 

Industry's No. 

1 plates at 

competitive 

prices — head- 

quarters for 

satisfaction 

and economy. 

: al Buy from this 

¥ ’ reliable 
f source. Get 
info on com-| 

plete HONER 


OPENINGS line 


NOTHING TAKES THE PLACE OF STEEL | 


HONER MFG. CO. 


Electric Division of Honer-Norton 


115 S. Clinton St. 
RA6-7662 


Chicago 7, Ill. 
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since 1875 
Eble of Qual 


in signals and systems 


Your customers want the best there 
push button to 
ystem. For more 
ay has supplied 


is—from a simple 


a comple x signal s 
than 77 years Farads 
home and industry with the finest 


electrical equipment. Consult your 
electrical wholesaler for details on 
the complete Faraday line. 
UNI-PACT BELL 
#2000 





HOLTZER-CABOT FARADAY STANLEY & PATTERSON 


CONSOLIDATED BY 


SPERTI FARADAY INC. aoesan, mcn. 


BELLS ‘ BUZZERS HORNS - CHIMES © VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 





LIGHTS THE WAY 


with Double Protection 


. 
and Longer Lamp Life 
4 | 
RAB now offers the new JR-150M 
Lampholder at a new low price with 
these double protection features 
to insure longer lamp life 


spring under the heavy phosphor 


A strone 
ronze center contact makes repeated 

NOW / re-lampings possible ’ 
° loss of contact te ’ 


reduced t a minimum due 


maximum lamp exposure, affording 
LIST heat dissipation 
@ Iwo gaskets for double weatherpr protec 


k The new RAB JR-150M Lampholder 
d.p & 24 has been thoroughly engineered to insure longer 


life and maximum service 


Write for free catalogue 
RAB products are manufactured for 
. ‘ 


contractors ar are d 


rica wh 


ELECTRIC MANUFACTURING CO Street, New York 51, N.Y 





WIRING 
DEVICES 


plaster ears. 


boxed. 


the standard by which all others are measured! 


MASSEY 





Single and Multi- 
Gang Wall Piates 
and Electric Wiring 
Devices Since 1936 


Directs Light 

Exactly where Needed 
as Easily as Pointing 
Your Finger 


There is no better quality made... 
petitively priced it does not pay to carry inferior stock. 
The No. 102 Massey Duplex Receptacle fills the bill for 
every duplex installation 
Four No. 8/32 screws backed-out for easy 
attachment. Supplied with 5 
Rated at 10 amp. 


SAVE MONEY! — 


the MASSEY No. 102 
Duplex Receptable 
meets all specifications! 


Mass DOUBL 


ad 
on both sides) 
- and so com- 


Douple wipe contacts with 


te screws. Individually 
V., 15 amp. 125 V. 
Brown and Ivory. en rey pay 
ACT (contact is 
jade on one side) 





A. H. MASSEY, INC. 


300 Longbrook Ave., Stratford, Conn. 


Light the Vital 
Seeing Zone 


on Machine Tools, Inspection 
and Assembly Benches 





MODEL 3267-H-174 
Overall length 3234”. 
Three instantly adjust- 
able joints. Flat oblong 
base for machine screw 
mounting. 


EACH in pkg. of 6 
$6.12 Single Units $7.65 ea. 


Rugged Construction withstands vibration and rough 


handling 


Instantly Adjustable with flexible ball and socket joints 
Baked Enamel Finish—Exterior, Smooth Gray—Reflector 
Interior, high temperature White 
Reflector accommodates 100 watt or any A-19 or A-21 
medium screw base lamp 
® Wired Complete with switch socket and 8 ft. oil resistant 
cord and moulded plug 


gh Alp 


PNips 
torla 


for Light ON the Job 


Reg U S Pat OF 


WRITE FOR COMPLETE CATALOG of 
Localite models with various type 
reflectors, arms and bases for every 
industrial use. 


THE FOSTORIA PRESSED 
STEEL CORPORATION 


FOSTORIA, OHIO 
Localites are available through electrical 
wholesalers everywhere. 


j. C. HICKS is vice president in charge 
of sales, Harvey Hubbell, Inc., Bridge- 
port, Conn., with the retirement of 
Emmet K. Moore, vice president, after 
21 years service. Mr. Hicks has been 
with the electrical 
and hardware trade and 
utilities in the United States and Cana- 
general sale 


active for 17 years 
wholesale 
da He wa formerly 
manager of Sylvania Electric (Canada 
Ltd., Montreal 
manager of Sylvania 
district, Kansas City 


and had been division 


outhwestern 





Minneapolis-Honeywell Regulator Co., 
Philadelphia. O. B. Pyle, Jr., is in- 
dustrial manager of the mid-Aclantic 
area and Edward J. Klein is indus- 
trial manager for the firm's Philadel- 
phia branch office 

John C. Mevius is sales manager 
division of the 


Philadelphia 


of the equipment 


Proctor Electric Co., 


William C. Godfrey is 
sales manager of the Pittsburgh Stand 
ard Conduit Co. He graduated from 
Annapolis in 1942 and served in the 
U. S. Navy motor torpedo boats in 
the Philippine Islands during World 
War Il 


Westinghouse’s sales department 


assistant 


He has been connected with 


C. E. Bitzer has joined the Ander 
son Brass Works, Inc., Birmingham, 
Ala., as manager of jobber and dis 
tributor sales. He had been manager 
of the appliance department, Westing- 
house Electric International Company 


Fred B. MacRae _ will represent 
The Miller Co., Meriden, Conn., in the 
Ohio territory, with headquarters in 
Columbus. The covers Ohio 
(except Cleveland), West 
Virginia, eastern Kentucky and south 
ern Michigan. James B. Proctor rep 
resents the company in the Memphis, 


territory 
southern 


territory. He will cover west 
Kentucky, northern 


state ) and Arkansas 


Tenn., 
Tennessee, west 
Mississippi (“5 
territory 

Ross A. DeMatteo, 2nd, Anaconda 


Wire & Cable Co 


salesman in the 
Washington district | 


1 
sales office for the 
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last several months, has been trans- 
ferred to the New York office. James 
P. Ruch, salesman in the Kansas City 
office, has been transferred to Ana 
conda’s Detroit office. Bruce Van 
Wagner has rejoined the company’s 
sales organization and has been as 
signed to the New York district office 


Gunnar Moe is assistant district 
manager of the New York City office 


of The Century Electric Co., St. Louis, 


Mo. 


Perry G. Sessoms, Jr., will assist 
architects, engineers and electrical con 
tractors in the specification and in- 
stallation of lighting equipment for 
the L. Morris Landers Co., Atlanta, 


representatives ot Electro Silv-A King 


Walter Schmidt is director of en- 
gineering of the air conditioning di 
vision of Remington Corporation 
Ralph Ackart, chief engineer of Rem- 
ington, will continue in that position, 
concentrating on redesign of the divi- 
sion’s line of console type room air 
conditioners 


Van H. Leichliter is vice president 
of operations of the American Steel 
& Wire division of United States 
Steel Co. He succeed Walter F. Mum- 





GLUTTONS fo: 
PUNISHMENT 








and CORD SETS 


“MADE BY 
ENGINEERS 
FOR 
ENGINEERS” 


* QUALITY-controlled wires = 

that you KNOW will stand the goff — on smart 
spools, in convenient lengths for fast over-the 
counter action. © Also Neoprene-jacketed cords 
(types SVO, $JO and $0) for valiant resistance 
to oil, heat and light. © U-L approved 
Cord Sets for every conceivable purpose 








foes of CORDelirium 


CORNISH WIRE COMPANY, ic 
50 Church Street, New York 7, N. Y. 
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-WALL SWITCH PLATES 


Lowest cost to you 


Industry-standard colors, Ivory 
or Brown 


Strength with flexibility 
Complete line, smartly designed 
Fit all standard wiring devices 


immediate delivery 


- Phjance- 


MOLDED PLASTICS, INC. 
335 Barton Street, Pawtucket, R. | 


MODEL 


S Sizes 
"14-600 MCM 


All plates packed in individual envelopes 
with brown or ivory enameled metal screws 
to match. Write for low prices and catalog 
sheet showing all Reliance standard plates. 


COPPER TUBE AND PRODUCTS, INC. 


5746 MARIEMONT AVE. «+ CINCINNATI 27, OHIO 











_Avibewel 
SPACIN-DOR 


MEDICINE CABINETS 


@ EXTRA CAPACITY 
@ NO EXTRA COST 


DOUBLE CAPACITY of ORDINARY CABINETS 


Available in both Fluorescent 
Lighted and Unlighted 


ALL CHROME Cabinet Front, 
GLASS MIRROR Beveled and Engraved 


LIGHTED Models Underwriter Approved . . . 
Ready for installation complete with lamps. 


Expansion requires representation in some territories. 


WRITE THE 


OHIO WINDOW GLASS CO. 


4045 ST. CLAIR AVE. > CLEVELAND 14, OHIO 








® Flexible Cords 

® Cord Sets 

® Fixture Wire 

© DTX Non-metallic 
Sheathed Cable 


DIAMOND WIRE & CABLE CO. 


SYCAMORE, ILLINOIS 


ford who assumed the presidency ot 
the wire division on January Ist. John 
A. Slenker has been named assistant 
vice president of operations of the 


division 


Sanford Wiedenmayer replaces 
O. H. Hansen as district manager of 
Essex Falls, N J division ot Landers, 
Frary & Clark. His territory covers 
northern New Jersey and the mid 
Hudson area of New York State 


G. W. (Chick) Field of South 
Bend, Ind., has been appointed sales 
manager of Bendix Home Appliances 
clothes dryer department. In his new 
post he will work directly with Ter- 
rence D. Kennedy, laundry division 
sales manager for Bendix 


H. C. Allington has been elected 
vice president in charge of sales of the 
eastern division of The Colorado Fuel 
and Iron Corp. His headquarters will 
be in New York City. L. A. Watts 
was named general manager of sales 


otf the eastern division 


George B. Edwards and Arthur 
G. Mason head the new service de 
partment groups recently established 
by The Thomas & Betts Co., Elizabeth, 
N. J. Mr. Edwards is in charge of the 
sales service group and Mr Mason 


heads the commercial group 


Bernard M. Egrin has been ap- 
pointed to the newly-created post of 
regional sales manager of the Pyra 
mid Instrument Co., Inc., Lynbrook, 
N. J 

Robert P. Melius replaces Wil- 
liam Ferry as merchandising manager 
for the SKIL Corp. Mr. Ferry has been 
named industrial sales manager. Jack 
T. Carlsen, former industrial sales 
manager, will direct the newly formed 


sales training division 


Walter A. Meyer, formerly with 








1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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Allis-Chalmers, Milwaukee, has been 
appointed general sales manager in 
charge of sales and publicity, for the 
Furnas Electric Co., Batavia, Ill 


MANUFACTURERS APPOINT 
SALES. REPRESENTATIVES 


U. S. Expansion Bolt Co., York, Pa 
has assigned H. W. Buchholz the ad 
ditional territories of Kansas and Mis 
sourt. Charles O. Drayton, Jr., owner 
ot Drayton Associates, 285 Hill Sc., 
West Warwick, R. I, will cover the 
states of Maine, Vermont, New Hamp- 
shire, Massachusetts, Rhode Island and 
Connecticut 


Utica Drop Forge and Tool Corp., 
has appointed Paul L. Thornburg as 
factory representative for the complete 
line of the company’s tools in Virginia, 
North Carolina, South Carolina and 
Tennessee 

Garden City Plating & Mfg. Co., 
Chicago, announces sales appointments 
for its lighting equipment line: E. H 
Schott, Jr., represents Garcy in Maine, 
Massachusetts, Rhode Island and New 
Hampshire; J. Wilson Marshall covers 
North Carolina in place of G. G. 
Harney, now eastern sales manager 
Howard C. Valentine was appointed 
representative in Philadelphia, Dela- 
ware and southern New Jersey. He 
works with Lester B. Free from the 
Upper Darby, Pa. office 


Berns Mfg. Co., Chicago, announces 
the appointment of the following 
Colorado Western Sales Co., as sales 
representatives for Berns Air King 
Ventilating equipment throughout 
Colorado and Wyoming; Barney De 
Ramus and Associates as sales repre- 
sentatives for Berns Air King Fans 
in California, Arizona and Nevada 





USN Ce, 
« * 


FLUX FOR 
BRAZING 
SODERING 
WELDING , 
Sont 





Bsc ALLEN 2g 
|@soorurne sricx' 


MAKES SODER'\G EASY 








L.B. ALLEN CO, Inc. 
6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 
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SOMETHING NEW ” 
OUTLET BOXES 


= 


| 
| 





opplied for 


Catalog No. 9-OX, 4” octagon, 
bevel corner outlet box, 142” deep, 
for non-metallic sheathed cable. 
Readily accommodates cable 
coming in from back or side. The THE. Austin Company 


NORTHBROOK ILLINOIS 


Write for Information and Prices 








| 
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FLOODLIGHTS Raye . LARGE OR SMALL 


\ 7 
yy 


MULTI SPARLITE 


FOR PAR LAMPS 
- ONE PIECE 


DRAWN STEEL 
ENCLOSED TYPE HOLDER WITH 


FIXED LAMP 
GASKET 
"uct 
| 
- ELLIPTICAL OPEN TYPE 
A COMPLETE LINE OF . 
FLOODLIGHTS FOR ALL GEN- 
CAST ERAL PURPOSE LIGHTING 
ALUMINUM 


SPARLITE SEND FOR SPECIAL SYMMETRICAL OPEN 
BULLETIN 








ELECTRIC MFG. INC. 


& 4223 W. LAKE ST CHICAGO 24 








- 
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Portable Weatherproof 


KEES HANDI-LITE 


° HOME 
° FACTORY 
e FARM 


Now you can meet the demand 


for low-cost easily installed floodlights. KEES port- 
able Handi-Lite concentrates light wherever it's need- 
ed... inside or outside, for permanent or temporary 


installation. 


The lightweight, durable Handi-Lite is the ideal 
solution to specialized lighting problems in the home, 


in factories or on the farm. 


Since 1874 


Underwriters’ Laboratories Approved 


Order from your Jobber 
Write Dept. EWH-7 For Free Catalog 


F. D. KEES MFG. CO. 





BEATRICE 


MINERALLAG 


Steel HANGERS, CLIPS, STRAPS | 
, 


Minerallac Cable, Conduit and Mes- 
senger Hangers are STEEL. Easier, 
quicker to install; permit speedy, com- 
pact wiring; economical. Also in Ever- 
dur . . . Porcelain Insulating Bushings 
available, “ay 

Jiffy STEEL Clips (Pipe-clamp) require 
only one screw, nail or bolt; rib-strength- 
ened; for hanging pipe. conduit, BX 
cable, mounting coils, etc. Millions in 
use. eee 

Steel Straps for Messenger-cable serv- 
ices on outlet boxes; may be used in 
conjunction with hangers. 

_ 7 o 

Order from your Electrical Wholesaler. 

Send for literature. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street Chieage 7, tllinels 











NEBRASKA 


ELECT OUR 
QUALITY FITTINGS 


#901 


Non Metallic 
Connector 


#523 


Entrance 
Cap 


ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 


| Oliver Iron and Steei Corp., 














Abolite Lighting Div., W. Lafayette, 
Ohio, has announced the appointment 
of four sales representatives to handle 
the company’s line of industrial and 
lamp reflectors: Mont- 
gomery-Bailey, 409 National Marine 
Bank Bldg. Baltimore, Md.; D. A. 
Schisler, 1006 N. Hartsdale Dr., Dal 
las, Tex.; Don Miller, 4917 
Highland Crest, Kansas City, Kan; and 
Yves A Paseo De La Re- 
forma D. F. 


commercial 


Locust 


LeLevier, 
418 Mexico City, 


Pitts- 
burgh, T. Falken- 
burg has been appointed south Texas 
district with head- 
quarters in Houston. He will work out 
Dallas office and his activities 

supervised by G. M. Daly, 
manager of the Pole 
Birmingham, 


announces that Roy 
repre sentative 


ot the 
will be 
southern § sales 
Hardware division in 


Ala 


OBITUARIES 


Charles A. Booth 


Charles Arthur Booth, 76, executive 
vice president of Buffalo Forge Co., 
Buffalo, N. Y., died in Buffalo General 
Hospital after a short illness. Mr 
Booth, a graduate of Worcester Poly- 
technic Institute, started with Buffalo 
Forge Co. in 1900. He became sales 
manager in 1907, vice president and 
director about 1917 

Mr. Booth was a past president of 
the National Association of Fan Manu- 
facturers, a member of the American 
Society of Mechanical Engineers and 
of the American Society of Heating 
and Ventilating Engineers 


M. J. Elgutter 


Morris J. Elgutter,, president, Rex 
Electric, Inc., 321 Magazine St, New 
Orleans, La away on February 
18th 


passed 


Ford Pennell 


Ford Pennell, vice president of Jas- 
per Blackburn Corp., St. Louis, died 
January 24. He was 43 years of age 

Mr. Pennell had been associated 
with the electrical equipment manu- 
facturing firm since shortly after he 
graduated from Washington Univer 
sity in 1931. He was a member of the 
St. Louis Engineer's Club and the St 
Louis Electrical Board of Trade 


N. M. Powell 


N. M 
and manager, 


Powell, assistant treasurer 
Dyer-Clark Co., 266 
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“What can 
| do?” 


Oil is 
ruining my 
.\ cords and 


cables... 


“We inspect cords on the 
assembly line regularly. 


If oil is ruining your 

cords and cables, switch to 
Neoprene-jacketed Bronco 60 
Certified. Just any “Neoprene” 
jacket will not do. Be sure 

your cable jacket is made with 
a sufficient quantity of Neoprene 
Be sure the cable you get is 
Bronco 60 with jacket CERTIFIED 
to contain not less than 60% 
Neoprene by weight 


Sold Nationally by 
Electrical Wholesale Distributors 
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Lowell St., Lawrence, Mass., died on 


February 22nd. 


A. C. Prange 


A. C. Prange, General Electric 
Supply Company, Bridgeport, Conn., 
died on February 10th 

Mr. Prange was active in the Na 
tional Association of Electrical Dis- 
tributors and contributed substantially 
to its programs. Most recently he had 
been serving as a member of the cata 
log committee. 


ASSOCIATION NEWS 


BOSTON—Arthur W. Coombs was 
elected president of the Electric In 
stitute of Boston, Inc. He has been 
New England sales manager for the 
Simplex Wire & Cable Co, Cam 
bridge, Mass., since 1945. He joined 
that organization's sales staff 23 years 
ago. The Boston league now has 600 
members. Directors elected from the 
wholesalers division are: Thomas J 
Hodgens, Admiral Corp.; J M Kap- 
lan, Eagle Electric Supply Co., Inc; 
Joseph L. Milhender, Milhender Dis- 
tributors, Inc.; and James F. Vaughn, 
Vaughn Electrical Co 


CHICAGO John McC 
trict manager, Allen-Bradley Company, 
is the Electric Association's president 


Price, dis 


for 1953. Elected as vice president is 
Gilbert K. Hardacre, manager of sales 
promotion, Commonwealth Edison Co 
Henry Czech, district 
Westinghouse Electric Supply Co., is 


manager of 
treasurer. C. C. Simpson is secretary 
and managing director 

Wholesalers who have been ap 
pointed to serve as committee chair 
men are: Adequate Wiring Standards 
-A. J. McGivern, Chicago Electrical 
Wholesalers Assn.; Chicago Electrical 
Industry Show—Axel H. Kahn, Gen- 
eral Electric Supply Co.; Electric Bed- 
ding—H. S. Graham, Hyland Electri- 
cal Supply Co. Finance—Henry 
Czech, Westinghouse Electric Supply 
Co.; Residential Lighting Fixtures 
Edward F. Anixter, Englewood Elec- 
trical Supply Co.; and TV-Radio Pro- 
gram—Joseph Novy, 
Electric Supply Co 


Westinghouse 





The Electric Association’s board of 
directors has given approval for the 
association to cooperate with the 
Metropolitan Home Builders Associa 
tion in staging the 1953 Modern Liv- 





BRONCO 60 Certified keeps production 
rolling because it is oil-resistant, 
flanie-resistant, abrasion-resistant . ... 
IBLE 
qvt% 
EXTRA 


Jackets are branded with complete identi- 
fying date ... name, type, size, number 
ee ee 
number of the U.S. and Pennsylvania 
Bureaus of Mines. 


WESTERN INSULATED WIRE CO. 
Los Angeles 58, California 





oremost in 
contemporary lighting 


EXIT 


Prescolite manufactures 

a complete line of Swivel Lites, 
Architectural and Recessed 
fixtures for any installation. 
Write for complete catalogs to: 
Prescolite, 2229 Fourth St., 
Berkeley 10, California. 


R-7 Recessed 
S-2 Swivel Lite 
A-1 Architectural 


Call your nearest Prescolite Sales Representative 
Charles L. Woodyard, 161 Simpson, N. W 

T. H. Bailey, Jr., 409 National Marine Bank Bidg 
Boston 10, Mass. john W. Fay, 176 Federal . 

ve, N. J.-P. M. Sales, 118 Sunrise Terrace 

prandeg tard Rudolph H. Soukop, 1585 Merchandise Mart 
Cleveland, Ohio —Cam Norton Company, 2 725 Derbyshire Rd 
Dallas, Texas—The John Hancock Company 
Dayton 2, Ohio Gary Root, 1147 Third National Bidg 
Denver, Colo. Kenneth B. Schumann, 1073 Galapago t 
Des Moines, towa—J. H. Hull, 1300 - 47th St 
Detroit, Mich... H. Beck Electric Sales Co 
Erie, Pa.—D. S. Pollock Co., 622 W. 9th St 
Kansas City, Mo.Car! W. Thorsel!, 1195 E. 77th St 
Knoxville, Tenn.-C. E. Pitner, P O. Box 693 
Los Angeles, Calif Barney DeRamus & Assoc, 125 5. Santa Fe 
Milwaukee, Wisc.— Willis H. Murphy, 4520 N. Woodruff Ave 
New Orieans, La... | Hagan, 3820 Louisiana Ave 
Oklahoma City, Okla..The Tom Fielder Co, 313 N. W. 4th St 
Omaha, Nebr...Geo. C. Mittauer & Assoc 1112%2 Farnam St 
Philadelphia, Pa. Bond & Kyack 1817 Callowhill St 
Richmond, Va._W. H Lassiter, Jr, Crenshaw Bidg 300 E Man 
Sait Lake City, Utah) R. Christensen, 247 E Sth South 
Sacramento, Calif..A \. Perdue, 4305 Ravenwood Ave 
$t. Louis, Mo.) A Noser, 3204 Bailey St 
$t. Paul, Minn.— Charles L. Schwab, 345 N Wheeler 
St. Petersburg, Fla. Frank McPherson, 6417. 7th Ave 
San Diego, Calif.—john Allen Ware, 301 West 'G St 
Seattle, Wash. Gleasons, 901 E 45th St 
Syracuse, N. Y.— Fay-Sullivan, Inc, 1117 Cumberland Ave 
Vancouver, 8. C.). S Edwards, 1206 Hamiiton St 
31 €& 10th St, New 


Atlanta, Ga 
Baltimore, Ma 


2921 Fairmount 


1744 Hamilton Ave 


Export Agents: Uniworld industrial Mart 
York 


PRESCOLITE MANUFACTURING CORP. 


Berkeley, Calif Neshaminey, Pa 
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| ing Exposition which will be held at 
Navy Pier, March 21-29, 
1953. This will be the third consecu- 
tive year the Electric 


Chicago, 


Association has 
joined in the exposition. This year, 
| arrangements have been made to have 
all the electrical exhibits in one section 
of the Pier, instead of being scattered 
about the building, as in previous years 
Two electrical firsts—a freezer edu- 
cational exhibit and an industry in 
stitutional booth—have been added to 


| the list of attractions. These are in 
| addition to the cooperative residential 
lighting fixture display, the Electric 
| Cooking Institute exhibit and the in 
dividual product exhibits of appliance 


radio t¢ le vision distributors 


DENVER—The Fourth Annual Elec 
tric Meter Institute will again be held 
on the campus of Denver University 
announces the Rocky Mountain Elec 
| trical League. The dates are from Mon 
Friday, March 23-27 
headed by O. L 
Westing 


day through 
The committee is 
Cheaney, chairman, of the 
house Electric Corp. 

The 
which is sponsored by the League's 
standing committees, will be held in 
Denver April 26-28 


annual Spring Conference, 


KANSAS CITY, MO.—The 1953 
Industrial Trade Show will be held 





April 28, 29 and 30 in the Exhibition 
Hall of the KMBC Building. The 
| show, which will not be open to the 

general public, is sponsored by the 
| Electric Association of Kansas City. 

Electrical supply wholesalers will pro 
| vide a comfortable courtesy lounge on 

the exhibit floor for the convenience of 
| everyone. They also have appointed 
| their own committee to coordinate the 
promotion and invitations to industrial 
plants, institutions, their dealers, main- 
tenance electricians, plant engineers, 


HARRY J. KAHN 
ELECTRIC SALES C0. 


564 W. ADAMS STREET 
Chicago 6, Illinois 


A Sales Orgonization 


Representing Electrical 
Manufacturers 


e 4 SALESMEN COVERING 
MIDWEST AREA 


@ WAREHOUSE FACILITIES 














_— make it a 
QUALITY job with 


UNIVERSAL 


PORCELAIN 
INSULATORS 


' 


_ 


© Whatever your insulator needs, 
there's a Universal Porcelain Insula- 
tor to make every job a quality job. 


UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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FACTORIES 
need MORE 


ELECTRICAL 


UTLETS! 


PLUGMOLD 
2000 with Snapicoil 


ES = 
a Ce aad * 


Is the FASTER, EASIER, 
CHEAPER way to provide 
multiple convenience 
outlets! 


PLUGMOLD makes work 
benches more efficient! 


This easy-to-install multi- 
outlet system gives you outlets 
right at the spot where they're 
needed — Duplex or NEMA 
grounded outlets every 30 inches 
in a continuous run. Closer 
spacings available if needed; 
also available in 3-foot and 6- 
foot factory-wired sections. 


PLUG MOLD 2000 eliminates the 
hazards of a tangle of extension 
cords — dangerous to workers 
and to the work! With a PLUG- 
MOLD outlet right at the point 
of use, you can use shorter cords 
for electrical tools. 


Write today for the free Plugmold 
2000 book! 


r 7 pee . -_: 
WiiReMoLD 
Makers of 
PLUGMOLD — multi-outlet systems 
WIREMOLD- electrical raceways 
PANCAKE -overfloor raceways 


THE WIREMOLD CO. 
Hartford 10, Connecticut 
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contractors, architects, consulting en 
gineers and others in the electrical 
field 

The show committee consists of 
William Carter, chairman, Anaconda 
Wire & Cable Co.; C. M. Anderson, 
General Electric Co., apparatus div 
John F. Bell, Continental Electric Co.: 
Sam M. Cook, Graybar Electric Co.: 
E. L. Polsinelli, Wood & Anderson 
Co.; Glenn S. Young, Kansas City 
Power & Light Co.; and John S. Me 
Dermott, executive manager, Electric 


Ass Clation 


OGDEN, UTAH—The Intermoun 
tain Electrical Association now has 
270 members, a gain of 48 over last 
year. Latest membership figures show 
215 retailers and contractors; 20 
wholesalers, 14 manufacturers; 8 radio 


stations; 6 utilities and 7 affiliates 


OMAHA—Seven new members have 
joined the Nebraska-Iowa Electrical 
Distributors added to the 
council's roster are: Dick’s Electric 
Supply, Richard C. Mendick, Jr., part 
ner; and Air Conditioning Equipment 


Council 


Co., J. W. Hennen, president 


PITTSBURGH—W. W. Garey, pub 
lisher of ELECTRICAL WHOLESALING 
and Electrical Construction and Main 
McGraw-Hill 
was guest speaker at the February 
Luncheon Meeting of the Electric 


tenance, Publications 


League of Western Pennsylvania. In 
Its Market 
For The Future,” Mr. Garey discussed 


his speech, “Lighting 


the over-all picture of existing condi 
tions, those for the future and of 
projected sales possibilities. He out 
lined the present activities or lack of 
activity of the various branches of the 
lighting industry and presented ideas 


on possible coming actions 


ST. LOUIS 


scale educational program, with financ 


Arrangements for a full 


ing of expanding distributor opera 
tions and Ultra High Frequency as the 
keynotes, are underway for the Fourth 
Annual Convention and Manufactur 
ers Conference, sponsored by the Na 
tional Electronic Distributors Associa 
tion. The meeting will be held 
September 14 to 16 in St. Louis 


WASHINGTON, D.C.—The Great 
er Washington Electrical Wholesalers 
Association elected the following of 
ficers for 1953: Al Press, president 
Maurice Lessans, vice president, Jo 
seph Sharlin, treasurer; and Marvin 


Kogod., secretary 


FASTER 


10 


INSTALL 


PLUGMOLD 
2000 suiricon 


by WiremMoLD 


ee 
COVER —— 
receptacles snap into cover .. . 
cover snaps into base 


SNAPICOIL 


pre-wired in 50-foot Snapicoils 


BASE 


mounts in a continuous run 


Installing multiple conven- 
ience outlets is a real “snap” 
with Plugmold 2000 and 
Snapicoil! You snap the re- 
ceptacles into the cover and 
snap the cover into the base— 
a few simple snap-over fittings 
complete the job! Takes min- 
utes instead of hours. 


Write today for new, free 
Plugmold 2000 book! 





PLUGMOLD 2000 
WIREMOLD’S Neu | 
multi-outlet system 





THE WIREMOLD COMPANY 
Hartford 10, Connecticut 
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IMMEDIATE 
DELIVERY 


Cyuipto” 
lron-Grip Steel Shelving 


Exclusive stud eliminates nuts, 
bolts, or tools .. . speeds 
shelf assembly 
@ Each shelving unit is complete in 

itself fits with all other units. 
@ New units may be added later... 
rearrangements made anytime. 
All shelves are instantly adjust- 
able with studs on lly’ centers 
There are no nuts, no bolts, no 
ungainly clips 
Unlimited arrangement of units, 
shelves, and dividers, custom tai- 
lor these Equipto stock units to 
your exact storage needs 
Units are available in all sizes, 
either open or closed, with or 
without dividers, bin fronts, and 
drawers 
WRITE TODAY FOR FREE 
COMPLETE LINE 


lron-Grip feature 


A slope in the keyhole 
joins with the taper on 
the stud to form the 
ae t and strongest 

rips. An exclusive 
rat IPTO design 
Equipto sells only 
through you, the 
wholesaler never 
direct 


Division of Aurora Equipment Co 
695 Prairie Avenue, Aurora, Illinois 
Manufacturers of 


ports bins... drawer units 


MORE FACTS 
ON PRODUCTS 


Adjustable Lights—Over 300 adjust- 
able lighting units are described in a 
40 page color catalog. Featured are 
10 brand-new items and 13 redesigned 
units. The catalog is arranged into 


the following sections: canopy shade 


units, portable units, “Vogue-Lites”, 
recessed fixtures, wiring devices, units 
special units and 
lighting accessories. Copies may be ob- 


43-34 


for outdoor use, 


tained from Swivelier Co., Inc., 


a Brooklyn 52, 2 


Control Centers—Multi-unit control 
center bulletin contains a complete ex- 
planation from the purpose to the 
construction of the equipment. Includ- 
ed also are unit dimensions and ratings 


| and some typical applications. Requests 
| Should be sent to the Allen-Bradley Co., 


Milwaukee, Wis 


Water Heaters electric 


water 


Table top 
heaters with top-connecting 
plumbing outlets have 30 and 40 gal- 
lon capacity. Concealed channels at 
the rear of the heater shell permit tub- 
ing or plumbing connections to be 
made after heater is in position. Hot- 
point Co., Chicago 44, IIL 


Air Circulator—Portable room air 
circulator has a finger-tip directional 
control. The 17 in. plastic propeller 
will move 3,500 cfm. of air. The unit 
has high, medium and low speeds 
Fresh’nd-Aire Cory 
Chicago 1, Ill 


division, Corp., 


Record Catalog—An educational rec- 
cord catalog is designed specifically for 
use by teachers, not only those special- 
izing in music but for various subjects. 


MIDWEST 


COVERAGE 


For Manufacturers of Electrical Products 
Four Solesmen 
8000 Sq. Ft. Ground Floor 
Truck-load Dock 
ELECTRIC 
SALES, INC 


2323 W. 18TH STREET 
CHICAGO 8 JILL 


Warehouse 





Just Published! 
MERCHANDISING PRIMER 


Now, an up-to-the-minute book, using fast, 
clear-reading, pictorial primer treatment to 
give you the true outline and scope of mer- 
chandising and its effective methods Pro- 
vides checklists of every 

factor that influences 

sales, showing how to 

plan merchandising to 

suit your product re- 

gardiess of the size or 

type of your business. 

Contains money- 

time-saving facts 

ideas about every phase 

of the merchandising 

operation packaging 

display, purchasing, in- 

ventory, pricing By 

Bud Wilson, President 

of Twining Sales Cor- 

poration. 216 pages, il- 

lustrated, $3.95 








Just 
Published! 


OPEN THE MIND 
AND CLOSE THE SALE 
THE KEY TO SUCCESS IN SELLING 


today’s stiffening sales challenge with 
» creative techniques. John M. Wilson, 
Vice President, Sales, The National Cash 
Register Company, shows you how to plar 
every sale with the creative, organized 
proach that wins business for you : 
you successfully close sales where other 
Tells how to be your own manager In a way 
that sparks your best efforts, leads to better 
self-training, and makes your sales time more 
productive 256 pages, illustrated, $3.75 














DEVELOPING YOUR 
EXECUTIVE ABILITY 


you can win executive 
executive genius 18 


Tells precisely how 
success. Showing that 
not a quality one is born with, but the result 
of concentrated effort along the right lines 
the book tells how to direct the same efforts 
and thinking which you already expend 
daily definite goal of im- 
proving your exe You get 
such facts as the executive 
personality i 
ductive thinking .. 


toward the 
cutive ability 
secret of 
suideposts to pro- 
how to budget time 

. 11 aids for making decisions, et« 
By Howard Smith, Chicago Public 
Schools Executive and Noted Lecturer 
on Leadership Development. 225 pages, 
$3.75 


DAYS FREE 


McGraw-Hill Book Co., 330 W. 42 St, NYC 36 


Merchandising Primer 
Open the Mind ¢ 
Executive Ability—$ 


This offer applies to U.S. only 
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MWD Ber 
“DRIVE-IN” 


CABLE STAPLES 


No spreading or 

buckling with Austin 

staples! Made of 
heavy, selected temper, round 
edge flat wire with shorp, burr- 
free points 


Flat across top —> 
— no spreading 
or buckling. 


The shoulders —> 
ore squore and 
strong—drives 
easily and ac- 
curately 


Long taper to 
point — staple 
held firmly ot 
the first top of 
hammer. 








Ne. 360 

Made for armor- 
ed cable. Avail 

able without 
indenture in top 
for non-metallic 
sheathed coble 
—Cat. No. 36! 


No. 362 

Designed specifi- 
cally for non me- 
tollic sheathed ca- 
ble. Made shorter 
for easier driving. 


<< Stomped of 
heavy, selected 
temper, round 
edge fiat wire 


€ Shorp, burr-free 
points—staple 
starts easily in 
any wood. 








The new stople 
is specially de- 
signed for small 
diameter non- 
metallic sheath- 
ed cable. Smoll 
in size — easier 
to drive. 


Austin staples ore conveniently packed in 
sturdily mode, metal edge cartons of 100 
ond 500, and in cases of 2500. 


The TE. Austin Company 


NORTHBROOK. ILLINOIS 


3165 
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The 90 page catalog is available 
through Educational Services, RCA 
Victor Division, Radio Corp. of Amer 
ica, Camden 2, N. J., at 10 cents per 
copy 


RLM Label—The meaning of the 
RLM label on industrial lighting 
equipment is explained in a question 
and answer booklet which may be had 
by writing to RLM Standards Institute, 
Suite 818, 326 W. Madison St., Chi 
cago 06, Ill 


Power Mowers—Self propelled and 
positive powered by an extra heavy 
chain drive this 21 in. mower has a 
pawl-type clutch. The unit has a 4 
cycle, 1.6 hp. air cooled engine. Mid 
west Mower Corp., St. Louis 1, Mo 


Toggle Switch—Residential single 
pole toggle switch is available with 
plaster ears in brown or ivory toggles 
It is listed by Underwriters’ Laborato- 
ries and C.S.A. Eagle Electric Mfg., Co 
Long Island City 1, N. Y 


Motor Starters—Magnetic motor 
Starters with vertical overloads below 
contactor are described and illustrated 
in a recent folder. The new starters are 














SALESMAN 10 SELL 
ELECTRICAL CABLE MFRS. 


World's largest manufacturer in its field 
offers excellent opportunity to a capable 
salesman with broad experience in selling 
products to Electrical Cable manufacturers 
Will also consider a man with thorough 
knowledge of electrical manufacturing inter 
ested in selling in that field. Our personnel 
know of this advertisement and all replies 
will be held in strict confidence. Write 


SW6961 Electrical Wholesaling 
330 W. 42nd St., New York 36, N.Y. 

















WANTED 
MANUFACTURER'S REPRESENTATIVES 
FOR ELECTRICAL POWER AND 
LIGHT TRANSFORMER LINE 


Recently expanded production facilities enable us to 
accept applications for several choice territories. Ex- 
clusive assignment will be made to qualified repre- 
sentatives thoroughly acquainted in the electrical job- 
ber and contractor field. 

We are a fast growing, well established organiza- 
tion, manufacturing a complete, competitively priced 
line of light and power transformers. From 3 to 150 
KVA. Prompt deliveries, lucrative commissions and 
full factory cooperation is assured. Inquiries invited 
from aggressive sales organizations handling related 
lines. Give full details in first letter. All replies 
confidential. 


RW 6640 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Iil. 








You Caf 
o7t-FOR SAFETY... 
FOR SERVICE 


j 


a 
\ 


, * 


Yes, safety and service are the 
two big reasons why Kleins are the 
choice of the man on the pole. Look 
for the familiar Klein trade-mark 
on pliers and climbers, safety straps 
and belts, lag wrenches and grips. 
It has been a trade-mark of quality 
“Since 1857.” 
ASK YOUR SUPPLIER 


Foreign Distributor: International 
Standard Electric Corp 


Write for your 
free topy of 
the Klein 
Pocket Tool 
Guide today! 


“Since 1857" 


a2 K LEING 


3200 BELMONT AVE CHICAGO 18 iLk 





JACKSON 


Quality Brooder 


PRODUCTS 


FOR CHICKENS, TURKEYS, 








\. 


INFRA-RED 


BROODER 


LAMBS, AND HOGS 
™ 
4-LIGHT 


INFRA-RED 


BROODER 


FOR FARM OR 
BROILER PLANT 


* Broodin capacity 20 sq. ft.—accommo 
dates 300-350 chicks. Wafer thermostot 
automatically controls two of four lamps and 
can be adjusted to regulate temperature so 
that lamps burn as needed. 18” dia. steel 
Reflector—Infra-Red Baked Enamel finish— 
6 ft. approved cord and plug—completely 
wired, ready to install. 


3-LIGHT 


¢ Simple sure method of bringing a brood of 
250 chicks to maturity. The three lamps 
provide effective heat pattern of about 16 
sq. ft. As chicks mature some space can be 
made available by raising the brooder ap 
proximately 3” a week which increases the 
heat pottern 


f 


1-LIGHT 
INFRA-RED 


BROODER 


¢ This Universal Brooder is versatile in ap- 
plication — ideal for breeding poultry of all 
varieties — pigs, lambs, turkeys, calves, etc. 
Can also be used in many other ways on the 
farm. Completely assembled and factory 
wired — ready for instant use by plugging 
in electrical outlet 


Sold only thru Distributors 


Send for complete Jackson Quality 
Brooder Catalog. 








ELECTRICAL COMPANY 
900-910 W. Van Buren St., Chicago 7, Ill. 





manufactured for use especially in the 
new Crouse-Hinds explosion proof 
condulets. The designers claim the 
right-angle” mechanism of the unit 
combines small size and light weight 
with added dependability. The folder 
may be had from The Arrow-Hart & 
Hegeman Electric Co., 103 Hawthorn 


St.. Hartford 6, Conn 
Incandescent Luminaires—Popular, 
motif in- 


illustrated 


and classic 
candescent are 
and described in a four page folio. 
Units include single and multiple lamp 
for hotels 


and 


nautical, rustic 
luminaires 


restaurants, 
interiors 


types use in 


lodges commercial 


writing 


First St., 


Copies may be secured by 
Gruber Lighting, 125 S 
Brooklyn 11, N. Y 

Fluorescent Luminaires—Commer 
cial and industrial fluorescent lumin- 
aires are described in a pocket catalog 
Photographs and diagrams of each of 
the luminaires accompany the detailed 
information. The features of each 
luminaire, their dimensions, where re- 
spective are best applied and 
what models are available 
given. Copies may be had from West- 
Pittsburgh 30 


types 
are also 
inghouse Electric Corp., 
Pa 

Fittings and Stampings—A com- 
plete line of brass, steel, aluminum 
screw machine parts, electrical special- 
ties, fittings, hardware, stampings is 
described in a newly issued 1953 cata- 
log. Information and price lists for 
the electrical, lamp, incandescent and 
fluorescent fixture trade are also given. 
The catalog is published by Elmo 
Metal Products Co., Inc., 1133 Broad- 
way, New York 10, N. Y. 
Starting Switches—A wiring dia- 
gram bulletin describes the many ways 
that magnetic across-the-line starters 





ESTABLISHED 
MANUFACTURERS REPRESENTATIVE 


Rendering consistent contact, 
complete coverage Western 
Penna., New York State (Excluding 
Metropolitan Area) Exclusively to 
Jobbers Electrical Supplies. Friendly 
customers plus 17 Years sincere 
effort can prove valuable to manu- 
facturer seeking distribution in this 
area. 


RA 7040 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill. 








FURNAS 
Motor-Mount 
STARTERS 


These magnetic controls may be 
mounted on the motor outlet-pad 
face to provide sturdy, safe, out- 
of-the-way installations AT ANY 
MOTOR POSITION. They're a final 
solution to the direct-to-motor 
mounting problem and an excel- 
lent idea for machines and equip- 
ment having limited space. . . 
Motor Mount Starters and Con- 
tactors are ready for immediate 
delivery in Furnas sizes YC, YD and 
YE up to 10 hp. Write Furnas 
Electric Company, 1069 McKee 
Street, Batavia, Illinois. 


ONLY A SINGLE 

FURNAS ADAPTER 

PLATE is required 

for motors with out- 

let-pad face in the 

vertical position or 

ot any angle up to 

45 degrees from the 

vertiost. THE FURNAS COMBINATION ADAPTER 
BOX and either the reversing or non- 
reversing adapter plate accommodates 
motors with outlet-pad face in the hori- 
zontal position or at any angle up to 
45 degrees from the horizontal. 


| FURNAS 


, ap rt , ot 
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NEW E.M.T. SET SCREW 
FITTINGS SAVE 
INSTALLATION TIME: 

. . GIVE LASTING GRIP 


4.05? 


SET SCREW 
CONNECTOR 
$2750 


ry e258" 


SET SCREW 
COUPLING 
#2760 


These new EFCOR Set Screw Connec- 
tors and Couplings make possible 
amazing labor and material cost 
savings in non water-tight installa- 
tions. One turn of set screw locks the 
E.M.T. firmly into place. 

No Special Tools Needed—Instal- 
lations which are inaccessible with 
an open end wrench are now 
quickly, easily accessible with an 
ordinary screwdriver! 

Stripping of Screw Threads is 
Eliminated—Overlapping of steel in 
the construction of the body doubles 
the length of the screw thread. 


@) DENOTES BINDING SURFACE. 
\ Efcor Case Hardened Cup 
Screws lock tubing more 

urely than conventional 


we s because they 


pointed screw 
bind a greater § 
of tubing. 


yrface area 


FOR RAINTIGHT INSTALLATIONS 
USE EFCOR COMPRESSION TYPE 
E.M.T. FITTINGS L 

EFCOR'S wide and complete line of 
electrical fittings for all installations 

is available to you from warehouses 
in all principal cities. 

FOR FREE ILLUSTRATED 


CATALOG AND PRICE 
LIST WRITE TO 


© 





| ELECTRICAL FITTINGS CORP. 


Dept. L-3 


WOODSIDE 77, NEW YORK 


“$OLD THROUGH WHOLESALERS ONLY 
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| and 


| on each device 


| features, 


| lk ses by 


eral Electric Co.. 


can be applied. Each wiring system 1s 
shown in two ways. Wiring diagrams 
include all the devices in the system 


show their physical relation « 


each other. All poles, terminals, coils, 


| etc., are shown in their proper place 


Line diagrams are a 
representation of the system and show 
everything in a simple way. The bul 
letin is available from the Allen-Brad 
ley Co., Milwaukee 4, Wis 


Heating Catalog—A 60 page, two 
color information and buying guide 
describes electric heaters and heating 
devices in terms of application, special 
and 


installation pricing. In- 


dex by process and application, the 


catalog also contains methods ot de- 


termining powc r requirements and heat 


applications. These are ex- 
plained by both graphs and formulas 
The catalog is published by the Gen 
Schenectady 5, N. Y 
Portable 


Power Megaphone power 


megaphone has a range up to one 


quarter of a mile. It is a smaller ver 
sion of the loud speakers used on Navy 
ships. Its weight is 5/3 pounds. Austin 
Lee Inc., Little Bull Power Megaphon« 
N.W., Wash 


division, 1624 Eye St 
DC 


ington 





SALES MANAGER 


Experienced in Selling Jobbers and 
Contractors in Electrical Field 
Real opportunity for promotionally-minded 
man who will be responsible for sales poli- 
cies, building and holding factory rep 
organization, correspondence G sparking 
promotions. We're a fast-growing, well 
established Chicago firm, manufacturing a 
competitively priced line of power and light 
ing distribution transformers and arc weld 
ing equipment. Some traveling nec. Good 
salary, expense account, and bonus. Send 
full details in first letter. Replies confi 

dential 


SW 6504 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill. 








JOBBER LINE WANTED 


Manufacturer of Solderless Con- 
nectors has salaried salesman selling 
jobbers in Metropolitan New York 
area for whom he would like to get 
an additional line (commission 
basis) so that his earnings could be 
increased commensurate with his 
following and ability. 





He also makes ‘‘missionary”’ calls on 
engineers, electrical contractors 
_and plant maintenance electricians. 


R.A. 7046 Electrical Wholesaling 
330 W. 42nd St., New York 36, N.Y. 





| O sins CLIFTON a, 


Products are in 
STRONG DEMAND... 
LONG SUPPLY 


Clifton Armored Cable 


"Cliftx"’ Non-metallic 
Sheathed Cable 


Clifton Flexible 
Steel Conduit 


The reputation for outstanding 
quality which CLIFTON products 
have long enjoyed among elec- 
trical contractors assures an ac- 
tive and continuing demand— 
and the supply of these CLIF- 
TON wiring products is ample 
enough to permit us to guaran- 
tee immediate shipment of all 
orders. 


OTHER CLIFTON PRODUCTS in- 
CLIFTON E.M.T., Rigid 
Conduit, and Pierceway Plastic 
Duct Wiring Systems. 


clude 


WE MAKE NO BONES 
ABOUT IT... 2D 

















CLIFTON PRODUCTS 
ARE THE BEST 
IN THEIR FIELD 


CLIFTON 


CONOUIT C€O., tec. 


General Offices 
em le ee 
Jersey City 2, NW. J 


Factory: Baltimore, Md 





Is 


ENTRANCE CAPS 
AND FITTINGS 


of Rustproof Cast 


Aluminum Alloy 
ABN ry f 


by NUD! 


No. 1572 Entrance Head 
Key hole mounting brack- 
et for easy attachment to 
building 


No. 275 One Hole Strap 
for oval-shaped cable 


No. 2275 Two Hole Strop 


for oval-shaped cable 


No. $0-36 Watertight Connector. 
Cutaway view illustrates how 3-point com- 
pression forces rubber gland oround entire 
circumference of cable 


ah 


No. GR-1 Grounding Ring 

For bonding meter box to artificial ground. 
Tight connection ond positive bond without 
soldering 


No. 6009 

Non-watertight 

Connector. Tokes 

o wide ronge of 

sizes ond types of 

cable, round or 

oval, without the 

use of shims or in- 

serts 
No. L-63 
Sill Plate Provides 
metallic protec- 
tion to service en- 
trancecable atthe 
most hazardous 
point— where it 
enters the build- 
ng 


SOLD THROUGH ELECTRICAL WHOLESALERS 


WLS HW GC Austiu Company 


NORTHBROOK. ILLINOIS 
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Abolite Lighting Div., Jones 
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PACKED INDIVIDUALLY 
One 66-ft. roll, %” wide in 
single pocket-size metal can. 


CONVENIENT FIVE-PACK 
Five 30-ft. rolls, %” wide in 
handy container. 


COUNTER DISPLAY 
FOR THE DEALER 
Contains 18 rolls, 
one-half inch wide. 


TOUGHER, FASTER, NEATER 


World's 
Largest Selling 
FRICTION TAPE 


The result of more than fifty years of manufacturing 
integrity. Sold in individual cartons 
and 10-roll dispensers. 


Won't dry out or ravel at edges. 
Exceeds all specifications! 


PLYMOUTH RUBBER COMPANY, INC. 


Established in 1896 
CANTON, MASSACHUSETTS 





Dont Forget Your Assistant Salesman’ 


When You've a special job to do 


Possibly you never thought of Manufacturers’ salesmen 
as assistant salesmen to you—but isn’t that just what they 
are when they are helping you close some deal for the type 
of product or material they sell? 

Suppose you should run into a little trouble in closing 
a fuse order—or you know where a worthwhile fuse order 
is being considered—and you feel that some outside assist- 
ance would help you cinch the deal—that’s the time to 
remember the BUSS Fuseman in your territory. 

He not only knows about fuses but he has a good 
knowledge of the whole problem of electrical protection. 

In addition he is continually getting new ideas and 
material from the factory to help him help you. 

He wants you and your house to make profits—so put 
him to work whenever you need him. He will welcome 
your requests for assistance on any question of electrical 


protection. 
Another place to get selling ideas 


If you will occasionally refer to the BUSS Bulletins in 
your binder you will be able to keep your sales story on 
BUSS Fuses, FUSETRON Fuses and Fustats up-to-date 
and effective. 

All BUSS Bulletins give sound selling information on 
the type of fuse to which they refer. 


And again here, the BUSS Fuseman can help you. Ask 
him to check your binder to be sure you have the latest 
BUSS Bulletins. There is no need to take a chance on 
bungling a sale because you haven't the latest informa- 
tion on hand. 


BUSSMANN MFG. CO., Division McGraw Electric Company, ST. LOUIS, MO. 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


BUSS FUSES 








You have 10 point protection to 
sell with FUSETRON fuses 


. Protect against short-circuits. 

. Protect against needless blows caused 
by harmless overloads. 

. Protect against needless blows caused 
by excessive heating — lesser resist- 
ance results in cooler operation. 

. Provide thermal protection — for 
panels and switches against damage 
from heating due to poor contact. 

. Protect motors against burnout over- 
loading. 

. Protect motors against burnout due to 
single phasing. 

. Give DOUBLE burnout protection to 
large motors — without extra cost. 

. Make protection of small motors 
simple and inexpensive. 

. Protect against waste of space and 
money — permit use of proper size 
switches and panels. 

. Protect coils, transformers and sole- 
noids against burnout. 











